













OCTOBER 6, 1952 


rican | 


Women Like Kitchen Talks... 44 
Plan for More Xmas Sales 54 





Where Frontage Counts . 82 
= E y a ) 2 They Build It Themselves..... .90 
S @ Remodeling Business Next... 92 
_ ! : aT ( / il (| IT Sell More Living Space...... 94 
ev- Short Cuts Slice Costs. ...... 99 


)00 
on 


wi BUILDING PRODUCTS MERCHANDISER 





hly ste, 
Jur :@: @ 
ly,” om 
all MAGAZINE OF NEWS e MERCHANDISING 
vel- 
and DISTRIBUTION e MANAGEMENT 
Cover: Herring-Price Lumber Co., Inc., 
on . Laredo, Texas, dresses-up for Christmas. 
get Published Every Other Monday 
sis es 
Jur 





irs. 
for 
upe. 


also 
ree 
om- 

re- 
pro- 
alls. 


ae 





“Save on 1,001 Home Jobs 
Do-it-yourself" 


. .. this is the theme of A. L.’s new sales tool. For 
details on how you can use this campaign, see p. 77. 
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and here’s why! 


DEMAND for Trinity—the whitest white—is broad and 
growing. Used in concrete products, stucco, terrazzo, light 
reflecting floors, etc., etc. 

A FINE PropuctT. Made of selected oyster shells and 
clays that are pre-processed before actual manufacture be- 
gins. Tested for quality 200 times during each days run. 

ADVERTISED Continuously since 1941 and currently 

appearing in more than 20 publications reaching all 


segments of the building field. 
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year ’round profits! 
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WASHINGTON REPORT 





Will the end of Regulation X boost home sales this Fall? 


Since Uncle Sam has suspended 
controls over real estate credits, 
there’s been a lot of guessing about 
the probable effect upon the resi- 
dence market . . . more buyers? 
A good many Washington builders 
think there will be extra customers 
at the door. A fair lot of people 
have waited for this lifting of con- 
trols; and the builders think a 
good many are now set to latch 
onto their dream houses, 

Some prospective buyers are 
known to fear a rush into the 
residence market, this winter and 
spring; maybe large enough to 
bring back the old martingale of 
controls and to buckle it on once 
more. That seems not too likely. 
But, as you know, the credit rules 
in force at the time the title is 
transferred—not at the time the 
contract is signed—are the rules 
that count. 


Restrictions could return 


Raymond M. Foley, of HHFA, 
says firmly that the country isn’t 
out of the inflationary woods. So 
he hopes the more liberal credit 
terms will not start an upsurge 
in housing prices or in housing 
Starts; adds that he’ll be much 
happier if Federal officials are not 
obliged by circumstances to put the 
now inactive restrictions back into 
the game. This is an urbane re- 
minder that the HHFA and the 
Federal Reserve are under a Con- 
gressional fix-up requiring them 
to do just that thing, if for three 
consecutive months the new hous- 
inv starts go higher than the sea- 
sonally adjusted rate of 1,200,000 
per year. 


Will home costs rise? 


What about housing prices; will 
they advance as a result of relaxed 
credits? There’s some difference 
of opinion among builders. While 
most of them think the relaxation 
will increase the number of houses 
built, not so many expect this in- 
creased volume in itself to set 
off an inflationary binge in hous- 
Ing prices. True enough, the price 
of the finished house contains a 
good many factors the builder can’t 
control; higher wages all along the 
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line from the tree to the trade, 
higher freight charges, higher costs 
of most raw materials and the like. 
There’s a rough estimate that these 
rising cost factors have issued in 
an advance of housing prices, since 
VJ Day, amounting to about ten 
percent a year. 

There seems no way of avoiding 
this upward ooze in the future, 
unless we hit a hard depression 
bump, which heaven avert! At 


least a hard enough bump to settle 
those collateral costs. But there’s 
another factor: Contractors in 
Washington and, so we understand, 
in other cities have quite a few 
unsold houses on hand. They don’t 
seem to worry much about this 
fact; but they admit cheerfully 
that they’re not likely to jack prices 
above that extra and unavoidable 
ten percent, so long as these unsold 
houses are looking for owners. 


Mortgages limited by Banking regulations 


The relaxed credit regulations 
are not the whole shootin’ match 
when it comes to getting those large 
and opulent loans. The Federal 
Reserve points out that about 70 
percent of loans on houses consists 
so-called “conventional mortgages ;” 
and these conventional mortgage 
loans are subject to State and 
Federal statutes. National banks 
can’t loan more than 60 percent of 
the appraised value of the property; 
and Federally chartered savings 
and loan association are limited to 
loans not exceeding 80 percent of 
this value. 


Second mortgages back 


Savings and loan officials say one 
of the most important factors in 
the suspension of Regulation X is 
the bringing back into the financ- 


NRLDA offers List of Training 


Ed. Libbey, of the NRLDA, has 
issued a preliminary list of Retail 
Lumber Training Institute courses; 
given, as you know, by a number 
of widely known colleges and uni- 
versities. 

There’s a reason why this train- 
ing is of importance at this time. 
Since the war the number of all 
businesses in the United States has 
increased by 22 percent; much 
more than the percentage increase 
of population. Save for about one 
year, most of these new businesses 
have done well; and as a whole, 
these post-war years have been 
years of expansion and of rising 
prices. But not all business lines 


ing picture of second trusts; often 
called second mortgages. Under 
Regulation X, second trusts were 
out; but now they’re back. They’re 
highly useful; notably to a con- 
tractor-owner who needs to dis- 
pose of slow-moving unsold houses. 

Releasing commercial construc- 
tion from hampering credit controls 
is expected to result in a large vol- 
ume increase for this type of build- 
ing. This will be true in Wash- 
ington; and it’s likely to be true 
in most cities, little or big. Some 
leaders of the industry are saying 
that these two factors—letting up 
on credit controls for commercial 
building loans, and the return of 
second trusts—are the most im- 
portant aspects of the revised credit 
regulations, That’s from the point 
of view of our industry. 


Courses 


have done equally well. The num- 
ber of food stores declined by 10 
percent; the number of food manu- 
facturing businesses by 39 percent. 


More building material dealers 


Other lines, including our own, 
are still expanding. The number 
of construction firms have increased 
since the war by 108 percent; the 
number of lumber and building ma- 
terial dealers by 156 percent. Should 
we sail out of the pleasant seas of 
persistent expansion and of self- 
created demand, these amazing 
figures CAN mean pretty rugged 
competition. 
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@ BEAUTIFUL Lockwood Tempered Oak Floors sell homes on sight. They meet dr 
the test of sanitation, economy and durability, too. 
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@ LOCKWOOD Tempered Oak Flooring is cut from Cloud's own timber tracts de 
and is milled in Cloud's own sawmills. 
@ DISTRIBUTION is Direct To The Dealer—Cheaper To The Dealer—within Truck- - 
ing area, via Cloud's own giant vans. 1: 
@ EASED EDGES with nailing groove in top of tongue speed laying and finishing. 
Many flooring installation contractors say this saves them 25 to 35% in labor 
costs! : 
t 
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@ LOCKWOOD Tempered Oak Flooring is the even-textured t 
uniform colored oak grown in the Ozark Mountains, which % 
is noted for the beauty of its finer grain and which is less flo 
subject to contraction and expansion. 

@ OUR METHOD of kiln-drying is a great selling point. 


Lockwood Oak Flooring is kiln-dried in compartment, cross he 














circulation, —— kilns. It is the same kiln drying used. by h 

manufacturers of finest furniture where gluing is necessary a 

This is the perfect method of kiln drying. su 

@ LOCKWOOD tempering makes flooring more resilient and ™ 

easier to nail. It lays and stays straight. 

@ LOCKWOOD precision-milling provides an even surface is 

which requires a minimum of sanding. en 
we 

@ THERE'S A GRADE PRICED FOR EVERY NEED, each produced in ac- e 
cordance with NOFMA standards. “ 
Call us or write us for a quotation on your requirement, col 
are 
*Flooring Dealers and Flooring Installation Contractors 
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NEWS BRIEFS 








More “Do it yourself” business. National magazines, including 
“Time” and “Business Week” have spotlighted the growth of the “Do it 
yourself” trend in recent months. In this issue American Lumberman 
announces a new dealer promotion kit designed to reach this booming 
market. With new home sales declining it’s something well worth inves- 
tigating. 


New building highs. Construction hit $3,152 billion in August, 
according to the Commerce and Labor Departments. All categories of 
private and public housing showed advances during recent months... 
only exception private industrial badgered by the steel strike. 


Private construction. This category accounted for about two- 
thirds of the August figures . . . $2.042 billion. For the first eight months 
total expenditures were $21.2 billion ...a 5% gain over the same period 
last year. Public construction was up 20%. 


Answer to public housing. In February when we described the 
low-cost San Angelo home sponsored by the Lumbermen’s Association of 
Texas the skeptics had a lot of fun. Sure it was a good gesture against 
public housing, but a $3,000 house in these times? The results are now 
coming in and they are quite impressive. The most recent report shows 
that 2,000 sets of plans have been sold, 211 units have been completed 
and 147 more are under construction. And the finished homes still are 
in the $3,000-$4,200 price bracket. Dealers in the midwest are beginning 
to be interested and talking of a $5,000 house adapted to the colder climates. 


Canada building down. Ever wonder about construction in Canada? 
Across the border they’ve watched U. S. building soar while their housing 
dropped 25% from the previous year. Materials are readily available and 
the only scapegoat seems to be the high down payments .. . a $10,000 house 
requires $2,000. Another more valid reason might be the uninspired 
design offered the home buyer in Canada. 


Cement rationing. Certain mills are still rationing cement. Mill 
stocks on June 1 were 19% above the same date a year ago, but on August 
1 they were only 2% over. 

Appointment of Wyatt. The selection of Wilson Wyatt, former 
housing expediter, as campaign manager for Democratic candidate Adlai 
Stevenson, has caused a small furore. Dealers remember Wyatt as the 
man who, just after the war, wanted to set prices on both new and old 


‘homes. He was to be the man to say who could build, what materials to 


use, and when. His backing helped put the Lustron house on the market 
to the tune of $50 million dollars of taxpayer’s money before the project 
flopped. 


Award winning homes. The National Association of Home Build- 
ers has recognized three projects for excellence, Because quality seems to 
be the key to maintaining sales next year dealers in the vicinity of these 
homes should examine them carefully. Thy are: “Wedgewood,” a Seattle 
suburb; “Park Cities Village,” near Dallas, and “Lakeshore Country Club,” 
in the San Francisco area. 


Appliance sales rise. Proof that consumer demand is picking up 
is seen in the action by Westinghouse’s appliance division to step up 
employment to meet a planned 25% production increase. Inventories are 
worked down and dealers are no longer cutting prices to move stocks. 


_ Radio for lift trucks. A mobile radio-telephone for use on fork 
lift and other industrial vehicles is announced by the General Electric Co. 
The new radio line was brought about by the increasing demand for radio 
control of materials handling vehicles by numerous manufacturers. Details 
are available from GE Commercial Equipment Dept., Syracuse, N. Y. 


Aluminum from Alaska. Alcoa is just one of the large companies 
proposing a new aluminum industry for Alaska. They estimate possible 
production at 200,000 tons or more, providing the territory with its first 
sizeable, year-around substantial industry. 
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NEW COVER: A new American 
Lumberman cover design is just one 
of the many editorial and format im- 
provements that begin with this issue. 
Every change is designed to give you 
a faster, more complete picture of our 
dynamic, rapidly changing business. 
We hope you will like our increased 
new coverage, wider use of photo- 
graphs and carefully selected fea- 
tures. 


August Starts 
99,000 Homes 


Housing starts in August totaled 
99,000 units, down about 5% from 
July figures, but still some 11% 
above the August, 1951, total. 


The Bureau of Labor Statistics 
reported that the July-August de- 
crease of about 5,000 units was 
almost all in privately owned hous- 
ing. 

They dropped off from 102,400 
in July to 97,600 in August but, 
even so, remained above year-ago 
figures by about the same amount 
as the total—11%. 

August was the third consecu- 
tive month in which housing starts, 
on a seasonally adjusted basis, fell 
below an annual rate of 1,200,000 
units. 

The August figure, nevertheless, 
was “relatively high,” the B.L.S. 
said. It brought the total of starts 
so far this year to 771,300 new 
units, 1,700 above last year’s total 
for the like months. 


Private starts have been exceed- 
ing last year’s volume every month 
except February and, by the end 
of August, totaled 724,000, almost 
20,000 more than begun from Janu- 
ary to August, 1951. 

Public housing totaled 47,300 
units in the eight months, about 
18,000 units below 1951 volume for 
the like period. 
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U.S. Ends Curbs 
on all but FHA and VA 


The Federal Reserve suspended 
its credit controls over residential 
and commercial construction effec- 
tive September 16. 


The order applies only to conven- 
tional mortgages and does not cover 
real estate credit insured or guar- 
anteed by the Federal Housing 
Administration and the Veterans 
Administration. 

Conventional mortgage accounts 
form roughly 70% of the mortgage 
market, officials said. 


The suspension order means that, 
as far as the Government is con- 
cerned, home builders will no longer 
have to put down a certain portion 
of their real estate loans in cash 
and pay off the balance in a stipu- 


lated time. The terms of Regula- 
tion X, before the suspension, called 
for cash down payments of 5% on 


low-cost houses to 40% on more 
expensive homes. 
Some Curbs Still in Force. 


Federal Reserve officials pointed 
out, however, that conventional 
mortgage loans are still subject to 
“basic state and Federal statutes 
governing real estate loans by finan- 
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MR. PLUS is the symbol of the “extras” every- 
body gets when Spencer Kellogg's Improved 
Boiled Linseed Oil is used in outside house 
painting. 

The Owner ... delighted 
The Craftsman... benefited by easier 
brushing paint 


The Contractor 
and money saved. 


happy about labor 


All this adds up to better business and profits 
for paint and oil dealers 


Still more, there are plus values for dealers 
in the savings, easier handling, economical 
warehousing, faster turnover and greater 
profit from selling a perfectly-packaged 
product instead of a bulk liquid. And Spencer 
Kellogg's Improved Boiled Linseed Oil has 
been advertised to and is preferred by the 
house-painting trade for a generation 

















/hantes to you, YR. PLUS, 
L. voecne tt the best hainted 
houte ir Town / 





Sell Spencer Kellogg's Improved Boiled 
Linseed Oil in 5 gallon, 1 gallon, } quart and 
1 pint refinery-sealed packages and you 
will sell more and profit more. 





% Meets all U. S. and A. S. T. M. Speci- 
fications. 


% Spencer Kellogg’s Pure RAW Linseed 
Oil is also available in refinery-sealed 





-|SPENCER KELLOGG and SONS, Inc. 


BUFFALO 5, N. Y. 


The First Name in Vegetable Oils 





cial institutions.” They said that 
these restrictions still apply: 


National banks cannot lend more 
than 60% of the appraised value 
of the property. 

Savings and loans associatiotis, 
at least those Federally chartered, 
aren’t allowed to lend more than 
80% of the appraised value of 
property. 

Although the Government will 
no longer require a certain down 
payment, home builders must still 
meet the financing requirements of 
lending institutions. Officials agree 
private lenders will require at 
least one-third cash down for the 
more expensive houses. 


Commercial Building Freed. 
Commercial construction, also freed 
from Government credit curbs by 
the action, includes stores, office 
buildings and warehouses. Prior 
to the suspension, the Government 
required 50% down on such build- 
ings. 

Regulation X was first issued in 


October, 1950, to restrain infla- 
tionary pressures and_ conserve 
defense-needed materials, It was 


suspended according to the terms 
of the new Defense Production Act. 
Under the act, the Federal Reserve 
had to cut its down payment re- 
quirements to 5% if housing starts 
for a three-month period fell below 
a 1,200,000-unit seasonally adjusted 
annual rate. 

Information has been received 
from the Secretary of Labor that 
the seasonally adjusted rate of 
housing starts was less than 1,200,- 
000 in June, July and August, 
officials said. 

The Federal Reserve decided to 
scrap the regulation entirely rather 


than continue with a 5% down 
payment provision. 
Under the terms of the new 


defense production act, the Govern- 
ment can slap on controls over real 
estate credit if home construction 
for three future months should 
equal or exceed the 1.2 million 
adjusted annual rate. 


FHA Returns to 
1935 Regulations 


Raymond M. Foley, administrator 


of the housing and home finance §& 


agency, announced the following 
changes in down payment require 


ments on home loans, aided or made & 


by the Federal Government: 


On F.H.A.-insured mortgages & 


minimum down payment require 
ments will switch back to those 
fixed by the National Housing Act 
of 1935. These range from 5% 
for houses costing $7,000 or less 
to 20% for higher priced homes. 
The maximum F.H.A.-insured !oal 


for single-family dwellings will be 


Burr 
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Can Lower Construction Costs 





How All Contractors 





VAN-PACKER 


PACKAGED MASONRY 


CHIMNEY 


On mass housing developments where tight building schedules are 
the rule, or for the builder who builds 3 houses a year, Van-Packer 
contributes to lower construction costs in these important ways. 
There’s no waste with Van-Packer Packaged Masonry Chimney. 
Everything is furnished—there’s nothing else to buy. Costly man hours, 
space, breakage and trucking involved in handling brick chimney 
supplies are all avoided. Builders prefer this completely packaged 
chimney. Installation time is cut to a fraction ... just 3 hours’ work 

or less by one man and the chimney is complete. Underwriters’ 
Laboratories tested and approved Van-Packer All-Fuel Chimney is fire- 
safe with a chimney wall of insulating vermiculite concrete and fire-clay 
tile liner. The insulation value of the Van-Packer wall is equal to 24” 
of brick or 70” of ordinary concrete. F.H.A. accepted! 


KER ! 
ehS CK 


7” 





Nationally distributed through reliable 
building material jobbers and dealers. Van- 
Packer is available for immediate delivery. 
Some jobber territories still open. Write 
for free literature and details. 


‘Van-Packen 


CORPORATION 


Dept. 1310 * 209 S. LaSalle St. 
Chicago 4, Illinois 


Also Manufactured and Distributed in 
Canada by C. S. McRobert and Son, Ltd., 
St. Laurent, Quebec. 








$14,000. Before the new require- 
ments were announced, down pisy- 
ment terms ranged from 5% to 
40%. 


For multi-unit projects such as 
apartment buildings, the maximum 
F.H.A.-insured loan will be 90% a 
unit on the first $7,000 of value, 
the same as under previous regula- 
tions, plus 60%, instead of the 
previous 55%, on the value in ex- 
cess of $7,000. 


VA Down Payments 
Now 4 and 5% 


On Veterans Administration- 
guaranteed home loans, minimum 
down payment requirements will be 
5% on all housing priced above 
$8,400. Previously, the down pay- 
ment rose from 5% to 35%, on 
higher priced houses. 

VA Down Payment 4%. For 
homes priced between $7,000 and 
$8,400, on a V.A.-loan, the down 
payment minimum is 4%—about 
the same as under the previous 
regulations. No down payment is 
required on houses priced at $7,000 
or less, but closing costs, up to 4% 
of the price, must be paid in cash 
on such houses. Closing costs in- 
clude taxes, fire insurance and 
preparation of the deed and title, 
amounting to roughly $100 to $175 
on low-cost houses. 

The Farmers Home Administra- 
tion, in the Department of Agri- 
culture, will announce later the 
adjustments to be made in terms 
for farm housing loans as a result 
of the changes in F.H.A. and V.A. 
terms, officials said. 

Mr. Foley cautioned that the re- 
laxations do not change the maxi- 
mum time allowed for paying off 
Government-aided mortgages. These 
limits are 25 years on houses valued 
at $12,000 or less and 20 years for 
higher priced properties. The V.A. 
can authorize a longer period t0 
“prevent hardship to the veteran. 


New FHA, VA Down Payments 


New Down Payments Former Down Payments 
Value F.H.A. VA. F.H.A. A 
$5,000 $250 $280 
6,000 306 300 
7, 350 350 
8, 650° $320 950 
9, 950t 450 1,200 4 
10,000 1,250 500 1,450 sw 
11,000 1,550 550 1,900 ™ 
12,000 2,400 600 2,350 90 
13,000 2,600 650 2,000 1,40 
14,000 2,800 700 3.450 2,00 
15,000 3,000 750 3, 2,59 
16,000 3,200 800 4,250 3,10 
17,000 3,400 850 4,800 3,670 
18,000 4,000 900 5,350 44 
19,000 5,000 950 5‘900 agit 
20,000 6,000 1,000 6,450 5,30 
21,000 7,080 1,050 7,000 5,90 
22,000 8, 1,100 7.750 6,60 
73,000 ¢, 1,180 8.500 7,380 
24,000 10, 1,200 9,250 6,080 
25,000 11,008 1,258 10,000 8,780 
*For two bedroom homes; F:H.A. down payment on three, 
four or more bedroom homes is now $400.” {For two 
three-bedroom homes; F.H.A. down payment on four or more 
bedroom homes is new $450. $Nothing. 
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Tiny Glass Balloons 
To Cut Building Costs 


Glass bubbles, each about the 
size of a grain of sand, can lower 
the cost of that new building you 
may be starting, provide lighter 
and stronger insulating materials 
and even make the highways you 
drive over safer and more durable. 


That’s what Armour Research 
Foundation of Illinois Institute of 
Technology here claims for these 
tiny glass balloons. Actually, 
they’re a fine lightweight aggregate 
made by blowing up _ individual 
erains of sand in a special vertical 
furnace. 


Price of the new aggregate is 
about $14 a yard, about three times 
as much as ordinary sand or gravel. 
Armour spokesmen said, however, 
that the price should drop as re- 
search continues. Other building 
costs are reduced, however, they 
say, because the bubbles impart 
added strength to concrete, in addi- 
tion to reducing weight, and thus 
lighter structural beams and sup- 
porting members can be used. 

Concrete mixes using the new 
aggregate have proved more fluid 
than other mixes. This makes it 
possible to pump concrete mix 
through inexpensive rubber hose, 
instead of awkward, expensive 
welded steel hose. 

The new aggregate is being pro- 
duced in a pilot plant by Chicago’s 
Kanium Corp. Production is lim- 
ited, but officials said the product 
will be marketed soon. 


Lumber Manufacturers 
To Meet Nov. | 1-15 


The 1952 Annual Meeting of the 
National Lumber Manufacturers 
Association will be held at the 
Shoreham Hotel, Washington, D. C., 
November 11-15, Leo V. Bodine, 
\ssociation Executive Vice Presi- 
dent, announced this week. Ap- 
proximately 100 lumbermen are 
expected to attend. 


Presiding over the five-day ses- 
sion will be Corydon Wagner, Vice 
P resident and Treasurer of the St. 
Paul and Tacoma Lumber Company, 
!acoma, Washington, Chairman of 
the NLMA Board of Directors. 


Meetings of standing and special 
committees are scheduled. Dis- 
cussions by committee members will 
cover sales training, public rela- 
tions, products and research, for- 
eign trade, building codes and trade 
promotion. 


The annual business meeting of 
the Association will be followed by 
a meeting of the stockholders and 
an organization meeting of the 
newly elected Board of Directors to 
elect officers and committee mem- 
bers for next year. 


-_ : 
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BY CLARK EQUIP 


Theyre as Modow ab your 
planning for the Futune 


The NEW, Improved “Ta kL 
UTILITRUCS... set a new n 


high in fork-truck design 


and construction 


Advanced features insure gam 
longer life, lower cost, ee 
greater ease of operation, 
and increased work 
capacity. They are 
rougher and tougher 
than any handling job in 
the 6,000-7,000-pound 
range, that any steve- 
doring boss, foundry 
boss or steel-mill 
foreman can dream up. 







































“Dynatork- 
Drive" 


Change” Clutch 


Dynamic 


v 
Vv Clark “Quick 
v Braking 


The detailed features of these 

new UTILITRUCS show why they 
master the ever-increasing burdens 
put upon materials handling equipment 
by modern production methods and 
techniques. See for yourself why 
they set new high standards for 

the fork-truck industry. 


Increased 
Travel Speed 
Increased 
Lifting Speed 
Automatic 
Acceleration 

vy Larger Battery 
Compartment 


BOTH POWER 
TYPES... 
HAVE ALL THESE 


v Protection 


IMPROVEMENTS.... — 
J Increased 
y COMPACT— Braking 
MANEUVERABLE peste 4 
iciies 
y NEW FORK 
MOUNTING 


Y 25” FREE-LIFT 




















Y INCREASED ELECTRIC anp GAS POWERED 
DRIVER VISIBILITY | 7 @) a4 TRU CkS 
VCENTER-PIVOTED = cL CP OMI LS AEM MLL CL LS 
STEERING AXLES i 
V EASE AND | 
CONVENIENCE 
OF SERVICE 
| INDUSTRIAL TRUCK DIVISION » CLARK EQUIPMENT COMPANY « BATTLE CREEK 40, MICHIGAN | 
INCREASED | Please send: [) Utilitruc literature 0 Material Handling New: | 
DRIVER COMFORT | Have Representative Call. | 
CUSHION TIRES a | 
STANDARD ee | 
| Address | 
! City Zone State. 





AUTHORIZED CLARK INDUSTRIAL TRUCK PARTS AND SERVICE STATIONS IN STRATEGIC LOCATIONS 
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ss ASPHALT TILE 


Self -installation 
of flooring by home owners 
is booming..make the most of it! 


When your customers come in to buy paint, siding and other 
“fix-up” items for their homes, why not suggest that they install 
new flooring, too? 


Point out that B. F. Goodrich extra-quality, moisture-resistant 
Asphalt Tile is extremely durable, that its precision-cut corners and - 
edges make it easy to fit, that its low cost makes it suitable for even 
moderate budgets. 


In order to help you sell more Asphalt Tile, B. F. Goodrich now 
offers new, convenient “Self-Installation Kits” containing all tools 
and instructions needed by your customers for installation of Asphalt 


Tile. Order “Kits” today from your B. F. Goodrich distributor. 






-- For descriptive, colorful literature, 
write Dept. L10, B. F. Goodrich Co., 
Flooring Division, Watertown 72, 


Massachusetts. 


RUBBER TILE + ASPHALT TILE + VINYL PLASTIC TILE - RUBBER COVE BASE - ACCESSORIES 


B.F.Goodrich 
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H. C. BERCKES 


Southern Pine Group 
Meets at New Orleans 


Directors and committeemen of 
Southern Pine Association met in 
New Orleans on September 10 and 
11 for what several of the lumber- 
men called “one of our most repre- 
sentative and successful meetings 
in recent years.” 

The directors elected H. C. 
Berckes as executive vice-president 
of the Association and named §. P. 
Deas as secretary. It also elected 
two new members to the board: 
Q. T. Hardtner, Jr., Urania Lumber 
Company, Urania, La., and M. W. 
Smith, M. W. Smith Lumber Com- 
pany, Jackson, Ala. 

In addition to the conferences 
by the board, meetings were held 
by the SPA committees on trade 
promotion, mechanical efficiency, 
transportation and finance, as well 
as the Southern Pine Industry 
Committee on procurement, pack- 
aging and other subjects. A spe 
cial conference of state lumber 
groups and SPA was held. 


Tennessee Dealers 
Plan Management Clinic 


Bob Brownlee, Manager, Tennes- 
see Building Material Association, 
has announced that the second an- 
nual Management Clinic for build- 
ing material merchants will begin 
November 11th on the campus of 
the College of Business Administra- 
tion, University of Tennessee at 
Knoxville. 


The five-day clinic will be pat- 
terned after last year’s successfu 
conference which attracted retail 
building material merchants ‘rom 
all of the Southeastern States and 
from as far away as Canada and 
New York. 
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practical, popular 


NATIONAL LOCkKset offers feature after fea- 
ture that contributes greatly to its enthusiastic 


acceptance. Here are shown just two of the 


handsome one-piece knob of wrought brass 


This exquisitely-styled, 
wrought brass knob is 
formed as one piece. 
Its beauty is accented 
by mirror-like finishes 
that are long-term 
varnish protected. De- 
signed to fit the hand 
perfectly. Easy to turn. 








through 
jobbers 
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distinctive hardware ...all from 1 source 


é NATIONAL LOCK COMPANY 


Rockford, Merchant Sales Division 


Patent Applied 


many reasons why architects, builders, con- 
tractors, carpenters and home owners are say- 


ing “Make it that new NATIONAL LOCKset.” 


knob separate from key and lock mechanism 


Forcing knob with 


wrench or tool will not 


.¥ open locked door. 


Knob is absolutely 
separate from lock 
mechanism. Knob slides 
oncam...then is firmly 
held in position by 


spring retaining pin. 





write today for descriptive catalog 
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Rapid Trend to 
Air-Conditioned Homes 


Keeping tally on new air-condi- 
tioned housing projects across the 
nation is impossible. Each day 
brings new announcements—some 
of projects of 400, 450, and 500 
units each. 

For next year it looks like it 
may be a race among builders to 
clinch sales and prevent withering 
of their operations by offering air 
conditioning in models priced as 
low as $10,000 to $11,000. 

Quick market thaw. On the 
production side manufacturers and 
designers suddenly faced unpre- 


cedented speed-up demands. As 
Jack Kice, engineer-inventor of the 
Coleman Co., told Houston home- 
builders in August, the industry 
for years regarded widespread resi- 
dential air conditioning as a mere 
possibility somewhere in the future. 
Then almost overnight came the 
swelling orders for equipment for 
new middle- and lower-priced hous- 
es, and the industry can scarcely 
catch up with the demand. 
“We’ve been doing a lot of think- 
ing,” said Kice, “but haven’t slanted 
our thoughts far enough toward the 
residential field. Now we are try- 
ing to catch up with you (builders), 
and we need your cooperation. You 
want a unit that will not add ap- 
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» THE LARGEST 
LUMBERYARD! 


THE MOST 
MODERN BUILDING! 





Fire costs Americans more 
than $700,000,000 a year. 


Fire is a constant threat 
—strikes without warning. 


The experienced fire-preven- 
tion and engineering services 
of the Lumbermen’s Under- 
writing Alliance can help you 
fight fire before it starts. 
Our fire prevention services 
are based on 47 years expe- 
rience in protecting lumber- 
men exclusively. 


Write us for complete in- 
formation. 





Clean up dry grass... 
clean house thorough- 
ly —a clean property 
seldom burns. 


mi. thie (LD, SMoanee 


U.S. EPPERSON UNDERWRITING COMPANY, Manager 
J. J. LYNN, President 


Home Office: 
509 Terminal Sales Bldg. 
Portland, Oregon 





1000 R. A. Long Bldg., Kansas City 6, Mo. 


616 Royster Bldg. 
Norfolk, Virginia 
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preciably to the cost of the house 
and that will not take up much 
space. ‘The answer in part is that 
the greater the production, the low- 
er the unit cost and the greater ‘he 
sales volume.” 

Formerly accounting for only | 
to 10% of the air-conditioning 
market, within ten years the resi- 
dential field will constitute more 
than 50% of the market, estimated 
F. J. Van Poppelen, general man- 
ager of GE’s air-conditioning 
division. 


NAHB Asks Changes 
In Gl Loan Program 


If the GI home loan program is 
going to be a potent force in the 





mM 


PH 


Lil 


FR 


housing economy for several more | 


years, the National Association of 
Home Builders wants some changes 
made so the veterans will get a 
better housing buy. 

Following a study of the Teague 
Committee Report on VA housing 
operations, the NAHB made the 
following recommendations to plug 
some of the loop holes in the present 
VA loan procedures. 

1. Establishment of a Loan Guar- 
anty Division within the Veterans’ 
Administration which would oper- 
ate entirely separate from other 
VA activities. 


2. Abolition of the VA fee ap | 


praisal and fee inspection system. 
3. Appraisals and inspections of 
VA housing to be made by experi- 
enced, qualified personnel to be re 
cruited by the VA for careers in 
the Loan Guaranty Division. Sal- 
aries should be in accordance with 
present day industry practices. 
4. Buyer protection procedures 
which give equally protection, to 
buyer, builder and mortgage lender. 
5. Closer cooperation between the 
VA and builder associations on 
matters affecting the industry. 


Foley Finds HHFA 


Igloo Loans Booming 


Domestic builders may well envy 
a stream-lined home-loan program 
HHFA has set up for Ala skan 
Eskimos. There is no foldero! like 
recording fees, title checking, and 
survey charges. There isn’t evel 
a mortgage. 

Eskimo families in “remote” 
areas can borrow up to $500 from 
the Alaskan Housing Authority to 
improve their sod houses by add- 
ing floors and roofs or to build new, 
boxlike frame structures 14’ x 18. 
Loans are unsecured, repayable 2 
five fishing seasons at 514° I 
terest. So far, the authority has 
made 606 loans totaling only 
$192,650 of its $1 million kitty. 
HHFA calls the repayment record 
“excellent.” 
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ALABAMA 
SiIRMINGHAM 
Birmingham Sash & Door Company 
MONTGOMERY 
Suilding Products, Inc. 
ARIZONA 
PHOENIX 
Arizona Sash, Door & Glass Company 
TUCSON 
Arizona Sash, Door & Glass Company 
ARKANSAS 
LITTLE ROCK 
Southland Bldg. Products Company 


CALIFORNIA 

FRESNO 

8uilding Material Distributors, Inc. 

Kendall-Addington Company 

Pacific Coast Aggregates, Inc. 
HAYWARD 

Pacific Coast Aggregates, Inc. 
OAKLAND 

Pacific Coast Aggregates, Inc. 

Wholesale Building Supply 
SACRAMENTO 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
SAN FRANCISCO 

Pacific Coast Aggregates, Inc. 
SAN JOSE 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 
STOCKTON 

Building Material Distributors, Inc. 

Pacific Coast Aggregates, Inc. 


COLORADO 

DENVER 

C. A. Crosta, Inc. 

Denver Reserve Supply 
GRAND JUNCTION 

The Biggs-Kurtz Company 

CONNECTICUT 

BRIDGEPORT 

Asbestos Dstributors Corporation 
NEW HAVEN 


A. C. Bauman 
DELAWARE 


Contact Detroit Steel Products Company 
District Office, Philadelphia 


DISTRICT OF COLUMBIA 

WASHINGTON 

Central Building Supply, Inc. 

FLORIDA 

JACKSONVILLE 

Huttig Sash & Door Company, Inc. 
MIAMI 

Huttig Sash & Door Company, Inc, 


GEORGIA 
ATLANTA 
Addison-Rudesal Company 
MACON 


Binswanger & Company 
AcNair Lumber & Supply Company 
SAVANNAH 


Neal-Blun Company 


IDAHO 

BOISE 

Morrison-Merrill & Company 
POCATELLO 

Morrison-Merrill & Company 
TWIN FALLS 

Morrison-Merrill & Company 

ILLINOIS 

CHICAGO 


Reserve Supply Coop. Corp. of Chicago 
DANVILLE 


Material & Fuel Company 
MT. VERNON 


W. C. Alexander Wholesale Supply Co. 
PEORIA 


A. Lucas & Sons 


UV Toecy-V-y-Veq am olele) Meola aryiel 


2250 E. Grand Bivd., Detroit 11, Mich. 


IT STEEL PRODUCTS CO. 
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INDIANA 

EVANSVILLE 

Indi Wh 1 1 
FORT WAYNE 

Michigan Wholesalers 
INDIANAPOLIS 

Building Materials Service Division of 

Capito! Paper Company 

SOUTH BEND 

E. R. Newland Company, Inc. 

IOWA 

BURLINGTON 

Contact Chicago District Office & Whse. 
CEDAR RAPIDS 

Contact St. Louis District Office & Whse, 
DAVENPORT 

Contact Chicago District Office & Whse 
DES MOINES 

Contact St. Louis District Office & Whse 
SIOUX CITY 

Contact St. Louis District Office & Whse. 


KANSAS 





Ss, Inc. 


WICHITA 

Wichita Building Material Company, Inc. 

KENTUCKY 

LEXINGTON 

E. H. Straus Company 
LOUISVILLE 

Huttig Sash & Door Company, Inc. 
PADUCAH 


Fischer Lime & Cement Company 


LOUISIANA 
ALEXANDRIA 
Davidson Sash & Door Company 
BATON ROUGE 
Baton Rouge Sash & Door Works 
LAFAYETTE 
Davidson Sash & Door Company 
LAKE CHARLES 
Davidson Sash & Door Company 
MONROE 
Allen Millwork Manufacturing Company 
NEW ORLEANS 
Cole Manufacturing Company 
New Orleans Sash & Door Company, Inc. 
SHREVEPORT 
Allen Millwork Manufacturing Company 
MAINE 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
MARYLAND 
BALTIMORE 
Central Building Supply, Inc. 
MASSACHUSETTS 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
MICHIGAN 
DETROIT 


Royal Oak Wholesale Company 
Smith-Orr Company 


GRAND RAPIDS 

Porter-Hadley Company 
JACKSON 

Michigan Wholesalers, Inc. 
KALAMAZOO 

Miller Sash & Door Company 

MINNESOTA 

ST. PAUL 

F. 1. Products Company 

MISSISSIPPI 

JACKSON 

Allen Builders’ Supply Company 

Jackson Sash & Door Company, Inc. 

MISSOURI 

JEFFERSON CITY 

De Longs, Incorporated 
KANSAS CITY 

Rust Sash & Door Company 

Martin Material Company 
ST. LOUIS 

Huttig Sash & Door Company, Inc. 
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SPRINGFIELD 
Farm & Home Supply Company 
MONTANA 
BILLINGS 
Building Specialties Company 
NEBRASKA 
HASTINGS 
Hansen Building Specialties, Inc. 
NEVADA 
RENO 
Flanagan Warehouse Company 
NEW HAMPSHIRE 


Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


NEW JERSEY 
JERSEY CITY 
Atlas Steel Products Compony 
NEW MEXICO 
ALBUQUERQUE 
New Mexico Company 
NEW YORK 
BROOKLYN 
Helmus Garage Door Company 
BUFFALO 
Door Engi ing C 
LONG ISLAND 
Empire Millwork Corporation 
Northern & Willet Pt. Blvds., Corona 
Royal Glass Works Corporation 
NEWBURGH 
Cameron Lumber Company 
ROCHESTER 
Monroe Builders Supply Company 
SYRACUSE 
Saltpoint Supply Corporation 
NORTH CAROLINA 
CHARLOTTE 
Huttig Sash & Door Company, Inc. 
GREENSBORO 
Binswanger & Company, Inc. 
NORTH DAKOTA 
FARGO 
Builders Supply Company 
OHIO 





pany 


CINCINNATI 

Acme Sash & Door Company 
CLEVELAND 

Kinsner Supply Company 
COLUMBUS 

Huttig Sash & Door Company, Inc. 

Morris Door Company 
DAYTON 

Dayton Sash & Door Company 
MONROE FALLS 


Cueni Construction Company 


WARREN 
Ohio Glass & Sales Company 
OKLAHOMA 
ENID 


Long-Bell Lumber Company 
OKLAHOMA CITY 
Long-Bell Lumber Company 
TULSA 
General Sash and Door Co. 
OREGON 
PORTLAND 
C. E. Sand Plywood Company 
PENNSYLVANIA 
PHILADELPHIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Philadelphia 
PITTSBURGH 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
RHODE ISLAND 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 


SOUTH CAROLINA 
COLUMBIA 
Binswanger & Company, Inc. 
FLORENCE 


Binswanger & Company, Inc. 


a es 


City 
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SOUTH DAKOTA 
Contact Detroit Steel Products Co., Dis- 
trict Office & Warehouse, St. Louis, Mo. 
TENNESSEE 

KNOXVILLE 

Huttig Sash & Door Company, Inc. 

Wilson-W eesner- Wilkinson Company 
MEMPHIS 

Fischer Lime & Cement Company 
NASHVILLE 

Huttig Sash & Door Company, Inc. 

Nashville Sash & Door Company 


TEXAS 
AMARILLO 
Long-Bell Lumber Company 
AUSTIN 


Davidson Sash & Door Company 
CANADIAN 
Santa Fe Sash & Door Company 
DALLAS 
Huttig Sash & Door Company, Inc. 
EL PASO 
Booker-Walker Supply Company 
FORT WORTH 
Texas Sash & Door Company 
HOUSTON 
Houston Sash & Door Company 
George C. Vaughan & Sons 
LUBBOCK 
Lubbock Sash & Door Company 
NEDERLAND 
George C. Vaughan & Sons 
SAN ANTONIO 
George C. Vaughan & Sons 
SWEETWATER 
Sweetwater Sash & Door Company 
WACO 
Stevens Sash & Door Company 
UTAH 
SALT LAKE CITY 
Morrison-Merrill & Company 
VERMONT 
Contact Detroit Steel Products Company 
District Office & Warehouse, Boston 
VIRGINIA 
BRISTOL 
Bristol Steel & Iron Works 
DANVILLE 
Binswanger & Company 
NORFOLK 
Elco Lumber Company, Inc. 
RICHMOND 
Binswanger & Company, Inc. 
WASHINGTON 
SEATTLE 
Puget Supply Company 
SPOKANE 
Lumbermen’s Supply Corporation 
WENATCHEE 
E. T. Pybus Company 
YAKIMA 
Aves Millwork Company, Inc. 
WEST VIRGINIA 
Contact Detroit Steel Products Company 
District Office & Warehouse, Pittsburgh 
WISCONSIN 
MILWAUKEE 
Jackson & Foster 
WYOMING 
Contact Strand Jobber in Denver, Colo- 
rado; Salt Lake City, Utah; or Billings, 
Montana 


= 
CANADA 
ONTARIO 

LONDON 

George H. Belton Lumber Co., Ltd. 
SARNIA 

Belton Lumber Company, Ltd. 
TORONTO 

Edmund Hind Lumber Company, Ltd. 
WINNIPEG 

Walter Wray, Ltd. 


ROE NCES Ne RAS AY Ce oa lina, OAS TAN MEAS a ee ei 
STRAND GARAGE DOOR DIVISION 
Detroit Steel Products Company 
Dept. AL-10, 2244 E. Grand Blvd., Detroit 11, Mich. 


Please send full 
Steel Garage Doors for 9’ x 7’, 8’ x 7’ and 
openings. 


information about Strand All- 
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Nationally advertised in.. 
and other magazines. 





1925 CASEIN Wall Paint... 
1940 RESIN BASE Wall Paint... 
1950 RUBBER BASE Wall Paint... 






nentirely new 
| — of Wall Paint 


‘SCRUBABLE- 
SOrFLAT 


| work, 
| AND WOODWORK, | 
a “SECAU SE IT’S SCRUBABLE! 


4 
itu ROLLER or BRUSHI 













APPLY W 





BETTER IN ALL 10 WAYS! 


|. A flat paint that’s really scrubable . .. dries as hard as enamel. 2. Adheres 
to any surface . . . even glass and high gloss paints. 3. Alkyd Resin, contains 
no water. 4, Easily applied with roller or brush. 5, Leaves no streaks or brush 
marks ...can even be “touched-up” without showing. 6. Can be tinted. 

Greater hiding (better one-coat coverage). g, Odorless. 9, A complete 
range of self-smoothing colors. 10, Fully guaranteed. 





NOW, with one can... one brush... one paint you can do an entire room... 
ceilings, walls and woodwork. 


Now, you can absolutely match the colors of walls and woodwork. Now you 
can enjoy the soft, misty loveliness of flat color because Kyanize Clingcote 
Scrubable-Flat is completely 
scrubable! And you can keep 
the color fresh with soap and 
water or your favorite scour- 
ing powder. 












Lead pencil test proves 
it’s SCRUBABLE! 


After 5 days mark it with a pencil. Then wash 
off with soap and water, or scouring powder! 
This test proves Kyanize Scrubable Clingcote 
ae se is made to take it! 











FLAT 


STANDARD 
WHITE 








For FREE Color Counseling 
see your Kyanize dealer (listed in Classified Telephone Book) 

TO DEALERS: There are a few exclusive Kyanize dealerships open. 
If you’re interested, write for full information. 

BOSTON VARNISH COMPANY, EVERETT STATION, BOSTON 49, MASS. 





Letters to the Editors___ . 
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Save 
on LOOl 
home jobs 


DO IT YOURSELF! 














Nothing Else like it! 


Read page 77 for the complete 
story on American Lumberman’s 
merchandising kit that offers the 
first practical approach to the “do- 
it-yourself” market. You get every- 
thing you need in a single, easy-to- 
use selling program. 


"We Must Take Energetic Steps .. ." 


To the Editors: Your articles “How to Analyze and 
Develop Your Market” in the two recent issues of 
“American Lumberman” have been of tremendous 
interest and help to me, In the process of organizing 
and building a modern building materials center 
where I hope to incorporate all the newest ideas in 
merchandising, I have talked to many lumbermen to 
get their opinions on the matter, but none have an 
approach as fresh and as complete as yours is. 

Your eight practical steps for achieving the ideal 
retail operation pattern show a tremendous amount 
of insight into the problems we retailers face. As you 
so well point out, one of the big problems we have 
is of controlling our customers and customers’ jobs 
sufficiently so that both they and ourselves may both 
profit in the construction or remodeling of home, 
store or factory. 

In the recent. past, lumber dealers have had bus!- 
ness rolling in so fast that they have not had to do 
much of a selling or merchandising job but now, with 
materials plentiful and competition setting in from 
altogether new sources (the pre-fab home and the 
big developer), we must take energetic steps to make 
ourselves once again the dominating factor in the 
building picture—Samuel W. Pillsbury, Princeton, 
N. J. 


"Renew the Right Spirit Within Us!" 


To the Editors: It is heartening to read an editorial 
such as you provided for the June 30 issue of the 
American Lumberman. 

Our country has been engrossed in materivlis™. 
This false philosophy has permeated our politica! gov 
ernment, industry, and even our schools. No wondel 
we are in such a mess. 

As you have so wisely stated, the antidote 1s 4 
return to God and the effort to do His will. 

I hope the influence of your writing will be felt 
by many.—Leo C. Fleming, Rochester, N. Y. 
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It costs you less to install Etling Windows. Here's all you do: Simply 


Ae 





WINDOWS 


SAVE BUILDING COSTS 


“Fastest Installation 


' remove carton, square in rough opening and nail to studs. No 


sawing, planing, glazing or priming. The Etling Window is a com- 
pletely packaged unit, designed to save your time and labor. 
Packed in reinforced cartons and crates. No marks or dirt . 

thoroughly clean and smooth for quick installation. 









BOTH SIDES CLEANED 
FROM INSIDE 


Washing Etling Windows is quick 
and easy. No sitting on sills or 
climbing ladders. Merely press a 
‘ab and the entire sash swings in 
within easy reach. Both sash glide 
up and down in any position. 





“TM Property Weather-Seal, Inc. 





PRECISION BUILT 


| ever made” 


i 


A Complete Packaged Unit 


ADJUSTABLE FRAME 


The only fully adjustable window. Four screws 
on hinged side of window jamb are easily 
tightened or loosened to assure proper fit of 
frame and sash. 


OVERHEAD BALANCES 


Famous Caldwell clock-spring sash balances 
with Roebling steel cables for quiet, faultless 
operation. 


EXCLUSIVE TAB FEATURES 


Opening and locking device assures effortless 
fingertip operation. Pressure on thumbtab re- 
leases sash for in-swing. Both sash lock 
automatically when returned to normal 
position. 


SEND FOR ILLUSTRATED CATALOG 


THE 


winpow 
BARBERTON, OHIO 
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GLAZING 


Glass is imbedded in non-drying compound, 
secured by Redwood moulding. No putty to 
dry out, crumble. Far superior to ordinary 
glazing methods. 


CONTINUOUS HINGES 


Full length hinges on left interlock in tubular 
fashion, forming the bearing for the in-swing 
feature. Both sash may travel full distance of 
frame in conventional double-hung manner. 


COLORLESS PRIMING 


Primed with transparent water-repellent before 
assembly. Resists weathering during normal 
construction period. 


ETLING WINDOW 
Dept. AL-10 
Barberton, O. 


Please send me complete information about the 


Etling Window. 


Name 





Street 





City & State 
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Brighter Basements with Brite-Lite 


more sales for you! 




















Litt AREAWALLS 


BRITE-LITE Super RA 
Corrugated-Straight.. 


for use where space ts Ss j 
at a premium because my, 

of drivewaysornarrow tm, 
yards. a 









BRITE-LITE Super 
Corrugated-Round... 
reflects greatest pos~ 
sible light into base- 
ments, provides easy 
access to windows. 


“Aten 


For low-cost housing 
oo -BRITE-LITE 
Standard; width and 
projection adjustable. 


_ LITE areawalls provide 

TP nsishees, more cheerful base- 
ments ...a feature all home-buy- 
ccunislivanwe-qronmenennt, What's 
because Brite-Lite has a heavy 
galvanized coating that makes a 
lasting, sparkling surface. Cor- 
rugations are engineered for max- 
imum light reflection. 


Yet this extra value saves build- 
ing costs. Brite-Lite steel area- 
walls cost less and outlast stone 
or brick walls. The sturdy con- 
struction is immune to cracking 
from spring thaws, or damage 
from moisture. 


Cash in on the appeal of bright- 
er basements, by stocking and 
displaying Brite-Lite. The Brite- 
Lite name is consistently adver- 
tised to builders and architects 

. is recognized for enduring 
value. 


BRITE-LITE AREAWALLS * STEEL-STRONG POSTS ¢ TEL-O-POST 


For complete information 
write Brainard Steel Divi- 
sion, Sharon Steel Corp, 
Dept. F-10, Griswold Street, 
Warren, Obio. 
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GIVE 
VOICE TO 
YOUR CHOICE, 


This Is Down to Earth Stuff 


To the Editors: The writer has reviewed with 
considerable interest your article entitled “Sittin’ 
Pretty” appearing in the August 25 issue. 

This strikes me as being down-to-earth stuff, and 
something that all dealers should be giving a great 
deal of attention to in these precarious times. 

We are accepting your invitation to have our own 
year-end statment reviewed and enclose copy of same. 
—Glen R. Newton, President, Glen Newton Lumber 
Co., Inc., Nevada, Iowa. 


The Name Is "Butler" 


To the Editors: We are interested in the perforated 
hardboard panels featured in the September 8 issue 
and would like to know where they may be purchased. 
—M. Mardon, Bridgeport Lumber & Supply Co., 
Bridgeport, Mich. 


To the Editors: We would appreciate having you 
advise us where we can purchase the Perforated Hard- 
board mentioned in an article in the September issue 
of your magazine, page 106.—Vernon Schroeder, 
D. J. Rohrer Lumber Co., Clintonville Wis. 


To the Editor: Please advise us where we might 
find out more about the display board and how we 
might attach the tools to it, as shown on page 106 
of your September 8 issue of American Lumberman.— 
Wm. Gerdes, manager, Benson Lumber & Coal Co., 
Inc., Burlington, Iowa. 


The perforated hardboard panels mentioned 
in these letters may be secured from B. B. 
Butler Manufacturing Co., 3150 Randolph St., 
Bellwood, Ill.—The Editors. 








The 
United 
Way 

















for ALL Red Feather Services 
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ith | promotion in the winter or other inclement 
tie? Among the contributing causes of this evolution weather. 
we find: Elsewhere in this issue the American Lumber- 
and The significant difference between the wage man provides you a completely documental and 
-eat rates in the building industry and the hourly. implemented promotion for this new market. 
compensation of other skilled workers. $2.00 
wn per hour workers find it hard to pay $3.00 w 
- per hour for building labor. . ews Aent Guia ahd 
ber It is a swing back to early America’s pioneer- a 4 
7 and serene. : . To any dealer who may hesitate in starting this 2 
The inadequate number of apprentices being drive for fear of contractor antagonism to the oQ 
trained in the building trades. ideas of “Do-It-Yourself” and “Build-It-Yourself” nal 
sted The unwillingness of building mechanics to we can say with complete confidence that build- 
“ae promptly tackle and complete small jobs. ing mechanics will welcome such a drive for these - 
eed. The full employment of most available mechan- very good reasons: 
Co., ics on new construction work. Building mechanics are professionals. They dis- ™ 
A quarter century of manual training in our like to do the kind of jobs owners can do 
grade and high schools. for themselves. = 
you The available leisure time of skilled workmen More of their professional services are being 
ard- on a 40 hour week. sold every day the drive continues, ‘= 
ssue Tool manufacturers are making the jobs easy Consumer’s attention and dollars that custom- 
der, and fun! arily go elsewhere are being diverted to the a 
The growth of home work and hobby shops. building industry. Contractors and mechan- v) 
ight Several television shows are visualizing the _ ae = - ecnmaen " 
we show-how and the know-how. Advertising is being done that contractors and = 
106 New consumer magazines are doing an excel- SS Se ee See a ee ee 2 
n— lent promotional job. selves. . : 
Co., Experience to date with this plan have brought 





EDITORIAL 


‘“Do-It-Yourself’’-- A Profitable New Market 


Dealers can now set up a permanent promotion to tap this new 
source of sales and profits 


Another development in the evolution of the 
lumber yard of yesterday to the Building Depart- 
ment store of Tomorrow is the rapidly growing 
Do-It-Yourself market. 


A Permanent Market 


These basic causes indicate that this market is 
as permanent for the lumber dealer as cosmetics 
have become in a drug store. 

With stability and permanence in view dealer 
merchants will thoroughly organize a year-round 
departmental type promotion against this market. 
The basic approach will be end-use sales train- 
ing and merchandising. Consumers always buy 
materials with end-use purposes in mind. 

Dealers may well list every known end-use for 
their materials (there are hundreds of them) and 
then segregate the list into three sections: (1) 
end-use items which generally require contractor 
services full time (2) end-use items which need 
part time professional help from carpenter-con- 
tractors or mechanics (3) end-use packages the 
laymen can fabricate for himself. 

Lists No. 2 and No. 3 should be implemented 
with (a) guaranteed material lists (pre-cutting 
should be considered), (b) single price for end- 
use guaranteed material list and (c) monthly pay- 
ment prices on all items over $50.00. 


End-use items should be further segregated 
into seasonal and monthly promotions. For ex- 
ample, interior improvements should have special 


enthusiastic builder cooperation. 

After the consumer’s interest and desire have 
been created for many of the larger packages 
the consumer will often decide that he needs 
a skilled mechanic after all. 

Increased volume for the construction trade is 
inevitable. 

Every one in the building industry will benefit 
from your aggressive merchandising in this 
market. 

And the dealer who acts will secure new cash 
sales, controlled price and non-competitive volume. 
You will be put in touch with building jobs you 
might otherwise never hear of. 

Turn now to page 77 for a completely imple- 
mented step-by-step procedure that will make it 
easier for you to capitalize on this profitable 
venture. 
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KITCHEN PLANNING LECTURES by 


Colo., draw 


Mrs. Francis S. 
good crowds to each weekly 


meeting. 


Women Flock to Kitchen Lectures 


Home planning expert spurs sales for Denver 
concern with her weekly meetings. 


Evening lectures on modern 
kitchen design attract hundreds 
of women to the modern build- 
ing materials showroom of the 
Barr Lumber Company, Denver, 
Colo. 

Mrs. Francis Scott Kretsch- 
mer, Denver expert on home 
planning, is the lecturer. Some- 
times the ladies bring their hus- 
bands along. Employed wives 
make up a large percentage of 
the audience. 

With facilities for some 50 
guests at a time, the showroom 
has proven an excellent place 
for these meetings. Guests find 
a complete, natural-finish mod- 
el kitchen with all facilities op- 
erating, a wide choice of fix- 
tures, housewares, windows, 
flooring and similar building 
materials. Visitors may exam- 
ine Barr-furnished materials 
after each lecture. 

Mrs. Kretschmer, an interior 


44 


designer, is constantly in de- 
mand as a lecturer for women’s 
clubs, social organizations and 
church groups. 

She covers every aspect of 
kitchen planning and moderni- 
zation on a_ practical scale, 
which puts a handsome, efficient 
kitchen within the reach of all 
income groups. A question pe- 
riod is held after each lecture. 

Invitations to the showroom 
lectures are by quarter-page 
weekly newspaper ads. Includ- 
ed in each ad is a sketch of the 
kitchen featured by Barr and 
an inset photo of Mrs. Kretsch- 
mer accompanied by a thumb- 
nail biography. 

Attendance and interest in 
the first lectures in late March 
far exceeded expectations. In- 
creasing sales of kitchen cab- 
inet units has proved that this 
promotion is well worth the 
time and money spent. 
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Kretschmer at the Barr Lumber Co., 





Denver, 





AT BARR'S Tomorrow Night at 3! 


You are terited to nitend « lecimre ond demonsicotion of 


MODERY KITCHENS 


BY THE NOTED HOME SCONOMIST AND INTERIOR DESIGNER 


. ior FIrances Feoll Krebschme 


Old bitchens made sew! New kitchens custom de 
at ecanomy prices! Ne matter what axe or thape 

of kitchen you have, Mra, Kratachmer will show yo. bre 
et low cost-~you can make it modern, effic ent 

beautifd with the new Lang-Bell maduler wead -sbiret 
Don't miss this entertaining, interesting free deme siralit 


and lecture, Youll enjoy every minute, 






The Kitchen The! Grows 
to Fit You Needs 























SAMPLE AD run weekly the nig iit be 
fore the free demonstration and lec 


ture stresses custom-made kitchen lay 7 


outs at economy prices. 
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De Wat 3 adjustment action 


HELPS YOU TO CUT FASTER... 







AT Less cost! 
x 2) De Watt 

bd gives you 

| [5 set-ups, 
15 different cuts 


/...in less than 
15 atestes! 








You perform many operations —ripping, bevel ripping, single head shaping, tongue and grooving and single-head 

mitering, tenoning, dadoing and others—a total of 15—in moulding. You start the material—the power feed does the 

less than 15 minutes! rest. You get safe, automatic performance and perfect re- 
Where most machines require at least 4 adjustments, sults every time. Power feed operates at three speeds—22, 

De Walt’s “3 adjustment action” makes it possible to posi- 45 or 90 feet per minute. 

tion the saw for any desired cut—in seconds! y See how De Walt’s “3 adjustment action” saves you 
This flexibility speeds up cutting, reduces operator time...saves you money. See your De Walt dealer or mail 

fatigue, and enables a De Walt to turn out as much work coupon below. 





in ten minutes—as other machines will in fifteen. 

De Walt offers you unmatched precision, speed and 
versatility. You rip at speeds up to 90 feet per minute, run 
moulding, turn out window frames and many other items. 

Many operations can be performed by a De Walt T 
De Luxe Power Feed Attachment with self motor and end ia \\ 5 


rollers. These include ploughing, straight or bevel rabbeting, 


POWER SAWS 


= DE WALT INC., Lancaster, Pa. 
Subsidiary of AMERICAN MACHINE & FOUNDRY CO., New York 


MAIL THIS COUPON TODAY! 


DeWalt Inc., Dept. A-10, Lancaster, Pa. 


SAR Se Silom. 


(] Please send me full details on the De Walt Radial Power Saw Line. 


[] Please send me your informative ‘Saw Tips’. 


I a 








ADDRESS __ shee 
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of Coutu Lumber Company. an old but popular contest which a 
plywood manufacturer sponsored at 
his booth. 


Home Show Springboard for New Business 


Rhode Island dealer pulls 18,000 people, rings up $27,000 worth of 
sales during two-day building festival. 
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VISITGRS REGISTER FOR SPECIAL PRIZES just inside the warehouse door HOW MANY BEANS in this bottle is 
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BARCLAY TILE WILL BE ON DISPLAY ‘© MEET THE MEN WHO MAKE THE PAINT AMCOUTUS BUILDING FESTIVAL | 
a, SUE OUR MOMS On HOME DECORATION | on neve, rt ma | 
Coury Lember Co.'s Building Festival ——=— 936 Meio $0. Weer Werwich ~ 
* Be Proud of Your Home... Clean-up...Paint-up...Fix-up...You'll Enjoy it More! * 
SAMPLE AD RUN on first day of open house and building MANUFACTURERS’ BOOTHS were set up in the b ns of 
festival. the warehouse. Registration desk is inside door, right | 
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LITERATURE RACK was emptied, as quickly as the manufacturers could fill it, 
by homeowners and contractors visiting festival. 


A three-day open house and 
building festival attracted 18,- 
000 persons to the 53rd anniver- 
sary of the Coutu Lumber Com- 
pany, West Warwick, R. I., last 
spring. 

Special drawing cards to this 
celebration were offers of free 
gifts, free prizes and orchids to 


| WINDOW demonstration was one of 


) Many do-it-yourself exhibits. 


Bui.pinc Propucts MERCHANDISER 


the first 500 ladies attending. 
An added feature was the 
Founder’s Day Sale held on the 
last day offering hundreds of 
items from the 40 manufactur- 
ers’ booths at specially reduced 
prices as well as regular store 
wide bargains at a 10% dis- 
count. Cash sales on this day 
reached a total of $7,000 and 
advance orders booked ran close 
to $20,000. 

The purpose behind the festi- 
val was to bring more home- 
owners and contractors up to 
date on building material de- 
velopments. 

“Our aim was to let the home- 
owner know exactly what is now 
available in building supplies. 
We were also trying to bring in- 
formation to contractors so that 
they can better inform the pub- 
lic,” said Albert C. Coutu, son 
of the founder and treasurer of 
the Coutu Lumber Co. 

Too often the dealer is put at 
a disadvantage in explaining the 
merits of different products over 
the telephone and undue em- 
phasis is put on the price. Cou- 
tu’s telephone customers are 
encouraged to visit their yard, 
because, as A. C. Coutu says, 
“The best way to acquaint peo- 
ple with new items is to have 
them set up in attractive dis- 
plays, so that they can see how 
they look in actual use and how 
they operate.” 

Visitors were invited to take 
a tour through the manufactur- 
ers’ displays set up in the ware- 
house. The displays and dem- 









A YOUNG LADY draws the prize- 
winning ticket from a pail held by 


Clarence Coutu, president of the firm. 


onstrations covered every phase 
of building improvements and 
maintenance as well as new con- 
struction. To the rear of the 
booths, Coutu had a specially 
erected theatre seating 100 per- 
sons. Here, 15 movies, sup- 
plied by the manuacturers, were 
shown on various phases of 
home construction. 

Among the displays was a 
large pamphlet rack measuring 
34 feet by four feet containing 
thousands of manufacturers’ 
literature available to the pub- 
lic. The demand for literature 
proved so great that the rack 
had to be refilled four times 
during the celebration. 

Three months of planning 
went into this three-day open 
house and building festival and 
it took seven days and nights to 
set it up. Publicizing started 
two months in advance. : All 
March statements carried the 
line “Plan on attending Coutu 
Lumber Company building fes- 
tival April 24 to 26th.” News- 
paper advertising in early 
March carried this teaser line: 
“Watch this paper for coming 
events.” 

Just a few days before the 
festival, Coutu ran large un- 
identified display ads listing 
prizes to be given away and tell- 
ing the reader: “Don’t miss to- 
morrow night’s Times and Eve- 
ning Bulletin. Sensational news 
of the year. . .” These teaser ads 
were run in the local and nearby 


papers. 
continued on page 160 
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A three-day open house and 
building festival attracted 18,- 
000 persons to the 53rd anniver- 
sary of the Coutu Lumber Com- 
pany, West Warwick, R. L., last 
spring. 

Special drawing cards to this 
celebration were offers of free 
gifts, free prizes and orchids to 


3 WINDOW demonstration was one of 





| "any do-it-yourself exhibits. 
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} LITERATURE RACK was emptied, as quickly as the manufacturers could fill it, 
by homeowners and contractors visiting festival. 


the first 500 ladies attending. 
An added feature was _ the 
Founder’s Day Sale held on the 
last day offering hundreds of 
items from the 40 manufactur- 
ers’ booths at specially reduced 
prices as well as regular store 
wide bargains at a 10% dis- 
count. Cash sales on this day 
reached a total of $7,000 and 
advance orders booked ran close 
to $20,000. 

The purpose behind the festi- 
val was to bring more home- 
owners and contractors up to 
date on building material de- 
velopments. 

“Our aim was to let the home- 
owner know exactly what is now 
available in building supplies. 
We were also trying to bring in- 
formation to contractors so that 
they can better inform the pub- 
lic,” said Albert C. Coutu, son 
of the founder and treasurer of 
the Coutu Lumber Co. 

Too often the dealer is put at 
a disadvantage in explaining the 
merits of different products over 
the telephone and undue em- 
phasis is put on the price. Cou- 
tu’s telephone customers are 
encouraged to visit their yard, 
because, as A. C. Coutu says, 
“The best way to acquaint peo- 
ple with new items is to have 
them set up in attractive dis- 
plays, so that they can see how 
they look in actual use and how 
they operate.” 

Visitors were invited to take 
a tour through the manufactur- 
ers’ displays set up in the ware- 
house. The displays and dem- 





A YOUNG LADY draws the prize- 
winning ticket from a pail held by 
Clarence Coutu, president of the firm. 


onstrations covered every phase 
of building improvements and 
maintenance as well as new con- 
struction. To the rear of the 
booths, Coutu had a specially 
erected theatre seating 100 per- 
sons. Here, 15 movies, sup- 
plied by the manuacturers, were 
shown on various phases. of 
home construction. 

Among the displays was a 
large pamphlet rack measuring 
34 feet by four feet containing 
thousands of manufacturers’ 
literature available to the pub- 
lic. The demand for literature 
proved so great that the rack 
had to be refilled four times 
during the celebration. 

Three months of planning 
went into this three-day open 
house and building festival and 
it took seven days and nights to 
set it up. Publicizing started 
two months in advance. : All 
March statements carried the 
line “Plan on attending Coutu 
Lumber Company building fes- 
tival April 24 to 26th.” News- 
paper advertising in early 
March carried this teaser line: 
“Watch this paper for coming 
events.” 

Just a few days before the 
festival, Coutu ran large un- 
identified display ads listing 
prizes to be given away and tell- 
ing the reader: “Don’t miss to- 
morrow night’s Times and Eve- 
ning Bulletin. Sensational news 
of the year...” These teaser ads 
were run in the local and nearby 
papers. 


continued on page 160 
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answets on condensation 


” 


In a few short weeks ‘‘that man” will be here again... 

“Old Man Winter’... . 

And with him will come all the problems of condensation in the home. 

But you can have the answers to what causes it and more important 

what to do about it... answers that will be eagerly sought by your customers. 
Ceco Steel Products Corporation offers you a comprehensive booklet 

on condensation. Use the handy coupon to order your free copy. 

You'll learn how products you sell can help reduce condensation... 

products like attic and roof ventilators ... conductor pipe... 

basement windows and storm windows... you'll even discover how steel casements 
and aluminum windows can be employed to control condensation... 

yes, you'll get ideas for quick sales 

and you'll earn the gratitude of your customers. 


CECO STEEL PRODUCTS CORPORATION 


General Offices: 5601 West 26th St., Chicago 50, Illinois. Offices, warehouses and fabricating plants in principal cities, 


Ceco Steel Products Corporation 

5601 West 26th Street . . Chicago 50, Illinois 
Rush me free copy of the booklet... ‘Water, Water, 
Everywhere ... Condensation and what to do about it."’ 
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Don't delay . . . clip this coupon today 
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EVERY LEAD A SALE! 

Alcoa receives thousands of inquiries 
from every part of the country. . 
names of valuable prospects inter- 
ested in Alcoa products. These in- 
quiries are channeled directly to the 
dealer covering that area. One Alcoa 
Dealer recently told us that he had 
turned every one of these prospects 
into a sale. A 100 per cent sales story! 

Extra profits through extra sales 
come with the increased demand for 
Alcoa products. As an Alcoa Dealer, 
you can “cash in” on national adver- 
tising in leading farm magazines, 
coast-to-coast television and Alcoa’s 
dealer sales aids. 

Find out how you can share in this 
extra profit program. Mail this coupon 
today sure! 


ALUMINUM COMPANY OF AMERICA 
2117-K Gulf Building 
Pittsburgh 19, Pa. 


Please send me the information on 
how | can become an Alcoa Dealer in 
my community. 


My Name 





Address_ 





i — 
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NORTH CAROLINA ALCOA DEALER SAYS... 


We find 
Aluminum Roofing 
a most profitable line! 


Gives insulation qualities 


as big factor in aluminum roofing sales 


‘*‘We have been selling aluminum 
roofing for the past several years,” 
writes N. M. Johnson, President of 
Johnson Cotton Company, ‘and 
have been delighted with the results. 

“Our customers tell us_ that 
aluminum roofing acts as excellent 
insulation, making buildings warm- 
er in cold weather and much cooler 
in hot weather. This is quite a 
factor in our section because the 
weather really gets hot in North 
and South Carolina. 

“We find that aluminum roofing 
has been acceptable to our farmer 
trade. It has made friends and this, 
in turn, has brought new custom- 
ers to Johnson Cotton Company for 
aluminum roofing and other items 
we sell.”” Mr. Johnson concludes by 
saying, “We find it a most profit- 
able line and one that gives better 
results than other types of roofing.” 


N. M. JOHNSON AND W. G. SMITH 
agree on Alcoa Roofing. Almost every 
sale is a big one... . and it’s a natural 
for related-item selling of nails, ridge 
roll, roll valley and flashing—all 
made by Alcoa. 


ADVERTISING AND POINT-OF: 
SALE material supplied by Alco 
helps Johnson Cotton Company oi 
Dunn, North Carolina, establish them 
selves as a leading dealer of Alco 
Aluminum Roofing. Quick turnover, 
plus overnight delivery from a nearby 
Alcoa Distributor, provides customel 
an unlimited selection of all types d 
roofing, siding and accessories. 


EDWARD R. MURROW helps pr 
sell customers on all Alcoa produc} 
As a result of coast-to-coast telé 
vision, and a full advertising sch 
ule in national publications, © 
year thousands of sales-producili 
inquiries are forwarded to Aled 
Dealers. 
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Fortunately, when you sign up as an exclu- 
sive BPS Dealer, you can forget all about 
company-owned store competition... about 
Hate mes-li like Pn late Mellitlire elite Mell Mint-Mediat-ts 
paint bugaboos that keep you from getting 
your full share! Under the terms of a far- 
sighted company policy that's been in effect 
more than sixty years, every BPS Dealer 
is guaranteed protected territory and 
protected profits! 
























But even more than that, this company 
policy means top-quality paints for every 
need ... every situation—paints in tune 
with the times. With Flatlux, the heartily 
(oKeket-¥ oh (Yo Mol iT-MaoYo] Mitel Mm Zell Molo MMol ME Zolt le 
shelves, you'll sell more ... make more 
than ever before. Decide now to break the 
bonds that tie-down your profit potential, 
and sign up with BPS ... Best Paint Sold 
for Bigger Paint Sales! 


LINIVERSITY OF MICHIGAN LIBRARIES 


"\ 
The Patterson-Sargent Company 


1325 East 38th Street 
Cleveland 14, Ohio 


Please send me full facts concerning your exclusive 
territory BPS Franchise: 


Name 
Title 
Address 
City 











MONEY-MAKING IDEAS FOR CHRISTMAS 








If you make 
your own, spray lacquer over it and sprinkle powder mica on the surface. 


Plan Now For More Xmas Sales 


These suggestions will increase your profits 
during the big Christmas-shopping season. 


Today’s newest Christmas gift 
headquarters is the building mate- 
rial dealer’s showroom. There are 
two important reasons for this. 


1. More dealers are adding lines 
of merchandise that are logical 
Christmas gifts — electrical appli- 
ances, home accessories, house- 
wares, fireplace sets and toys. 


2. There’s a definite trend to 
buy tools and building materials as 
gifts for the home handyman. 

Dealers promoting both building 
materials and other merchandise in 
their stores this year will realize 
greater Christmas profits than ever 
before. However, every dealer can 
stress the giving of building mate- 
rials as practical gifts. 
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They say Christmas comes but 
once a year. To insure getting your 
share of the Christmas business, 
start planning your holiday season 
promotion in October. Remember 
—Christmas is only 68 days away. 

A GREATLY APPRECIATED 
GIFT today, especially among the 
many new homeowners, is a gift 
for the home. Many items will be 
found in the check list with this 
article. Promoting these gifts is 
a constructive sales building idea. 

Building materials are your stock 
in trade and home improvements 
are ideal gifts. You might suggest 
a newly decorated bedroom for 
mother, paneling for father’s den 
and plywood to make a ping-pong 
table for the children. And you can 


help your customers pay for these 
improvements by offering bank, 
FHA, Title I loans or lay-away 
plans. 

MERCHANDISING TIPS. W ith- 
in your store promote the spirit 
of Christmas. Manufacturers will 
supply you with special Christmas 
displays and signs playing up the 
gift features of your merchandise. 
Display your Christmas tree lights, 
bulbs and ornaments in your elec- 
trical department. When your cus- 
tomers select their tree decorations 
they will see other electrical prod- 
ucts that they may need. Offering 
a wrapping service will often in- 
duce shoppers to shop at your store, 
Stress this in your advertising, set- 
ting up a special counter for this 
service in a corner away from heavy 
store traffic, 

Here are additional merchandis- 
ing suggestions. While small, they 
are very important for a successful 
Christmas sales operation: 


1. Check all mechanical merchan- 
dise before placing it on display and 
again for the customer when you 
sell it, This will cut down exchanges 
and complaints. 


2. New Christmas display units 
should be planned so they can be 
used the year ’round. 


3. Any merchandise consisting of 
a number of pieces should be 
wrapped in cellophane to prevent 
loss from pilferage or misplace- 
ment. 

When you sell special gift items, 
your building materials become im- 
pulse merchandise. Play up build- 
ing materials as unique gifts. 


Though many dealers don’t nor- 
mally sell toys they do attract holi- 
day shoppers. If you don’t carry 
toys the year ’round, a good type 
to stock up are toy vehicles that are 
exact duplicates of mechanical 
equipment which you use in your 
yard such as: straddle lumber car- 
riers, lift trucks and other trucks. 
As a means of good advertising, in- 
clude with each toy purchase decals 
with your firm’s name on thei t0 
be applied to the sides of these toys 
to give them an even more realistic 
appearance, 

Dealers from coast to coast are 
doing a good job promoting Christ 
mas in their showrooms. Here ar¢ 


merchandising ideas that paid of 4 


last Christmas. 


EAST DENVER (COLO.) LUM 7 
BER COMPANY took ads to sug: | 


gest that model railroad trains 


. 
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LUMBER GIFT CARDS including sample of wood given 
is gift, was made up and given to person giving gift by 
Spencer-Masten Co., San Francisco. These cards, placed 


under Christmas tree, represented so many board feet of mas. 
lumber waiting at the yard to be picked up or delivered 


at a convenient time. 


should have plywood bases. They 
also suggested plywood to make 
ping-pong tables. How-to-do-it in- 
structions were included with each 
order of plywood. This plywood 
Christmas gift promotion has been 
so effective that the East Denver 
firm plans to promote it each 
Christmas. 

BAILEY’S LUMBER YARD, 
South Miami, Fla., sold $5,000 
worth of home improvements last 
Christmas plus hundreds of dol- 
lars’ worth of such items as power 
tools, chisel sets, hand tools, nail 
sets and punches and emery wheels. 
it also found ready sales for ply- 
wood for ping-pong tables and ply- 
wood bases for electric trains. An 
unusual Christmas gift item was 
‘awn sprinklers, which sold well at 
Bailey’s. 

LUMBER AS A_ HOLIDAY 
GIFT. Frank Masten, 31-year-old 
resident of Spencer-Masten Com- 
any, San Francisco, came up with 
in idea that really sold lumber at 
nis yard last Christmas. He bor- 
owed the gift idea from hat 
lakers who offer a miniature hat 
is a gift order. Mr. Masten offers 
: wood sample with greeting card 
{tached as a lumber order. The 

reeting card states that an order 
‘or so many feet of lumber is 

aiting for him at Spencer-Mas- 
en’s. The response to this idea was 
excellent. 


“On the first day alone we had 
\2 to 15 inquiries,” said Mr. Mas- 
‘en, “and this interest continued 
right through Christmas. It has 
been enough to encourage us to 
develop this promotional idea to 


its fullest for special occasions in 
1952.” 


BuiLpinc Propucrs MERCHANDISER 


A “GIFT FOR ALL” WINDOW shows shopper you are 
prepared to satisfy all customers, young or old. Stebbins 
Anderson, Towson, Md., installed this window last Christ- 








Check List 


Power tools: 

table saw 

lathe 

band saw 

power drill and drills 
portable sander 
paint sprayer 

hedge trimmer 

lawn mower 


and tools: 

saws 

chisels 

braces and bits 
files 

wrenches (matched sets) 
hammers 
framing square 
bench vise 
blow torch 
tool chest 
mitre box 


ome hardware: 
kitchen stool 

kitchen cabinet 

brass mail boxes 
closet 

door chimes, knockers 
barbeque equipment 
outdoor fireplaces 
fireplace accessories 
swinging tie rack 
shoe rack 

medicine cabinets 
distinctive porch lights 
nut crackers 
bathroom scales 


Mirrors: 

(] bathroom mirrors 
[] door mirrors 

Ea convenience mirrors 


Heavy appliances: 

dish washing machines 
refrigerators 

deep freezes 

clothes driers 

clothes washing machines 
garbage disposal units 
electric stoves 

room heaters 

kitchen ventilators 

hot water heaters 
television and radio sets 


ZT OOOOOOO0O 


ooooooooooOoooeo zr OOoOooOoooooo 


OOOOOOo0O0000 


Light appliances: 
CL) toasters 

[] waffle irons 
[] roasters 

CL] mixers 

C] clocks 

CL] coffee makers 
CL] electric irons 


work bench 

garage door 

ping-pong table top 

plywood base for electric train 
new home 

cedar lined closets and chests 
new garage 

telephone desk 

wardrobe closets 

ladders 

mantels 

corner china cabinets 
unfinished furniture 

shadow boxes 

built-in book case 

bars and bar stools 


OOOOOOOOOOOOOO00 


Sporting goods, toys: 
C) hunting equipment . 
C) fishing equipment 
C] electric lantern 

CL] wagons 

CL] bicycles and tricycles 
[] knives 

CL] trains 

C) ping-pong tables 

C] skis 

C) doll house 

LC] model toys 


Floors and floor coverings: 

For bath, halls, play rooms, and 
living room: asphalt, cork, rubber, 
linoleum, plank or block hardwood. 
Each offered as a packaged sale on 
a time-payment plan basis. 


Miscellaneous: 

C) kitchenware 

CL] dinnerware 

CL] house numbers 
[] door mats 
C) flashlights 
C) cutlery 

[] thermos jugs 

C] Christmas trees, lights and 
ornaments 
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MONEY-MAKING IDEAS FOR CHRISTMAS 


NATIVITY SCENE DECORATION won both prize and good public relations for Temple 
Lumber Co., Kerrville, Tex., last year. 


It was in front of a church. 


How To Promote The Christmas Spirit 


You can make bigger sales and at the 
same time spread good will by promoting 
Christmas in your store and in your community. 


Your Christmas promotions are 
very important, both as good will 
gestures and for plus sales during 
the holiday season. Whether you do 
your merchandising in your store, 
in your community or both; they’ll 
do much to establish your firm 
with the public. 

Store promotions are merchan- 
dising promotions and include such 
things as window displays, store 
displays, prize awards to shoppers 
by ticket drawings—all direct ways 
of getting persons into your store 
where they’ll see your gift selec- 
tions. 

Community or public relations 
promotions call attention to your 
store indirectly as building mate- 
rial headquarters. Christmas pro- 
motions in your community might 
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include holding parties for children 
and giving out candy or inexpensive 
gifts; buying and_ decorating 
Christmas trees for hospitals, con- 
valescent homes. 

A good place to hold Christmas 
parties for children is in a nearby 
theater, where you can show car- 
toon movies. Have Santa Claus 
meet the children in the theater 
lobby with candy and small toys. 

DECORATING YOUR STORE 
FOR CHRISTMAS. Give your en- 
tire store that Christmas look from 
the front windows to the price tags 
on the merchandise. There is a 
variety of materials available to 
you to dress up your store whether 
you are selling gift merchandise or 
merely promoting Christmas to at- 


tract new customers to your yard 
for year ’round business. 

Some of the decorating materials 
you can use are: model Santa 
Clauses, artificial snow, mini- 
ature trees, tinsel and red and 
green water colors and inks for 
making posters and price tugs. 
Price tags are important especiully 
at Christmas time for you will not 
have time to quote prices individ- 
ually when you have a greater vol- 
ume of customers, 

Departmentalization of your s‘ore 
is especially important during this 
holiday season so your customers 
will find all related merchandise to- 
gether. It will facilitate the traffic 
in your store allowing your cus 
tomers to move freely through your 
aisles without bumping into people. 


October 6, 1952, AMERICAN LUMBERMAN & 














ard 


ials 
nta 
ini- 
and 
for 
igs. 
ally 
not 
vid- 


ore 
this 
ers 
to- 
iffic 
cus: 
our 
ple. 





STORE DECORATIONS need not be 
elaborate. Thrift Hardware & Supply 
Co., St. Louis, simply used festoons 
of tinsel and Santa Claus and gift 
signs. 


INSTALL DISPLAY WIN- 
DOWS. There are literally hun- 
dreds of ideas and materials you 
can use to dress up your windows 
at Christmas time. You can impro- 
vise decorations or get ideas and 
materials from local display houses. 
However, it is important to keep 
these display factors in mind: All 
windows should have a unifying 
theme; window displays should cre- 
ate a feeling of motion; cost should 
be kept down by using simple ma- 
terials. 

Here’s an idea that is new. Build 
a Christmas tree of glass blocks. 
Place 10 five-and-one-quarter inch 
blocks in a row in your window 
with a second layer of nine blocks 
on top. The tree has ten layers, 
‘he top layer consisting of one 

lock, and stands almost five feet 
igh. Next tape two strings of 


CHRISTMAS GIFT COUNTER should 
give your customer a _ variety of 
choices like this one at Dascomb- 
Daniels, Kansas City, Mo. Display 
this merchandise free of their cartons 
with all handles facing customer so he 
can pick them up. 


Christmas lights to the back of the 
blocks. You get a nice effect and 
also sell glass blocks. 


Peppermint sticks and candles’ 


are even easier to make. Large 
mailing tubes wrapped with white 
cloth or paper and wound spirally 
with wide red ribbon make realis- 
tic peppermint sticks. Candles are 
made of full round wood wrapped 
in metallic paper. Even cheaper is 
white paper rolled into a tube and 
wrapped with red ribbon. 

In your windows as well as in 
your gift sections, place all gifts 
together that are for men; for 
women; or for children and so mark 
them with signs to help the shopper 
make a choice. Another sign marked 
“For the Family” should be placed 
over merchandise for the home. 

RADIO AND NEWSPAPER 
ADVERTISING. You can get some 
wonderful institutional advertising 





UNFINISHED FURNITURE with 
paints and paint accessories ... good 
Christmas gifts . . . used in dressing 
a window last year at City Lumber 
Co., Bridgeport, Conn. 


by sponsoring Christmas musical 
programs over the radio during the 
holiday season. It is probably best 
to limit advertising to a few brief 
gift suggestions. In your newspaper 
advertising, stress the building ma- 
terials, tools, hardware and appli- 
ances as gifts. In your ads you 
should also use departmentalization 
—devoting ads to only related mer- 
chandise. To give your ads that 
Christmas look, dress them up with 
Santa Clauses, holly, Christmas 
trees and be-ribboned bells and 
wreaths, Coupons inserted in ads 
good for a chance in a prize draw- 
ing bring good results. 

Sixty-eight days may seem like 
plenty of time to promote Christ- 
mas. but it’s not a bit too early to 
start planning. Use the convenient 
Christmas Merchandising Schedule 
at the bottom of this page. 


Your Christmas Merchandising Schedule — 1952 


Oct. 15th—All extra merchandise should be on 
order by this date. Your manufacturer or 
distributor needs plenty of time to fill 


your order. 


Nov. 1st—Start lining up additional sales per- 
sonnel for the holiday rush. You won’t 
want to lose a sale because a customer 


can’t get waited on. 


Nov. 15th—Your Christmas merchandise should 
be on your shelves and counters by this 

Be ready for that early shopper. 
Announce this in your ads. 

Nov. 26th—Heavy promotion of Christmas 

Your store and 
windows should be decorated so you’ll be 
ready for Christmas selling. 

Dec. 8th—Check your stockroom and see what 
merchandise you are running out of and 
reorder if possible or practical. Give spe- 
cial promotion or prices to merchandise 


date. 


merchandise starts now. 


BuILpInc Propucts MERCHANDISER 


that isn’t selling too well. 
Dec. 12th—Plan any last minute promotions 
or displays to keep your store producing 


good profits right up to Christmas Day. 


this date. 


Send greetings to regular customers. 
Dec. 22nd—Buying will start falling off about 
Promote over-stock items at 


special prices and advertise you’ll be open 


evenings during this last week. Since 
Christmas falls on Thursday, give your 
employes Friday off to apease their feel- 


ings for having to work evenings. 


Dec. 24th—Customers don’t wait till the last 
day to shop regardless of what is said on 
this subject. You have to induce them to 
shop by offering marked down prices on 
such strictly Xmas items you don’t want 
in your store after the holidays. 

Dec. 26th—Promote your after Christmas sales 
to get rid of any over-stock. 
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MAKES THE RGAN TRI-PANEL DOOR 







This is the 

















Door of Dimension 








FOR EXTERIORS AND INTERIORS 
IN STANDARD SIZES 








THE Cetin Door: "il 


This is the door that 
invites admiration! 
Tri-Panel creates a 
scene in light and color, ia | 
ever changing with the 
source of illumination and 
the viewer's position. ie 




















* 4 
WITH 3 Dimensions 
High! Wide! Handsome! 
This is the Door that makes 
a home look “built!” 









































Tri-Panel has the Depth 4 
that adds a substantial Morgan M-117 Tri-Panel Door in Morgan M-32 Entrance Ni 
appearance especially 
when framed with a I, M-117 . M-1073 
Mc Entr =-% Tri-Panel Exterior Tri-Panel Interior } 
Morgan Entrance. =. % Door Seer 
~ Thickness: 134” Thickness: 138” 
with heavy 1 4” with heavy 34” 
hip-raised panels, hip-raised panels, 
2 sides; 2 sides; 
ovolo sticking. ovolo sticking. 


EAS SESS TM 


" - 
Cnaitlh STYLED...PROPORTIONED...BALANCED... ‘ 


Here is the Modern Accent for entranceways to house or room. Morgan Tri-Panel 
Doors are expertly styled by a top-ranking architect and superbly crafted by the ex- 
perienced hands of third generation doormakers. Get the complete Tri-Panel story. 
See how Morgan Tri-Panel Doors blend with every trend, and live the life of the 
residence, always reflecting the good judgement of those who plan, supply, and build. ‘ 
























MORGAN COMPANY sanuracturers since 1888 
OSHKOSH, WISCONSIN oons« ENTRANCES « sTAIRWORK Li 


CORNER CABINETS @ KITCHEN CABINETS ¢ MORGANWALLS ¢ MANTELS ¢ SASH « TRIM 
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New Gold Bond 
FIRE-SHIELD™ 

Gypsum 

Wallboard 


GIVES 1-HOUR 
FIRE RATING 





' 
; 





Now you can offer builders gypsum wallboard that meets local 
ilding codes requiring one-hour fire rating for interior walls 
id ceilings! 

Extra fire protection is built right into the core of new Gold 
ond Fire-Shield Gypsum Wallboard. It’s plenty tough, too! 

Gold Bond Fire-Shield has the new HARD-EDGE... means 





we 's damaged board, less “babying” on the job, faster work, 
iproved nailability. 
Gold Bond FIRE-SHIELD Gypsum Wallboard, in 5” thick- 
“SS, Comes_in sizes 4’x6, 7, 8, 9, 10, 11 and 12’; with tapered 
cages. Make sure you're stocked! 
NATIONAL GYPSUM COMPANY e BUFFALO 2, N.Y. 
1885 
= we 


| Fireproof Wallboards, Decorative Insulation Boards, Lath, Plaster, 
work = Lime, Sheathing, Gypsum Roof Decks, Wall Paint, Textures, Rock 
Th Wool Insulation, Metal Lath and Sound Control Products. 


owe » 
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* TRADEMARK 


Fire Resistive Ratings — Gold Bond Fire-Shield 


Underwriters’ Laboratories, Inc 


PARTITIONS : CEILINGS 
Wood frame partition. : Wood joist floor. 2”x 10” 
(Either load or non-load_ +: wood joists covered 
bearing.) 2”x 4” studs : with wood sub-flooring, 
16” o.c. : building paper and 


— wood finish flooring. 
One layer %” Fire- s 


Shield both sides : One layer %” Fire-Shield 


1-Hour Rating ; 1-Hour Rating 


You'll build or 
remodel better with 


Gold Bond 
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MONEY-MAKING IDEAS FOR CHRISTMAS 
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Christmas Shopping 
Check List 


ae 


of shop soa 
s fo ne b TA t giv 
mething ma worrying b 
eoser G him orking s for bb 
H en ng off s ste with 
s He hist ms will 
m m your Christmas happyt 


Stanley Bench Plane... 7.25 
Combination Square 110 
Hand Drill. ccc... 3.10 
Plumb Hammers... .. 1.15 
Stanley Ratchet Brace ... 10.00 
Screw Driver Set ... 2.60 
“Yankee” Spiral Screw 

Driver : 510 
Henry Diston Saws 4.85 
Steel “’Push-Pull” Rule... 1.40 
Stanley Block Plane .......3.15 
Socket Chisels In Set... 4.55 
Columbia Bench Vise 4.85 
1" Cherrywood Level ..... 5.25 
Plomb Shingle Hatchet. 4.00 
Framing Square 4.90 
Blow Torch .. 10.50 
Wilson Deluxe Hack Saws 3.50 
Goodell-Pratt Mitre Box 


and Saw 50.00 


Torpedo Levels 1.00 


Irwin Auger Bits ... 


Come in and look over our display of wood-work- 
ing tools and Christmas hardwere. Our salesmen 
will be happy to help you with your gift selections 


* 
>ye 


LUMBER COMPANY 





“Complete Homes” 


1028 E. Fourth St 
Ph. KI 3-8231 


Santa Ana 





NEWSPAPER ADVERTISING 





i TOOLS MAKE THE IDEAL GIFT; 


A COMPLETE CHEST 


ewe FOR DAD OR JUNIOR 


a 
baal 
a 
va 
o 





SAAS RAR RAST SIA 
Zz. 
> 


keeping 
i each 
i tool 
Rin its 
a place. 


b Whole 
chest 
i can be 
i bolted 
i on wall 
iif desired. 


TOOLS MAKE THE IDEAL 
GIFT for dad or junior. Sloan 
Stores, St. Louis, found this 
ad effective for promoting the 
giving of practical gifts. 

















ARAMA 


We have one Se ms mong pea: veh ser nee ally 
See 


f PLYWOOD PAINT & 

& LUMBER Loan: lores HARDWARE 
; 2239 S. Vandeventer ot Kingshi y ond South MOh 4000 
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Got a 
Gift 
Problem? 





A CHECK LIST OF TOOLS 
for dad helps members of the 
family choose from a large 
variety. This ad was used 
by Barr Lumber Co., Santa 
Ana, Calif. 


SOLVE YOUR CUSTOMERS’ 
GIFT PROBLEMS by offering 
kitchen accessories and col- 
lapsible ping-pong tables as ; Sitdinte bhebibthnsee 
Ebenreiter Lumber Co., She- - 


boygan, Wis., did. sake atk Tables 


Regulation Size 5's $ 
— ERS ce Complete 


sttaenethdanwenuen 


We Hace a Nice 





5 306 eo 506 


OF Plyieood For Railroad ‘Meslags 


ons is SO BO A a Bi OR 8 96 Rs 2 SS 9 io > 


a Ebenreiter 
xa 


soa LUMBER CO. 


Diat 2% 
Dia 


October 6, 1952, 
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(DEAS FOR CHRISTMAS 








For The Handy Man With Tools 
Material for that Christmas 
Ping-Pong Table... 


«..or for mounting your model 
railroad. We have the unusual 
in plywood finishes as well as 
popular grades of lumber, ply- 
wood, and building board. We 
will cut to size if you wish. 






HELP THE HOME CRAFTSMAN make Christ- 
mas gifts for his family by promoting plywood 
for this purpose. East Denver (Colo.) Lumber 
Co., got good results from this ad last year. 
The ad was carried from November 15 to De- 
cember 15. 






Also the quality hardware and MAin 4375 
paints you'll want for finishing. Brighton Blvd. at 38th St. 
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SIMPLEST THING 
| EVER SAW 


& “Take-Home" Chips 
Make Color Matching Easy 


Color Gallery “miniatures” 
not only help customers 
find the exact colors they 
want. They tell what colors 
go together most effectively. 


—————EE 





@ Pocket Gallery Sells 

Big Buyers 
Dealers say that the pocket 
edition that comes with 
every Color Gallery is un- 
beatable for selling the big 
buyers. One dealer reports 
its use helped him land the 
paint order for 17 college 
buildings. 





READ WHAT DEALERS SAY: My sales are up 25%—“Customers 
seem as enthusiastic about the Color Gallery as we. No matter 
what their color problem is, we are able to solve it, whether it 
is just one color or a combination of colors. We feel that the 
Color Gallery has increased our wall paint sales at least 25 per- 
cent. We wouldn’t be without it.” 


Mine are up about 50% — “Since putting the Color Gallery in 
our store we have steadily increased our volume of paint busi- 
ness, particularly in the flat wall paints, to the point where we 
are now selling more of these types of paints from the Gallery 
than from the regular shelf stock colors. We believe that the 
Color Gallery has helped to increase our volume by about 50%.” 










Simple system — easy for your customers to under- 
stand and use. 


The colors you need to meet today’s demands, either 
traditional or modern ... pastels, in-between shades, 
deep tones. But not so many colors that customers are 
confused, sales slowed down. 


Shopper stopper display case — exquisitely beauti- 
ful “showpiece” that draws people to it and makes 
them buy. 


Brings in new customers -— once they get the word 
from your old customers, lots of new ones will be in 
to see this marvelous Color Gallery. And to buy paint! 


“Take-home” chips that make it easy for customers 
to match up colors with home furnishings — that also 
tell them which colors go together. 


Pocket edition—a special “tool” for selling big 
volume prospects, such as real estate developments, 
plants, hotels, schools, etc. 


Big name brand that’s nationally advertised . . . that 
people know and have confidence in. 


Outstanding paint value — every Color Gallery 
paint has the top quality all “Dutch Boy” products 
are famous for. The interior finishes are modern alkyd 
resin enamels ... with all this means in easy applic 
tion, uniformity of finish, long service. 


Priced right— customers pay no premium for Colo! | 


Gallery paints. They’re popularly priced, to appeal t 
the widest market. 
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with 
READY HUNG 
packaged door units 


®) 






An amazing new patented crating method is the secret 
behind this completely packaged door unit. Made with 
machine precision and completely assembled at the 
factory, the door arrives at the installation complete — 
with all joints square and tight. 


The door is hung in the frame on 2 butts. Lock, trim, 
stop — everything is already installed. 


All you have to do to close the rough opening is to slip 
the two parts of the Hasko Ready Hung Unit into place 
and nail them to the wall. 


The operation is so simple that a hammer, nails and a 
level are the only tools you need. 


Through the reduction in door hanging time, up to 
$50.00 can be saved on the installation of every ten 
Hasko Ready Hung Units. 
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Slip first half into Check plumb, shim, Slide other half into 
yord opening. and nail first half opposite side and 
ve in to wall. nail to wall. 
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catalog. Sold through established 
wholesalers. 
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OSCAR R. DAVIS 


Employe' dishonesty, 


however, 
covers a much wider field, and in 
many instances, is aided and abet- 
ted by management. Employes re- 
porting to work 15-20 minutes late, 


leaving early, unreasonably long 
coffee time, not applying them- 
selves with reasonable diligence 
during working hours. This is 
basically as dishonest as reaching 
into the cash box without permis- 
sion. Petty pilferage of materials 
and supplies to some persons is ap- 
parently not construed as dishon- 
esty. These things, and other sim- 
ilar situations, add up to a very 
considerable drain on business and 
has a very definite effect on the 
cost of operating a business. 

Probably each of you, over the 
years, has expressed greater con- 
cern over your income tax costs 
‘han over any other single type of 
“expense” that you may have and 
you are fully justified in your con- 
cern, 

In your planning in connection 
vith your income tax problems, 
we urge that you not attempt to be 
your own income tax man. Select 
‘ax counsel upon whom you can 
lepend—someone who is not only 
versed in tax matters, but with 
xood sound business knowledge; 
one who thinks clearly, is honest in 
his thinking and actions, one with 
his feet solidly on the ground, and 
who has your complete confidence. 

Income taxes arising out of the 
operation of a business is, of 
course, measured by the profits -de- 
rived from the operation of the 
business, but the tax burden is 
affected, to a substantial degree by 
the type of organization and the 
resultant manner and method of 
income taxation. Whether or not 
your business should be. operated 

continued on page 72 
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‘PAIRITWTH Penta 


EVERY TIME YOU 
SELL PAINT .. 


Natural as ham and eggs! Every 
time you sell lumber, fence posts, 
plywood — sell Chapman DEEP- 
TREAT for protection against rot 
and termites. 

Every time you sell Paint for wood 
—sell Chapman SEAL-TREAT for a 
longer lasting paint job. 

Grab hold of this new selling op- 
portunity! “Pair it with Penta” means 
TWO SALES—TWO PROFITS! 








SEND FOR CHAPMAN'S 


COMPLETE SALES TESTED PLAN 
THAT DOES THE SELLING 
FOR YOU. 
PLAN INCLUDES: 
© Sales Builder Kit (newspaper 
mats, radio spots, television 
spots, direct mail folders, 
window banners) 
® Sales Training Program for 
your Salesmen 
Self-selling displays 
© Complete Price Set up 


TEAR OFF—MAIL TODAY 








Non! WoW br 


EVERY TIME 
YOU SELL 


Ls 


@ DEEP-TREAT 
GENERAL PURPOSE 


All-round, low-cost product for use where 
surface is not to be painted soon. Stops 
rot—kills termites. Available in 55 gallon 
drums, 5 gallon cans, 1 gallon cans. At- 
tractively lithographed. Ready-to-use or 
1-10 concentrate. 


@ SEAL-TREAT 
PAINTABLE, WATER REPELLENT 


Stops rot — kills termites — also produces 
paintable surface—controls warping, swell- 
ing, grain raising, end-checking. Recom- 
mended prime coat for paint. Ready-to- 
use in 55 gallon drums, 5 gallon cans, 
1 gallon cans. Attractively lithographed. 





CuHapman Cuemicat Company 
Dermon Building 
Memphis, Tenn. AL10 


Please send me free Profit Pulling 
Plan. 
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“He's the biggest builder 
north of the Yukon now that... 


EVERYTHING HINGES ON HAGER /" 








abate oke 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. 
Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 









Hane ees ae, sem 























e 


70 October 6, 1952, AMERICAN LUMBERMAN @ Bur 





) Hand-Picked 
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Day after day, the people in your territory who are going 
to build their own new homes are located by the world’s 
largest construction news gathering organization. 








Then . . .a book of catalogs, illustrating and describing 

the varied products needed for new homes, is mailed to these 
prospects of yours. This book—Home Owners’ Catalogs— 

is used and kept while these prospects are planning what 

they will want to buy for their new homes. It is important 

to you that the products you stock, show and sell are completely 
described to these buyers before they make their final decisions. 

















That is why The Philip Carey Mfg. 

ne! Co. distributes its booklet, “BETTER 

Ratsten PHILIP CAREY MFG. CO. PRODUCTS FOR A BETTER 

™ ose HOME—from the House of CAREY” 

in each copy of Home Owners’ 
Catalogs. Philip Carey knows this is 
the way to do a thorough pre-selling 
job for you. Philip Carey knows these 
home-planners are outstanding 
prospects for you because they must 
buy the kinds of things you sell. 


~ 








Whatever you sell you can get the 
names and addresses of hand-picked 
prospects in your territory. 





MAIL COUPON TODAY 


























Rn ee a ee ee ee ee 1 
Tell me how I can get the names and addresses of prospects for new- 1 
j home products... in my territory. (Available in local marketing areas! 
' within 37 eastern states only). 
NAME 
COMPANY. 
ADDRESS. 
Per.) oe ern | 
I 
g ] ’ 
i | HOME OWNERS’ CATALOGS 
e 1 
43 1 Dept. PC2, 119 West 40th St., New York 18, N. Y. 
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All of the frame homes in the nationally-known 
Park Forest, Illinois Community Development are 
equipped with Dura-seal Combination Metal 
Weatherstrip and Sash Balance. And this important 
visual feature helps these homes sell themselves! 
With Dura-seal, windows open and close easily 
and smoothly with finger-tip control. Four sprin 
balances (enclosed in metal housings) are used in 
each window to assure true balance. Dura-seal’s 
complete weatherstripping saves 20% to 40% in fuel and 
prevents drafts and dirt from entering. It is cut to the 
pitch of the sill—providing an attractive and 
efficient window. It is self-adjusting and assures 
trouble-free operation for the life of the building! 
These are a few of the reasons why Dura-seal is a 
favorite with thousands of builders and architects. 
Be sure to look into Dura-seal now . . . see your 
sash and door jobber! 


ZEGERS Incorporated 
8090 South Chicago Avenue, Chicago 17, Illinois 












ZEGERS 
Ditate 










Dura-seal’s one piece jamb 


ac 
r has a concave D 
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rface, provit bye ' 
nexibility which pope Combination — 
constant air seal and Sn Metal Weatherstrip 


: i when 
dow operation even 
the gash expands OF contracts Sash Balance 


due to changeable atmospheric 
conditions. 


ent and Nathan Manilow 
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Be an "Above Average" Dealer 
(Continued from page 69) 


as an individual proprietorship, a 
partnership or a corporation, de- 
pends upon your business, upon 
you and what you wish to accom- 
plish. This can only be determined 
after careful study. 

There are other factors aside 
from tax saving that should be 
given consideration in determining 
the type of organization or the 
manner or method of operation 
that you should follow. This again 
depends upon the type of business 
and the personalities involved. 

When you have aligned yourself 
with good tax counsel, then keep 
that tax man constantly informed 
with respect to every transaction, 
or every deal, other than routine 
business. To many of you this will 
probably sound like the foolish 
braying of another long-eared ani- 
mal, but so many instances could 
be cited where substantial savings 
have been accomplished through 
discussing the transaction with the 
tax man. before, rather than after 
the deal, that such procedure is to 
many taxpayers considered as ac- 
cepted practice. 

By way of example, it might be 
mentioned that one particular tax- 
payer was able to reap a net bene- 
fit of approximately $59,000 of tax 
saving in 1951, solely due to the 
fact that he had over the years 
kept his tax counsel fully advised 
on all his current and contem- 
plated deals and this taxpayers 
council, knowing that two particu- 
lar deals were in prospect, one con- 
templated for 1951 and another 
for 1952, was able to recommend 
that both of these deals be com- 
pleted within 1951 to be able to 
obtain the maximum capital gains 
tax benefit. 

An enormous amount of work 
and effort was put in during the 
month of December, 1951, but a 
net saving of $59,000.00 in income 
taxes against what would have 
been required to be paid, had one 
of the deals not been completed 
until 1952, would appear worth- 
while. 

Taxes and other expenses can be 
controlled only through forward 
planning—call it budgeting, ca! it 
forecasting, call it what you will, 
the answer is the same. You will 
never control your costs or ex- 
penses until you, by careful study 
and planning, determine what 
those costs should be, then address 
your attention toward the costs 
that “should be” rather than jook- 
ing back to see what your costs 
were. 
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Get your share of today’s huge 


‘“‘DO-IT-YOURSELF’’ BUSINESS 


with this practical, easy-to-use 


American Lumberman, recog- 
nizing the tremendous growth of 
the do-it-yourself trend, an- 
nounces this week a new dealer 
promotion kit designed to stimu- 
late this profitable business. This 
new kit is specifically planned to 
meet the many requests we have 
received from dealers for a hard- 
hitting sales approach to the do- 
it-yourself market. 

Here for the first time is a com- 
pletely planned coherent program 
that includes everything you need 
for aggressively selling the home 
handyman. The kit includes liter- 
ature, posters, newspaper adver- 
tising, publicity, stickers and best 
of all, a manual that tells how, 
when and where to use each item 
to the best advantage. 

The new American Lumberman 


SALES PROMOTION KIT! 


promotion kit is a down-to-earth 
sales package that has been fully 
field tested with leading dealers. 
At the suggestion of these deal- 
ers, it’s designed for easy use and 
is so flexible that it can be em- 
ployed either completely or in part. 
It fits smoothly into the retailer’s 
present sales operation with little 
extra effort that the results would 
not justify. 

We are introducing this new kit 
at a time when the family handy- 
man is planning fall and winter 
home improvements and repairs. 
But the kit is more than just a 
stimulant for this profitable sea- 
son, it’s a kit designed for year- 
’round operations because this mar- 
ket is rapidly becoming a sustained, 
non-seasonal business. 

Dealers who have helped us plan 





Save 
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Lu: nberman’s newest sales campaign announced on this page. 
included on all literature, posters, advertising and other materials in the kit. 


BUILDING Propucts MERCHANDISER 


home jobs 


Fl 


“SAVE ON 1,001 HOME JOBS—DO IT YOURSELF” is the theme of American 





This slogan is 






this kit tell us that it’s one of the 
biggest bargains they have ever 
seen. The price of the kit is just 
$7.00, including postage and han- 
dling. Actually we are stating a 
simple fact in saying that thou- 
sands of dollars and months of 
planning by our editorial and mer- 
chandising staffs have gone into 
this promotion. 

The new American Lumberman 
sales kit gives you plenty of am- 
munition to reach customers seven 
proven ways. Each kit has sales 
literature, newspaper advertising 
mat proofs, direct mail, radio and 
TV spot announcements, publicity 
releases, community special event 
suggestions and colorful display 
materials. Nothing has been over- 
looked that will help you get more 
do it yourself business. 

Do it yourself is already a boom- 
ing business. “Time” magazine, 
for example, recognizing this trend 
recently commented that just one 
manufacturer of home tools had 
boosted his sales to this market 
from $17 to $30 million in a few 
short years. Or again, the sale of 
asphalt tile had risen in a decade 
from 90 million square feet to 550 
million, more than one-third bought 
directly by the home handyman. 

And, finally, of all paint sold, 
about 75% is put on by amateurs. 

When you turn this page you 
will actually be “previewing” the 
new American Lumberman sales 
kit. You will see our original de- 
signs for many of the materials in 
the new kit. All materials are now 
in the final production stage and 
everything will be ready for deliv- 
ery October 20th. It is our sugges- 
tion that you get your order in now 
and be the first in your community 
to start this effective, new sales 
campaign. 
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Attract Customers 


Hs easier than you think! ¥ 
Home Improvements 
can be fun.... 
ae inexpensive 
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1. Consumer literature 


You'll like the interesting, 8 
page, two-color folder, especially 
prepared for this program. Each 
kit includes 100 folders and you 
can order additional quantities 
from the price list on the lower 
right. 


The folder is well illustrated 
with photographs that graphically 
show your customers the most im- 
portant home improvement jobs 
that they can do themselves. 


It’s a handy 3% x 614” size, 
just right for direct mail or as an 
enclosure with monthly statement 
mailings. The folder may also be 
used as a handout in the store or 
at home shows, etc. 
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HERE’S WHAT EVERY KIT CONTAINS... 


How-to-do-it Manual 


With each kit you will receive a 


sales manual that gives you step- 
by-step 
new do-it-yourself market. 
easy-to-use 


selling the 
It’s an 
guide that clears up 
many a tough sales question on 
this new type of business, setting 


planning for 


a pattern for the entire program. 


Because dealers are now inter- 
ested in planning community spe- 
cial events, such as open houses, 
evening clinic meetings and the 
like, this subject is fully discussed 
in the manual. 


These Seven Ways 


2. Direct Mail 


Three suggested letters for di- 
rect mail come with each kit. They 
are brief, unusual and easily adapt- 
ed for your specific operations. 
They’ll give you a good start for 
a profit-making direct mail cam- 
paign. Each set of letters is ac- 
companied by how-to-use guide 
sheet. 


3. Radio and TV spots 


The radio and TV spot adver- 
tising announcements are also ac- 
companied by a guide sheet. Twelve 
announcements come with each 
sales kit. 

Each announcement is straight, 
hard-selling copy featuring a single 
product or home project. 


4. Publicity stories 


To help you get “free advertis- 
ing” each kit contains six publicity 
stories that you can use with your 
local newspaper, radio or TV sta- 
tion. Introducing the stories is a 
guide for placing the material suc- 
cessfully. These are definitely not 
the usual “canned” releases. They 
are planned for easy fill-in of your 
own details. 


5. Special events 


This subject is fully discussed 
in the dealer sales manual de- 
scribed above. There are scores of 
valuable suggestions that you can 
use in your own business. 
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Stickers 

Your American Lumberman kit 
includes 300 two-color stickers for 
use on direct mail, envelopes, liter- 
ature, ete. Additional stickers may 
be ordered at low cost. 





It's EASIER than you think! 


orr 





STORM SASH — ALL STANDARD SIZES — ORDER NOW 


YOUR NAME GOES HERE 














6. Newspaper advertising 


Each sales kit has a proof sheet 
illustrating the eight different 
mats that can be ordered separate- 
ly from the price list on the right. 


The ads are available in &, 2 and 
4 column sizes and we have in- 
cluded mats of the slogan used 
for the campaign, 

Every ad is strictly a merchat- 
dising advertisement, well _ illus- 
trated, with good copy and ready 
for insertion of your own prices. 


Copy and illustrations cai be 
inter-changed for scores of :ddr 
tional ads. 


Because so many dealers usé 
classified advertising the kit als 
contains twelve ready-to-use ads. 
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Display Materials 


Doing your 01m anor 
IS EASIER THAN YOU THINK! 


GENERAL REPAIRS & REMODELING 





Banner 


The window banner in 
three colors is 19 x 387”. 
One banner is included in 












| PAINTING & DECORATING each kit and_ additional 
ATTIC & BASEMENT ROOMS ones -_ = ordered for 
WALL FLOOR COVERINGSGARAGES & PORCHES 50c each. This impressive 
banner on your window is 
sure to stimulate do-it- 
yourself business. 
* HEADQUARTERS 
we Poster Ai TERS Streamer 
er for all home handyman 
ay This weather-resis- building materials Two streamers, 10 
tant poster in three x 20”. come with 
colors is 21 x 34”. It a . 7 
each kit. This three- | 
may be used on om Se. , F — 
trucks, small outside color streamer is \TS la 
boards, etc. One is handy for use on win- eR <i 
included in every kit | sssowrowsgasy renms dows, doors, ete. Ad- east ao 
and additional post- ditional streamers than yo” “a 
ers may be ordered otek ie eid . 
for $1.00, each. ; ; think 2 
heed 
a 
C2 
noe 
a8 iil e 
Order your "Do-It-Yourself" Kit now — $7.00 complete Pe 
Veda 

One complete kit, not including newspaper advertising _ Campaign sticker: 300 two-color gummed stickers are Q 
mats is $7.00, postage paid. This kit contains the sales in each kit. . 
manual, 300 stickers, 100 consumer folders, display mate- For additional stickers a Sw ae wie ares 25¢ a 
rials, publicity stories, ad mat’ sheet, direct mail letters, 1.000... 122221 .$1.95 v 
radio one bi spot announcements and complete how-to- Banner: One 19 x 37”, three-color banner for store and asd | 
a eas ' — window use is in each kit. 

‘ Che following listing gives you a description of each Price for additional banners..........50¢e each ; } 
piece in the kit, the amount received with each kit, and Poster: One 21 x 34”, three-color poster comes in each =y 
prices for additional quantities. Send your check or money kit. For outdoor use on trucks. etc Has space for local “ 
order ira nn a “hk . —_ . Pr ry Re a! "a 
order directly to American Lumberman, 139 N. Clark imprinting of firm name, address and phone number. ~~ 
street, Chicago 2, Illinois, with your order. Price for additional posters.......... $1.00 each 
_ Consumer folder: 100 copies of this eight page folder Streamer: Two 10 x 20” three-color streamers for 
for use as a mailing enclosure, handout, etc., in each kit. general showroom use are in each kit. 

Price per additional Ae re Price for additional streamers.......... 10c¢ each 
Price per additional 500.......... $ 6.25 
Price per additional 1,000.......... $10.00 
Lots of 1,000 or more folders can be imprinted with P| Pri T Y d 
ing name, address, and phone number—three lines—for $3.00 Please Print or Type Your Order 
; additional per 1,000. To: 
Direct Mail: Three suggested letters are included in 
sheet cach kit (no charge). AMERICAN LUMBERMAN, 
erent Radio and TV: Twelve spot announcements are in 139 N. Clark St., Chicago 2, Ill. 
vrate- » cach kit (no charge). 
right. F) Publicity stories: Six releases are included in each Send me ______. AL "Do-It-Yourself"’ merchandising kit(s) 
© and : . Mie: — » , ; . at $____————sép': kit. Attached find $ = 
ec in FF ree PPmnnstng : One dealer manual comes with eac in check or money order. Also please send me the following 
use i \merican Lumberman Reprint: A recent “case history” raed yr hapmnageans ST Se UE, SO: SE Se 
» © a dealer who conducted an outstanding do-it-yourself included in my remittance. 
hav: |) 2! emotion is in each kit (no charge). : 
‘lus: |), ..¢WSpaper ad mats: Mats are not included in original 
sady Pe ki s. They must be ordered separately. Proofs of avail- 
ree’ Fable mats are supplied with each kit. 
pices. : Che —_ oe is: : 
a 1—4 columns x 1381%”............ 75e 
an be E Mat #2—2 columns x 10”........ccce0. 35c NAME 
addi: | a hme eee x oe" paneeane ~* 
‘ a —2 columns x er wie a giardisissehoaraiale c 
& Mat 261 column X 10” .....00cccccessces 25c¢ COMPANY... eect eee eee etna 
ie Met E—] COMM: KE WO" oo... cccvgicciesves 25¢ OR 
‘3 use Youu slogan: “Save on 1,001 Home Jobs—Do It ADDRESS... 6... 
‘ on ourself, 
it = Hi a Mt ee -_ a ZONE ..... ecto foo 
e ads Mat WSS Ss 1 ov cccccecas 15e 
2; 
ran & BuiLpInc Propucts MERCHANDISER 






































































































MADE OF CLEAR, PONDEROSA PINE 
SAVES TIME — KEEPS STOCKS CLEAN! 


Trim-Kit is the latest development in window 
and door trim. It is architecturally designed 
to make it adaptable to all types of archi- 
tecture. It's accurately and smoothly ma- 
chined. It's packaged for easy handling 
and inventory. Keeps it always bright 
and clean. 


@ REDUCES 
COST 


@ ELIMINATES 
WASTE 


pesto Fad 
jobber. Trim- 
it is sold 
nized t recog- 
KS d jobbers 
a 


Investigate today. Discover how 
Trim-Kit can help your profit pic- aad, — 
ture as well as your customers! ey 


Firpine's Products In- 
clude: inside door jambs, 
standard lineal mouldings, 
cut-stock, furniture dimension, 
and other special items plus whole- 
sale service in practically everything 

in Western Softwoods. 


e OUR MOTTO: “If it's made of.wood, We sell it.” 
Propuctrs COMPANY 
P. O. BOX 188 — OSWEGO, OREGON 




























. greater profits... 


. . faster sales... A CHRISTMAS J 
Many models—and your choice GIFT TO 
of alternate features — make ALL YOUR 
oa authentic Colonial corner CUSTOMERS 4 
cabinets sell as fast as you can , 
stock them. — AT NO SL 
EXTRA COST! 


fe 4 




















A postcard will bring details and 
our extra-generous dealer discounts. 


HARRIS PRODUCTS, INC. AmHerst, NOH. 
























THE NEW 
DOOR AND FRAME 


© PACKAGED UNIT Please 











turn to pages 88-89 
Dump workmanship worries — READY EADY. HUNG DOOR CORP., DE 
—" DOORS have that ‘Mill-made" . ORT WORTH 2, TEXAS _ 
0° 
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GOOD BRICKWORK = GOOD DESIGN + GOOD WORKMANSHIP + GOOD MATERIALS 


“SLUSHING”’ 
INVITES 


LEAKAGE 
IN BRICKWORK 











WE SUGGEST THAT— 


Brick should always be so laid that when 
the brick is shoved into place, the head or 
cross joint will be filled solid with mortar, 
without slushing. If the joints are not 
completely filled, water may leak through 
the voids to the inside of the building. 











r Le photos at the left show the voids that 

often result when slushing is used to “fill” 

a joint. Even when mortar has first been spotted 

When mortar is spotted on only one corner of the brick, _ both er of the brick, slushing cannot be 
slushing seldom fills the voids, relied upon to fill the voids completely. 


LINIVERSITY OF MICHIGAN LIBRARIES 








The great plasticity of Brixment enables the 
bricklayer to throw plenty of mortar onto the 
brick to be placed —to use plenty of mortar in 
the bed joint — and still shove the brick easily 
into position, with excess mortar oozing out all 
around, and with all voids filled. 





Brixment mortar has greater plasticity, higher 
water-retaining capacity and bonding quality, 
greater resistance to freezing and thawing, and 
freedom from efflorescence. : Because of this 
combination of advantages, Brixment is the lead- 
ing masonry cement on the market. 





Even when mortar is spotted on both corners of the 
brick, slushing will not always fill the voids. 





LOUISVILLE CEMENT COMPANY, 


‘Incorporated, LOUISVILLE, KENTUCKY 





J ry 
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INTERIOR VIEW OF STORE FROM ENTRANCE AREA, with curved step-up 


in foreground. Acoustical tile ceiling, white oak plywood, adjustable ceiling 
spot lights, and overall neatness characterize store. 


Where Frontage Counts Indiana dealer meets problems of 





PAINT CANS are displayed according to size on recessed wall shelves, counter 
and island. Shelves are not adjustable, but are built to fit cans. 


As it must to every dealer | 


who is part of a fast-growing 
community, remodeling came 
to Roy Montz of the Broadway 
Lumber & Supply Co., Gary, 


Ind. Roy needed to expand, but} 


he had his problems, as any 
dealer knows who is faced with 
a similar situation. 


He had enough storage space; 


what he needed was room for 


displays and for offices. At one 














time he thought of using his oldf 
24 x 80 office as a starting point, 4 
modernizing it and expanding f 
rearwards. But this was an elf 
tirely unsatisfactory solvtion— 


since it would have given him 
practically no frontage. He dis- 
carded the idea in favor of his 
present plan, which gives him 
all the window space he needs. 

Like many other progressive 
thinking dealers, Roy found 
that today’s business come 
largely from local advertisilt 
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STORE FRONT of redwood and glass has generous overhang, thick mullions. 
Sign on top of building is visible from blocks around. 400 foot shed extends to 
right, permitting more than ample parking space for customers, 



































































| ; ee % QO | 
f | ecoumtéinry e ° CS 
office |] | ] = 














ee 


SKETCH OF NEW STORE LAYOUT. At right is 400-foot lumber shed. Drive- 
way to rear of store is roofed over, gives trucks access to millwork storage 
shed. To left of store is driveway and original office building. Curved counter 
also has built in display shelves. 
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came 
rdway 
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and from people who just 
happen to be passing by. It 
never hurts to have an attrac- 
tive store, especially one that 
is only a few blocks from the 
main stem, and with a sign 
that’s visible from a _ great 
distance. 


space, 
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At one 
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FIR PLYWOOD is used for 3-tiered 
1Slands displaying floor cleaners, 
Paint, and hardware items. by management. 
> \AN & : TTT 

RM Buitpinc Propucts MERCHANDISER 





ROY MONTZ started out with small 
office, has now built his business to 
point where expansion was a must. 
Aside from his regular duties he is 
also prominent in Gary affairs, is di- 
rector of the 13th district of the 
Indiana Lumber & Builders Supply 
Association. 





OWNER MONTZ got his start in this 
old 24 x 30 brick building. Storage 
shed in rear is still in use, might have 
been incorporated in expansion plans. 


converting old storage shed to new showroom and office. 





MODEL KITCHENS give customers ideas on arrangements and types of cab- 
inets. Colorful plastic wall finishes in kitchens and in rest rooms are promoted 
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Roddiseratt DEALER 


G.E. TEXTOLITE* PLASTIC Tops 
— PLYWoop 
PLYW 

CUPBOARD p “he 
HARDBO, 

RD 

TITE JOINT FASTENERS 

ADHESiveEs 














Do you feature Roddiscraft short-size plywood for the over-the-counter trade? 
You are missing a profitable bet if you don’t. Short sizes cost less, and they’re 
irresistible to the home craftsman who doesn’t have facilities for easy handling 
of larger stock sizes. 


Put your short-size specials out in front. Watch your customers stop and shop. 
They'll find something extra they want every time. “Sales up 40%” — have been re- 


ported by dealers who put the product out in front where customers could stop and shop. 


Call your Roddiscraft warehouse for a supply of quality plywood. All grades for 


all purposes — fir, pine, hardwoods — specialty paneling. 


And remember, G-E Textolite* plastics 


surfacing is a fast-moving item to sell in Roddiscratt 


combination with plywood to the home RODDIS PLYWOOD CORPORATION 


craftsman for kitchen modernization. Marshfield, Wisconsin 


*Reg. U.S. Pat. 





NATIONWIDE ‘AuDdDdisrraft WAREHOUSE SERVICE 





There’s Long Profits in Roddiseraft Short Sizes 





Cambridge 39, Mass. ........229 Vassar St. Marshfield, Wis. ........ 115 S. Palmetto St. 
Charlotte 6, N. C. ............123 E. 27th St. Miami 38, Fla. ...... 255-315 N.E. 73rd St. 
Chicago 32,1Il. ............ 3865 W. 4st St. Milwaukee 8, Wis. ....4601 W. State St. 
Cincinnati 2, Ohio .......... 836 Depot St. New Hyde wee 3 +“ rer 
1] 1 , FOES <<ocvesss- . aza ve. . ° 
nite pa dpacmmyliageeene Soe Sree S. New York 55, N. Y. ......920 E. 149th St. 

Detroit 14, Mich. ....11844 E. Jefferson St. 
Port Newark 5, N. J. ........103 Marsh St. 

Houston 10, Texas ...... .2403 Sabine St. 


Philadelphia 34, Pa., Richmond & Tioga St. 
St. Louis 16, Mo.....3344 Morganford Road 
San Antonio 6, Texas ..727 N. Cherry St. 
San Francisco 24, Cal., 345 Williams Ave. 


Kansas City 3, Kan. ....35 Southwest Blvd. 
Los Angeles 58,Calif., 2620E.VernonAve. 
Louisville 10, Ky. . 1201-5 S. 15th St. 














— 





84 October 6, 1952, AMERICAN LUMBERMAN 6 








pot ds Ae 


ER AOS 


i 








Bu 








a 


{AN & 








)~20 eee ‘ 


| m=. for your copy of Goldblatt’s illustrated catalog som 













Pe GOOD PASTURE, 
WISELY-FENCED, 
GIVES TWICE AS MANY 

DAYS OF GRAZING. 






















Show farmers how to get more meat, milk, money per 
acte, with a pasture rotation program using Continental 
fence. Show how money for purchased feeds is saved—by 
grazing one plot, while others make quicker comebacks. 
Then show how dependable Continental fence helps get 
extra days of grazing from their pastures. 


*Flame-Sealed brand currently not available 
due to zinc-for-defense requirements. 






*Trade Mrk. Reg. U. S. Pat. Off. 


TAL 
/ esx, CONTINENTAL 
Ay ee) “Op Op PO) 80) F- we le), 


GENERAL OFFICES «© KOKOMO, INDIANA 


Farm Fence, Posts, Steel Roofing and Nails, Staples, Lawn 
Gates, Barb Wire Siding, and Fittings Fence. Wire Products 





PRODUCERS OF — 


GOLDBLATT 


Mason Tools 













Give You... 


ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 










_~ © Greater Profits ¢ Faster Turnover 


Me, 
~ * Satisfied Customers ° Repeat Sales _ 








SEND TODAY FOR THE 1952 CATALOG — Write 


Goldblatt Tool Co. 


1924 Walnut St. Kansas City 8, Mo. 





describing the most complete line of the finest 
masonry tools and equipment. 


FIRST CHOICE OF THE TRADE FOR 65 YEARS 
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HOW TO SELL THE "DO-IT-YOURSELF" MARKET 


ONE HOUSE ACTUALLY BUILT (left) is worth more than hundreds shown in con- 
sumer magazine that never reach the construction stage. Manager L. A. La Gue (right) 









of the Badger Lumber Co., Kansas City, Kan., is just one of the many HOME sub- 
scribers who like its balanced presentation, its proven ability to sell building materials. 


It’s no wonder that 


HOME Is Selling Houses 


and “everything from garage doors to kitchen sink frames’ | 


It’s not just rising circulation 
and expanded mailing lists that tell 
the story. It’s the way people are 
reacting. 

HOME Maintenance and Im- 
provement magazine is only a little 
over a year old, yet already it has 
found recognition throughout the 
entire building material industry. 
Advertisers like HOME. Homeown- 
ers like HOME. And dealers like 
HOME—as evidenced by their com- 
ments. Here’s a sampling of what 
they’re saying: 


“... one of the finest maga- 
zines of this type I have ever 
seen...” 


“ec 


. . . the response was so 
gratifying that we are en- 
closing a new mailing list. . .” 


“,. on some items of build- 
ing materials our sales have 
jumped as high as six times 
normal. . .” 


“.. a solid down to earth 
presentation of suggestions 






and advertising that offers 
something concrete. . .” 


“eé 
. 


We have had very 
many inquiries from our mail- 
ing list and are quoting on 
several house jobs that we feel 
at least a part of the interest 
was created through the 
magazine. . .” 


“. . HOME magazine hit 
our mailing list about two 
days ago and already we are 
being called upon to supply 
everything from garage doors 
to sink frames. . .” 


But garage doors and sinks are 
just representative items. HOME 
is also selling whole houses with its 
low-cost architectural plan service. 
And these houses are actually be- 
ing built! This much the editors 
know because they sent out a ques- 
tionnaire to dealers who had or- 
dered plans: 


Question: “Was a house con- 


structed from plans you obtained 
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from HOME magazine?” 


Answer: (33.3% of the dealers © 
said actual construction was in 
progress or completed; 54.2% said 
plans were being considered; while | 
only 12.5% reported a definite no.) 


Question: “What is the approxi- 
mate cost of materials you fur 
nished ?”’ 


Answer: (Based on an average, 
the cost was $5,774.86. Highest 
cost reported — $10,000; lowest, 
$500.) 


Question: ‘Was the person who re 
quested these plans a new or old 
customer?” 


Answer: (45% said request was 
from a new customer; 55‘. sail 
old.) 


Almost half the number of cus} 7 
tomers responding to HOME'’s plat) 
service were new. It’s the number! 
of new ones pulled in by a piece | 
direct-mail advertising that prov 
its value to a dealer. 

Are you a subscriber? 











Actually 8% by 11”, 
FJritea with natural 
color photographs and 
@ illustrations that sell! 












fi 









HOME features time- 
ly ideas to improve 
homes or to build 
new dwellings — 
how to apply the 
products you sell 
plus tips on using 
tools.. From cover to 
cover, HOME sells 
for you. 





YOUR 
OWN 
é “te je MM COMPANY. 
ee 2 EH macazine 
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= With your name. on 
lealers : . ni the cover. and full: 
‘as in : : yer : OT. page ad inside as 
said s: , ms « . well as editorial 
“while content devoted 
fe no.) 2 entirely to 4 
. e ovVU. 
yproxi- = itt y 
‘ sa =a oe = 2 GUE GRE Ge SEN GORD ce ee ut: 
. —_ j Gentlemen: Date. 1952 
lowest, Fy } I am interested in the possibilities of your HOME Maintenance & 
j Improvement magazine to build my sales and profits. Without obliga- 
vho te fa tion, please send me a copy of “HOME” and more details about the 
or old fy “Christmas Extra” as soon as possible. 
+t was J |Our Customer-Prospect list is approximately:(Please check closest figure) 
“ said i 100f~=Ss« 500 1,000 (1) +~«2C«tS,000 F-=E«d10,000 [ =: Over 10,000 (J 
of cus DEE. cvuceperenreeineceneen sca csdscelceapcasabashdcl aie ie ANIL aka ee ; 
y's plan yy 
. ae 3 j SD. ocvkduaceseseese se ebeussemeonwen TN dk 5 ok eae vaneues 
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prove | of HOME! j eee ne ate 
: . ] BIg hac icna doe beeewneece esa ceae pen .... ..«ckieceue een . 
: i MAIL T0: "HOME" Magazine, Dept. B. 
AN & | . 139 N. Clark Street 
ae | Chicago 2, Illinois 

















HOW TO SELL THE "DO-IT-YOURSELF" MARKET 


2 BECOMES GARAGE ............ 


Father turns garage business over to son, who 
knows how to keep it rolling with timely ad placement 
and good customer service. 


Like most towns in the coun- Co. is just one of the many con- 
try, Milwaukee, Wis., is still cerns which is aware of condi- 
feeling the effects of the hous- tions. It knows, for example, 


ing boom. Especially concerned that families will go a long 
are families in the lower income ways to get more storage space 
brackets, many of which started —even to building it themselves. 
out small, but have now in- And with a little guidance they 
creased in size. In a small can do a good job of it too, be- 
house, storage space becomes cause garage building, com- 
increasingly valuable for these pared with house construction, 
families, until one day itall but is simple. With ordinary hand 
runs out on them. tools and the ability to use a 

The M. H. Paulsen Lumber  carpenter’s square or level, al- 


3 GETS COAT OF PAINT......... 


Now They’re Building It Themselves 


most anyone can do it. Even 
Mom can get into the act. The 
really tough job—laying the 
concrete floor—is the only thing 
that might stop some people, 
but nearly everybody solves 
the problem by calling in a ce- 
ment contractor to do the job. 

“Not long ago,’ says Mr. 
Paulsen, “we put in a garage 
plan service. The first thing we 
do is give the customer a spe- 
cific plan to follow. We show 
him the proper stud placement, 
rafter cutting, and the way to 
frame doors and windows. We 
give him the hip roof type be- 
cause it’s easy to build. Then 
we send out lumber, nails, etc., 
when he let’s us know he’s ready 
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DOOR DETAIL 
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DOOR FRAMING 


















TWO-CAR HIP ROOF GARAGE PLAN by Bob Paulsen trim. Door opening (detail, upper right) takes standard § 
also includes detailed sections of top plate line and gable overhead door, which is installed free by Paulsen workmel. 
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SELECT YOUR QUALITY 


GARAGE MATERIALS 


Feam Paolsen Lumber asd 


No DOWN PAYMENT 
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PRICES INCLUDE THE FOLLOWING... 
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4 AWAITS WINDOW ............ 
foonnnwnn~n wan =~ ERE PLANS 
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for them.” 

Paulsen turns over to his son 
Bob the details of his garage 
business. Bob takes care of ad- 
vertising too, though right now, 


\ & = 
7 (slass di0C 
he says, he hasn’t run his ad 
ven in several weeks. “No need to,” =| aw samen 


he |} he says, “because we've got ail URES | panels for garages 
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AD IN MILWAUKEE PAPERS ap- 


ing Last season the firm supplied peared a half dozen times this year, 
ple, materials for 60-100 garages, pulled customers from every corner of 


e “i 
ves |) and so far everything points to {f"Yunted added storage space "were | ANG standard with us 
a , 


an equally successful garage 
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; £ . not too concerned about using garage ‘ i 
— ' boom this year. as car shelter. says a typical builder 
MY. § 
age | 
bon BASIC TWO-CAR GARAGE (20 x 22) “When we put in a panel of Insulux 
sHe- yar pai 

: ‘ : Glass Block®, we know it will give 
how | 320 Lf 2x4 #1 Fir (plates & gable studs) Te ee Ae Re » tiie of wentlietas cece, We 
ent, rey a - = eae Be NN oi heave mies brcivie ee IO OE RS know the garage will be lighter and 
y to | x 6— Mir (ties). 0.0... cece cece cece eee e cece een eceeeeene aia dalam. diay aaeieeiils tala 
We | 2 Lf 2x 8—18 #1 Fir (overhead dr. hdr.) ..........c0sccesseevesreeses aaa eu A 
be- | 24 ee ee re : 
‘hen | ertapathin hace Shee ec Mg CEE EN EET ee ee ners Light and privacy are only two of 
ae, t 6 sq. 2104 Asph. Sgls. (shimgie & Boston ridge). ..... cc csscccccccccccs the many advantages of glass block. 
is dy : 2 rl 154 Asph. Felt “TTL TULIP EE ECO TTT TTT A panel can’t rust or rot; never needs 
aay BP ote cee sage CECE OTT TT TCT T TT TET ECT TT TTT reputtying or repainting. Insulux 

‘ x bik chek a She ea ee RE ee me Tele : ie 

__ § 130 Lf 1x4 #1 Pine (trim)..........0---00sseccceeccsecseecseeeeeee a a, Se 


sulating; make a difficult entry for 


8 1x4—8 #1 Pine (or 76 %x6 metal corners for corner trim) 


80 Lf 1x6 #1 Pine (trim & door jamb).............ccccccccccceces thieves. 
Rip 1—16’ & 1—14’ to 4%” full. Supplies of Insulux Glass Block 
_ SB Se Tak he Fe Ce ao koa oe cc vo dence cccvicnccescéeceicees and all of the installation materials 
= 46 Lf 1%” Bed Mldg. MI RNIN ra cr Sirus 'o cr sisalat asks ocr eesi pikes orev wie LIOR needed are non-critical and immedi- 
1 dr 15-6 x 7-0 Crawierd TOC Imatalled.........cccccccccccccccscccess ately available in quantity. Installation 
354% Common Nails (15#—16p 20#—8p)............... cee cece eee eee is simple and quick—in new con- 


15# Galv. Nails (14#—1” 14#—1%”) 

3 bxs. Tp Alum. Nails 

st Additions to Basic Price: details ab hi f I 
+. 1 eee silat Get the details about this use of In- 


CHESTS VTSE HEREC HEDECEOC O48 HCO S HE 


struction or old—requires only ordi- 
nary mason’s tools. 


SOSSHSCSCSCSCHEHSCHEHSHHSHCSHSSHHEHRSCHHRHEFO CHOCO RSS CHOCO HORE 


i ea A Sie ak aaa ee sulux Glass Block. Just write: Insulux 
B. 1 dy f&& 2:8 x 6-8 KD. To EOCTHORE TCT ESC SEES SE HOSED GOH ES ESE SHOES Glass Block Division, Kimble Glass 
ee SO ee I BE I gg icc sine neck rwead bodsindemunawewene Company, Dept. AL10, Box 1035 
oe. SS Oe Pe WE BI ininte crite caccuneanesscnnsenceenenes Toledo 1. Ohio. - ; 
E. 1 20x20 2 Lt Wdw., KD Fra, Lock, Lift, Jiffy Sp..............0-- ‘ ‘ 


F. Misc. 


Deductions From Basic Price: 


_ —_— 15x 7 Crawford with 2 8x7 Crawford 
. Ie Save cae 0G wine: car tsa Wena ian igh tatrag a9 6) dara ea ae Ree eae tt gate Oi re ele ae 

a re re re eae ok err KIMBLE GLASS 
= COMPANY 
aiieal » MATERIALS LIST accompanies every Paulsen order, makes it easy for customer Subsidiary of Owens-Illinois Glass Company 


to check all pieces. Price includes ripping 1 x 6 for door jambs, installation of Toledo 1, Ohio 
rkmen. overhead door, and other extras. 


eee eee eee ee ee eee eee eee eee kee Ss ee ee ee ee ee 
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HOW TO SELL THE "DO-IT-YOURSELF" MARKET 


MODERN DISPLAY to attract con- 


sumers is pointed out by J. D. Gooch, 
company’s vice-president. 
















$ 
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GUILFORD BUILDERS 
SUPPLY CO. Inc 


gan sce aE farst if you ee ws 
‘4 Prone 39454 





GIANT, 80-FOOT DISPLAY WINDOW built along main artery to city’s residen- 
tial sections, spearheads Guilford Supply Company’s drive for modernization 
business. Display is designed so office can be added behind. 





Bist eRe ds) ee 


THE ORIGINAL OFFICE SERVES efficiently for contractor business but new 
display space was needed to feature consumer uses of building materials. Other 
buildings house wide variety of materials. 


Remodeling Business Next 


North Carolina firm gets ready to tackle the 
consumer remodeling trade as house building slows 


down. 


“Our 80-foot, free standing 
display window has already 
proved its value,” says J. D. 
Gooch, vice-president of the 
Guilford Supply Company, 
Greensboro, N. C. 

The giant display window 
was erected along a main traffic 
artery to compensate for lack 
of display area in the office 
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building. Besides actual prod- 
uct displays, modernization and 
decorating ideas are featured 
in the “big window” facing the 
street. 

The structure is planned so 
that an office and complete 
store can be built on the rear 
at a future date. The window 
was put up now to take advan- 


tage of the trend toward re- 
modeling, modernization and 
maintenance. 

Guilford Supply Company is 
five years old. Up until recent- 
ly, most selling effort has been 
concentrated on the contractor 
trade which accounts for 90 
percent of the gross sales. Much 
of the remaining sales are made 
to farmers, who are reached 
through direct mail. 

The company featured serv- 
ice to the contractors through 
close, personal contact and soon 
built up a large volume of this 
kind of business. 

With a slowdown in the 
house-building market—several 
developments have been com- 
pleted in the last year or two— 
Gooch and the Company’s pres- 
ident, Al W. Christiansen, are 
now turning their attention to 
the consumer repair and im- 
provement markets. The “big 
window” on Battleground ave- 
nue is the first step. 

At the same time, as many 
displays as possible have been 
set up in the office building. 
These displays stress such con- 
sumer interest items as kitchen 
cabinet units and ornamental 
iron work, in addition to build- 
ing materials such as paint, 
hardware and paneling. 

More small, “pick-up” type 
merchandise will be added as 
the consumer trade develops. 

At the same time added em- 
phasis will be placed on the 
company’s slogan: You can 
See It First If You See Us 

Millwork Important: Ax it- 
teresting sidelight is the part 


continued on page 160 
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Exclusive Features 








that sell for you! 


: MODERN SWITCH HANDLE is located close to 
housing for better control, less operator 
fatigue. Instant-release trigger switch. 


hand operation. 








AUXILIARY KNOB HANDLE gives choice of 
three positions for ease in sanding close to 
obstructions, more comfortable right or left 





SPECIAL INTRODUCTORY OFFER! 


‘o help you properly merchandise this new No. 44 Sander for greater 
profits in your store, we’re introducing it with a special introductory 


} — outlined below. Ask your Distributor or write us for full 
5 ietails! 





@ Two Black & Decker i » 
Utility No. 44 Electric 
Sanders. 

@ Eye-catching display 
stand that bespeaks real 
quality. 

@ A reversible display 
back piece—one side for 








Christmas—the other for 
early fall and year-round 
use. 

@ 6 packages (12 sheets 
each) of Electro-Coated 
Aluminum Oxide Abra- 
sive Paper in coarse, 
medium and fine grits for 
profitable ‘“‘razor blade’’ 
sales, 











. 
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KING-SIZE BOTTOM PLATE extends beyond 
body of tool for sanding in very close quarters 
. .. like sanding stair treads up close to risers. 


— 
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UNI 


UNIQUE PAPER HOLDER stays open when 
attaching or detaching paper. No “‘tools”’ re- 
quired. Facilitates quick change of grits for 
progressive finishing. 


TS smooth-operating, new B&D Utility No. 44 
Sander has everything needed for closing sales! 
Its orbital motion insures a satin-smooth finish 
every time. It’s ten times faster than hand sanding 
on any material. It weighs only 5% lbs., is easy to 
use, helps even a beginner do a professional job. Ask 
your B&D Utility Distributor for full details or 
write to: THE BLack & DECKER Mre. Co., Dept. 
H640, Towson 4, Md. 
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HOW TO SELL THE "DO-IT-YOURSELF" MARKET 





THE BEDROOM area of the improved attic. 


Profit by Selling More Living Space 


No down payment—plentiful materials—new sales aids by 
manufacturers—make it easier to sell home improvements. 
And it’s a market that has hardly been scratched! 


EXTERIOR of the small home dis- 


cussed. 
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“Fifty-eight percent of our 
readers tell us they have attics 
that can be remodeled but only 
nine percent have actually done 
something about it.” 

The speaker was J. E. Ratner, 
editor-in-chief of a prominent 
home magazine, pointing up the 
huge market for attic room ex- 
pansion. And he had additional 
figures to prove that the poten- 
tial market for basement amuse- 
ment rooms, additions to homes, 
breezeway conversions and the 
like, was just as great. Ratner’s 
theme was that it was still just 
a “potential” market, hardly ex- 
ploited by the building material 
dealer. 


Financing up to this Augusif 


might have been given as ole 
important reason for 
home improvements but the It 
cent changes in Title I loans nov 
removed entirely the down pay 


ment requirement. The dealelf 


who have advertised this in the! 
advertising have already noticed 
a sharp increse in sales. 

building material today has 


bright green light on selling addp 


a-room packages to growill 


families living in today’s pill, 


sized homes. Materials are 
good supply, financing has neve 
been easier and manufacture! 
are ready with displays, advé" 

continued on page "§ 
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THE STUDY AREA. 
Gypsum board was in- 
stalled on all walls and 
ceilings. The hardwood 
flooring in modern 
block design was ap- 
plied over the wood 
subfloor. 

















DECORATIVE STAIRWELL. Wood dow- 
els and a planting box lend a touch of 
luxury to what could be a very ordinary 
stairway. Note the convenient built-in 
storage cabinets on the left, extra cus- 
tom-millwork business. 
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na . KNEE-WALLS were placed on either side 
t ORE the job began the attic looked like this. Blanket insulation was of the room in the next operation. They 


‘nstalled as the first step. were carefully checked with a level. 
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INSTALLING a new stock window assured plenty of 
light and ventilation. Almost all attics in small homes require 


a new, larger window. 








THE STORAGE CLOSET 
2 x 4’s and covered with gypsum board. 





was framed with 


added 


GYPSUM BOARD was used for building walls and 
ceilings. Homeowners seem to like the product because 





they can score it with a knife and snap it along the 
score line. There’s no sawing. 





grouping of furniture. 


Advertising Add-a-Room Packages 


(continued from page 94) 


tising and literature prepared di- 
rectly for this market. 
Advertise package, price. The 
lumber dealer who offers a pack- 
age plan for the additional room 
is performing a service to his 
community, as well as opening 
up a vast new source of business. 
The most important thing to 
the public is that no down pay- 
ment is required and that 
monthly payments will be well 
within their budget. Illustrate 
your ad with an attractive home 
improvement and stress the low 
monthly payment. They will 
realize that when their individ- 
ual requirements are estimated 
the price may vary somewhat 
from the advertised figure. Many 
dealers have found that adver- 
tising the price of the entire 
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package is much less effective 
than giving the monthly pay- 
ment. 

Offer service. Few customers 
can visualize just how their im- 
provement will look when com- 
pleted. If you have a staff de- 
signer he can sketch out ideas 
for each individual home. An- 
other extremely successful sales 
aid is an album of clear photo- 
graphs of jobs you have supplied 
with materials. The album 
should include before, job appli- 
cation pictures and the com- 
pleted improvement. 

Many homeowners sstill re- 
member the roughly finished at- 
tics of many years ago that were 
largely used for storage. Your 
“family album” can soon be filled 
with photographs similar to the 
ones that illustrate this article. 


be | 
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OPEN 
FRIDAY NITE 
TILL 9 
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THE COMPLETED CLOSET used sliding doors to permit easier 


For Lumker Call Our Number Lincoln 7-340 
Hechinger ts 

V)) Fix Up 

\ {| Recreation 

S| Room li lor 
Basement on 
At Low Cost 


SPECIALS TUESDAY—WEDNESDAY 


IT’S FUN TO DO THE WORK YOURSELF a SAVE 












































HOMEOWNERS are encourazed 0 


build their own recreation room by 
Hechinger Co., Washington, D. © 
newspaper advertising. 
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' TRAINED CEMENT FINISHERS, says Meissner, are a distinct advantage to 


_ the small-home builder. They have the right equipment and can come in and 
finish a surface in jig time. Don’t be without them is his advice. 


SEE 


me 


14 CCE BRS, 


sier 











Courtesy American Lumber & Treating Co. 
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‘These Short Cuts Slice Construction Costs 


Site preparation completed, the builder is ready to go 
ahead with footings and foundations. The author discusses the slab, 
the plenum chamber, and the basement — and tells which of these he 


favors. 


By GUS MEISSNER 


Techni -al Consultant, American Lumberman 
& Building Products Merchandiser 


(\ 


e property lines and building 
boundaries have been clearly 
marked by the surveyor, the 
bui er can proceed with excavat- 
jing There are several ways of 
Jaying out foundation lines, but 
one which I have found useful is 
ithe following. 

| First drive a stake at the grade 
jlin (this may be either the survey- 
sors stake, the curb, or a similar 


Point on the adjacent property). 
Then mount a simple leveling in- 
sStrument, consisting of a carpen- 


fter’s level with two small screw 
pcyes at each end, on a firm tripod 


pr drain tile (see photo on next 
mPage) and center it over the stake. 
mMeasure the distance from the top 
” @of the stake to the top of the level 


BUILDING Propucts MERCHANDISER 





Part Il of a series of AL&BPM's technical consultant on the problems 
of today's small home builder. In subsequent articles Meissner will dis- 
cuss short cuts in framing, roofing, and finishing, with tips on how to 
save money at every turn. For an overall picture on how the small 
builder (your best customer) operates, this series is a must. If you have 
questions on specific building problems not covered here, the author 
invites you to send them to him in care of AL&BPM. 





(i.e. sight line). This is known as 
the “stake level.” 

In the absence of trees or other 
fixed objects on the site, have an 
assistant drive long stakes into the 
ground at several points around 
the entire sight. Then ask him to 
hold up a white card—until it ap- 
pears in your sights. At exactly 
dead center have him drive a nail 
through the card into the stake. 

Measure down to the “stake 
level” and drive another nail. You 
now have the second point in estab- 


lishing foundation lines. Proceed 
around the site until you have at 
least four such points, depending 
upon whether your plan is perfect- 
ly rectangular or not. 

These level points can be easily 
transferred to foundation or foot- 
ing forms and are also helpful in 
determining slope for driveways, 
walks, and outlying buildings. 

The Slab (Fig. 1) 

The slab is the simplest, most 
economical type of floor construc- 
tion. After the ground is cleared 
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The Stanley name on your 
shelf hardware means 
faster turnover and repeat 
sales for you. The familiar 
yellow and green label on 
every box is known from 
coast-to-coast for indisput- 
able quality and long 
dependable service. Recom- 
mend Stanley Hardware 

to all your customers... 
build customer confidence 
that'll pay off again when 
they are looking for 

other products. 


The Stanley Works 
New Britain, Connecticut 


[ STANLEY ] 


Reg. U.S. Pat. Off. 


HARDWARE*TOOLS ELECTRIC TOOLS 
STEEL STRAPPING*STEEL 















Remember ... Three Hinges To A Door 
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These Short Cuts Slice Construction Costs {continued} 





LAYING OUT a house does not necessarily require expen- 
sive devices. A carpenter’s level with two screw eyes for 
sights set to rotate on a sewer tile will serve adequately. 


and leveled, work can proceed im- 
mediately on forms. Set these by 
means of previously established 
level marks, using local codes and 
specifications for depth and width 
of footings. Most footings for 
basementless houses need only be 
poured to lie below the frost line. 

Once gas and water lines are in 
place, and form work is carefully 
leveled, it’s a good idea to lay 
strips of roll roofing, lapping it 
in the direction of the ground 
slope. This protects the concrete 
from dampness. Over it you can 
now place your 6” x 6” reinforcing 
steel mesh. 

Foundation bolts are usually 
placed 6 feet C.C. and are normally 
14” in diameter. By matching 
forms and bottom plate, you can 
position bolt holes accurately. One 
easy way is to use 1” x 3” spacers 
cut to the form width. Tack these 
to the plate, drill 54” holes in both, 
and pry apart. Now insert anchor 
bolt and washers in spacer holes 
and nail spacers to footing form, 
using plate-hole marks as guides. 
Later, when concrete is poured, 
bolts can be set to fit the plate ex- 
actly. 

Check to see that your plan calls 
for a 14” expansion joint around 
the perimeter of the slab. It is ab- 
solutely necessary if you want to 
prevent the concrete from buckling. 


Pouring Concrete 

For slab footings use a 5-sack 
or 2500 lb. transit mix (see Fig. 
4). Or use a 1:2:4 mix, with 
about six gallons of water to the 
bag. 





Before pouring the slab be sure 
that the roofing strips are down. | 
Then shovel a 3” layer of crushed | 
rock, gravel, or cinders. This layer | 
should be tamped to about a 2” ” 
thickness. 


Pour the concrete, either by 
“chute” or wheel barrow, rod it to | 
prelocated “screeds,” and float to 
a fairly even finish. Later, excess | 
water will rise to the surface, and | 
when this occurs, a dry mix of 1/ 
part cement to 2 parts sand (anda) 
color powder, if desired), based on Bi: 
20 Ibs. per 100 sq. ft. is sprinkled |” 
over the wet surface and floated in. |= 

After the excess moisture is 
taken up by the dry mix, the sur 
face is either hand or machine 
trowled to an even, smooth finish. 
More dry color mix may be needed 
to effect a smooth even surface, but 
no more than 30 lbs. per 100 s¢ 
ft. should be used. 


If a smooth finish is specified fo! 
terraces, garage floors, walks, ete. 
the remainder may require a float 
finish. This is necessary for 4 
phalt tile flooring, wood parquettt 
blocks laid in mastic, or strip floor 
ing laid on sleepers. 


NOIRE $4 2 


PS ee ae 


Be TIA ES, 


Professional Finishers 


There’s a knack to troweling 4 
concrete surface to a smooth fi 
ish, as many a “sweat-equily 
builder has found out, especial! 
if he has tried to do it himself. | 

To any such builders I would 54 7 
this: don’t try to save money by P 
doing your own finishing. Hi"§ 
trained cement finishers. The) 
have rotary trowel machines which 
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Only Jaeger offers these advantages, 





Longest life drum, fastest to 
charge, mix and discharge 
No change in proven superior de- 
sign and heavy duty construction of 
the Jaeger ‘‘dual mix'’ drum. All 
supporting members designed for 
maximum material loads. 





“To-the-Spot"’ 3 piece chute 
Instantly swings aside for extra big 
buckets or provides 5’ to 13’ chute 
combinations for any condition. 


'}. * 


Open-type end loader with 

instant-opening drum gate 
Provents cement blow-back or water 
spillage when charging and loss of 
concrete even on steepest grades. 


You can mount Jaeger “Mix PLus” models on any 
standard make of truck, haul the largest legal 
payload, charge, mix and discharge faster than 
with any other truck mixer, and continue to enjoy 
these advantages throughout a life expectancy of 


Up to 1200 lbs. 
lighter than 


previous models 








Sealed end-loader with 
perfected grout-proof seal 
One quick wheel-turn fully opens hop- 
per. One push of lever lubricates and 
completely flushes the seal. 


plue light weight for biggest payloads 


&. 


“Comatic” transmission gives hydraulic 
finger-tip control of drum 

Power does the work. Automatic brake 
prevents shock load to transmission 
gears when reversing drum rotation. 


& to 10 years compared with the 4 to 5 years aver- 
age life of cheaply built mixers that cost as much 
or more to buy. That’s why more concrete con- 
tinues to be mixed and hauled in Jaeger truck 
mixers than by any other method. 


For full information see your Jaeger distributor or send for catalog TMH 2 


THE JAEGER MACHINE COMPANY 


160 Dublin Avenue, Columbus 16, Ohio 


World's largest builders of TRUCK MIXERS, AGITATORS * 


Buy 


DING Propucts MERCHANDISER 


PUMPS © COMPRESSORS © CONCRETE MIXERS © PAVING MACHINERY 
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Dealers everywhere 
have found they can recom- 
mend with confidence—and 
sell with profit—Keystone Metal 
Insect Screening! Has the uni- 
formity and qualities that make 
it easy to handle and install either 
in today’s big replacement mar- 
ket or new work. Outstanding eye 
appeal, combined with strength 
and durability are extra pluses. 
A full range of meshes, gauges 
and finishes in Galvanized 
Steel Wire Screening, Bronze 
and Clad Aluminum. Send 
today for details and 

prices, 








These Short Cuts Slice Construction Costs (continued) 











do the job better than you can— 
and in much less time. 

A slab poured in early morning 
with transit mix can be finished 
that night. It’s well worth the ex- 
tra cost. 


The Plenum Chamber (Fig. 2) 


In this system of construction 
now finding much favor with build- 
ers, the entire space under the floor 
is used as a warm air supplier. 
This space is normally 18” high 
and is known as the “crawl space.” 
The furnace releases heat into this 
area, and it is conducted upwards 
to the house by means of floor 
registers. 

Naturally every precaution to in- 
sulate against heat loss, dampness, 
decay, and termites must be taken 
with this type of construction. 





FIG. 1. THE CONCRET§: 
SLAB is finding strong 
support among builders 
and architects of con 
temporary houses. Wit ii 
adequate insulation and 
proper footings, it is used 
in place of wood joist co:- 
struction in some areas. 


Summer ventilation is an absolute 
must. But if the builder follows 
FHA requirements as to vent open- 
ings, ete., he should have no 
trouble, 


The Basement (Fig. 3) 


Are basements worth it? This 
question has been kicked around 
for a long time by both homeown- 
ers and builders. I don’t presume 
to have the last word on the sub- 
ject, but here are some facts which 
I think are worth considering. 

Let’s admit that with basements 
you have: 

Deeper excavations 

More form work 

More concrete (or block) 

More waterproofing 

Stairways 

More wiring 














FIG. 2. THE PLENUM 
CHAMBER or crawl 
space is 18-24” high 
and should be heavily 
insulated on all sides. 
Note blanket insulation 
in floor joists, insulat- 
ing board on inside 
wall, 55 Ib. roofing 
strips between gravel 
layers, and waterproof- 
ing. 
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n- She’s going to send more Here’s how Operaigt 25 works: 
Monowall customers to you ., 





his 

ind Something new has been added to Armstrong’s M-67 
Wnl- Monowall® advertising on television. Now, through 
ime Western Union’s “Operator 25” service, the TV viewer 
ee is being told the name of the nearest dealer who 





handles Monowall. Interested prospects are chan- 
aie neled directly to you. 

Here’s how it works: viewers of Armstrong’s Mono- 
wall TV commercials are told to call Western Union 
and ask for Operator 25. If you’re the nearest Mono- 
wall dealer, she gives your name and address. There’s 1. Your prospect sees 2. He calls Western 

. . the Monowall TV Union, asks Operator 
no time lost by the customer in looking for a dealer. commercial .... - 25 who sells it... 

TV advertising is only one reason Armstrong’s M-67 
\fonowall is easy to sell. Monowall answers the grow- 
ing demand for an attractive, durable wall refinishing 
naterial. The new M-67 plastic finish givesitatough, 4 
tlass-smooth surface and beautiful colors that stay ~~ 
right for many extra years. 

The Armstrong wholesale representative who calls 
m you will be glad to tell you more about the “Oper- 
itor 25” service. Call him and arrange to get your 
name on the Operator 25 list, or write directly 
to Armstrong Cork Company, 4710 Lincoln 
Y Street, Lancaster, Pennsylvania. 
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8. She gives him your 4. ...and you get 
: name, address, and another interested 
telephone number... Monowall prospect. 









ARMSTRONG’S BEX MONOWALL 
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A FAST 
"ONE-TWO" FOR 
BIGGER SALES! 








Follow-through 





with SISALKRAFT 


everytime you sell one or more 
bags of cement. 





IT’S a natural selling combination because 
SISALKRAFT CANNOT be matched for: 


(1) Covering the fill before pouring 
concrete; 


(2) Covering the newly poured con- 
crete to protect and cure it 
properly. 

And, remember, SISALKRAFT is a 
profit-building combination sale with 
many other building products. It's 
tough, waterproof, and windproof .. . 
with all the features and quality that 
make it easy to sell and satisfy your 
customers, 


SISALKRAFT 
Is Nationally Advertised 
to help you sell 








For complete kit of samples, 
display materials, and selling 
aids free of charge... 


write Dept. AL-10 





THE SISALKRAFT CO. 


205 W. Wacker Drive 
New York 17,N-.Y. © San Francisco 5, Cal 


Chicago 6, Illinois 









These Short Cuts Slice Construction Costs [continued] 
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FIG. 3. POURED CONCRETE base- [of ©. BY 
ment construction is preferred, but |e ee TR 
hollow block is also acceptable—and },-s ; . AN 
more economical. The exterior should ; ; ae y 
be covered with two coats of portland 7 >! 7 A 
cement plaster and cold or _ hot- “y 2 poke Z 
mopped with an asphalt waterproofing if: . % 
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but what other type of construc- Space—that’s what people are 


tion turns a one-story house into a 
two-story house—and at a cheaper 
square-foot cost than any compa- 
rable above-ground area! 

It makes no difference which type 
of construction you use—you still 
have to pay for layout and foot- 
ings. Those are common to all 
houses. 

Of course, if you want basement 
partitions, that runs the cost up 
too. But you can get along without 
them—at least for a time. 

Yes, a basement increases the 
cost of a house, but a great many 
ranch-house owners wish they had 
one. 
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looking for these days—space, and 
more of it. A basement can give | 
‘em just that. 


Basements Can Be Dry! 


To build a basement that will 
remain dry for years to come de- 
pends largely on the quality of 
your construction and on the local 
ground and climate conditions. | 
Quality construction means prop- | 
erly designed walls and footings, ; 
good concrete mix (or mortar in f 
block construction), adequate drain [ 
tiles, and proper waterproofing. 

continued on page 160 



































TYPE A 8 Cc | D 
WIDTH-BOTTOM| 20° | 20° | 16° | 16" | 
WIDTH - TOP 20” | 8° B° | 16" | 
|___ HEIGHT 10° | 1036" val a" | 
AREA-SECTION | 200°°| 145.378] 109.5%| :28°°| 
sdinsPentinenr root | 240 | 240 | 192 | 192 | 
copie ano oreowe | 19.44 | 26.76 | 35.5 | 203) 
























16" \ 16°— 








TYPE B 
FIG. 4. FOOTING TABLES for slabs in 


mendations. Bottom row of table indicates amount of footing obtainab:e Pe 


cubic yard of concrete. 
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TYPE C TYPE D 
ranch type homes follow FHA reco 
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EASIEST WINDOW fo Install 
BUILDERS & CONTRACTORS 


[ S*" No parts to lose! No hardware 
to assemble and fit into the window! Easy 
‘o handle...easy to store...easy to 
nstall! AUTO-LOK windows are delivered 
to the job completely assembled ... ready 
to be placed in the window opening! 





AVAILABLE TO DEALERS 
.. FROM COMPLETE 
(oma: JOBBER STOCKS... 





Ludman Corporation is now establishing qual- 
ified jobbers everywhere ... one of these 
jobbers will make AUTO-LOK available in 
your area. If your jobber does not now have 
AUTO-LOK, please write for the name of 
nearest jobber who does handle AUTO-LOK. 


BIG NATIONAL 
ADVERTISING CAMPAIGN 
plus HARD SELLING DEALER 
HELPS & PROMOTION 


All builders, contractors and 
architects in America see the AUTO-LOK 
story in their magazines. Direct Mail to go 
to your customers is ready for you NOW! 
A Local Newspaper Advertising Mat Service 
is ready for you NOW! Job Signs and 
Counter Cards are ready for you NOW! 





’ THIS SsVon Sz 
‘ AONSTRATOR O 
YOUR SALES FLOOR 





Ano watch your window 

saics curve zoom! Write today for full 

information on how to get on the 
»-LOK profits band wagon. 


YOUR CUSTOMERS WANT THIS 
WINDOW 


Your sales force needs this window! And, you 


; will /AAKE MORE PROFITS with this window! 


N WINDOW 
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AUTOMATIC LOCKING 
PATENTED 


THE A Cof@cl winvow FOR EVERY CLIMATE 


The “eye ore ofahomecom- why should they install windows 
pletely furnished with AUTO-LOK with disadvantages, when...through 
windows is a big “buy appeal” you...they can choose the first 
today! Your builders will be quick and only window specifically engi- 
to recognize the sales advantage neered and built to combine the 
of installing AUTO-LOK. In fact, best features of all window types! 


LUDMAN CORPORATION 
MAIL BOX 4541, DEPT. AL-10 
MIAMI, FLORIDA 


THIS GENTLEMEN: 


| am interested in Ludman AUTO-LOK Wood Windows, please send 


COUPON literature and name of nearest Ludman AUTO-LOK jobber. 
/ I inca cncineswerienaweciunccveuecteseseceetes NS iiiciicsvetieceeousess 
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AMONG THE DEALERS 





Hoo-Hoos Elect Geiger Snark of the Universe 


at 6Ist Annual Convention 


Arthur H. Geiger, 48505, Ta- 
coma, Wash., a member of the 
Supreme Nine for the past three 
years, was elected Snark of the Uni- 
verse at the record-breaking 61st 
annual convention of the Concat- 
enated Order of Hoo-Hoo in Denver 
last month. Mr. Geiger succeeds 
Robert J. Stalker, 36918, who was 
elected president of the board of 
councilors. 

More than 450 people, excluding 
the many Denver members, regis- 
tered for the various functions at 
the three-day session. A highlight 
was a concat at which 22 Kittens 
were initiated. 


Progress reports showed that 
Hoo-Hoo now has 102 clubs with 
an all-high membership total of 
11,502. Eight new clubs were added 
during the year and 115 Concats 
were held. Foreign clubs organized 
during the year are located in Mon- 
treal, Quebec, Manila and Honolulu. 

Five new men elected to the 
Supreme Nine are: Walter Webb, 
Jr., 45745, Jurisdiction I, Massa- 
chusetts, Gurdon; Stuart Smith, 
48715, Jurisdiction III, Oregon, 
Bojum; Hubert Lamson, 51553, 
Jurisdiction IV, Louisiana, Arcan- 
oper; Alfred Bell, Jr., 45756, Juris- 
diction VI, California, Custocatian; 
Winfield Oldham, 42722, Jurisdic- 
tion VII, Texas, Junior Hoo-Hoo. 

Clark R. Gittings, 50313, was 
convention chairman. Walter E. 
Kellogg, Jr., 51477, president of the 
Denver host club No. 74, was co- 
chairman, Mrs. Joel F. Scott headed 
the ladies committee. 

The 1953 convention will be held 
in Minneapolis and the 1954 con- 
vention is scheduled for Houston. 


B.M.E.A. To Expand 1953 
Dealer Display Contest 


Encouraged by the success of 
their first “Oscar Award” contest 
last year, the directors of the 
Building Material Exhibitors’ As- 
sociation recently voted to expand 
the program by cooperating with as 
many as 12 state and regional as- 
sociations of lumber dealers in 
sponsoring the second annual event. 

A bronze plaque will be awarded, 
during the convention of each par- 
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ticipating association in 1953, to 
the dealer judged to have entered 
the outstanding exhibit for mer- 
chandising a building product in- 
corporating some use of a manufac- 
turer’s display materials. Several 
“Oscar” certificates also will be 
presented to dealers for good dis- 
plays. 

Eight associations have already 
accepted the B.M.E.A.’s invitation 
to participate, automatically quali- 
fying their members for the con- 
test. They are: Indiana Lumber 
and Builders Supply Assn.; Illinois 
Lumber and Materials Dealers 
Assn.; Wisconsin Retail Lumber- 
men’s Assn.; Ohio Association of 
Retail Lumber Dealers; Michigan 
Retail Lumber Dealers’ Assn.; 
Northwestern Lumbermen’s Assn. ; 
Iowa Retail Lumbermen’s Assn., 
and the Louisiana Building Ma- 
terial Dealers Assn. 

Other groups invited to partici- 
pate are: Northeastern Retail Lum- 
bermen’s Assn.; Middle Atlantic 
Lumbermen’s Assn.; Lumbermen’s 
Association of Texas and the Ken- 
tucky Retail Lumbermen’s Assn. 





There’s plus profits in floor cover- 
ings. Read how one Washington State 
dealer handles this department in 
“Floor Covering Specialist.” 

John H. Martin, president, United 


Lumber Yards, Modesto, Calif., spent 


three months this year in the Defense 
Production Administration, Washing- 
ton, D. C. There he had an excellent 


chance to observe developments that 


will be of great importance to your 
business. Look next issue for his 
exclusive article, “New Products Can 
Help or Hurt You.” 

The profit-sharing idea is arousing 
a lot of interest among dealers around 
the country. Next issue American 
Lumberman gives you another article 
in a series based on dealers who actu- 
ally operate profit-sharing plans. Read 
“Grade A Profit Plan” in the Oct. 20th 
issue, 


Convention Dates 


JANUARY 
7-9, Ohio, Cincinnati, Nether):nds 
Plaza Hotel. 
12-14, Kentucky, Louisville, Brown 


Hotel. 

13-15, Northwestern, Minneapolis, Au- 
ditorium. 

18-21, National Association of liome 
Builders, Chicago, Conrad Hilton 
Hotel. 

20-22, Western Retail, Portland, Mult- 
nomah Hotel. 

25-27, W. Virginia, Charleston, Daniel 
Boone Hotel. 

26-29, Northeastern, New York City, 
Statler Hotel. 

26-28, National Roofing, Philadelphia, 
Bellevue Stratford. 

28-30, Southwestern, Kansas City, Mu- 
nicipal Auditorium. 


FEBRUARY 


3-5, Michigan, Grand Rapids, Pantlind 
Hotel. 

4-5, W. Pennsylvania, Pittsburgh, Wm. 
Penn Hotel. 


4-6, Mountain States, Denver, Shirley- 


Savoy Hotel. 

6-8, Middle Atlantic, Atlantic City, 
Chalfonte Haddon Hall. 

10-12, Illinois, Chicago, Sherman Ho- 
tel. 


17-19, Wisconsin, Milwaukee, Audi- | 
torium. 
18-20, Virginia, Roanoke, Roanoke | 
Hotel. 


25-27, Nebraska, Omaha, City Audi- 
torium. 


MARCH 


3-4, N. Dakota, Fargo, City Audi- 


torium. 

3-5, Indiana, Indianapolis, Murat Tem- 
ple. 

5-7, Intermountain, 
Hotel Utah. 

11-12, Mississippi, Jackson. i 
11-13, Iowa, Des Moines, Iowa Ex: | 
hibitor’s Building. 

17-19, Carolina, Asheville, N. C., Bat: | 
tery Park & Vanderbilt Hotels. 


18-19, Louisiana, New Orleans, Jung 
Hotel. 
24-26, Tennessee, Galtenburg no ex- 
hibits. 


25-26, Independent, Minneapolis, Rad- 
isson. 

26-28, N. Jersey, Atlantic City, Hote! 
Claridge, no exhibits. 





APRIL 


7-9, S. California, Los Angeles. 

8-9, Arkansas, Little Rock, Hotel 
Marion. 

15-16, S. Dakota, Sioux Falls, Coli 
seum. 

16-18, Miami Beach, no exhibiis. 
19-21, Texas, Galveston, 
Pier. 


MAY 
14-16, Arizona, Grand Canyon (ark. 
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This attractive room was built in wasted attic space. Walls are J-M 


New opportunities for remodeling sales 


,.. with Johns-Manville 
Panels and Plank 


Plank in Buckskin Tan. J-M Ceiling Panels are Ivory. Notice the 
broken-joint ceiling treatment which saves time in application. 





It's so easy to build a beautiful room like this with J-M 
Panels and Plank! Their rich new colors and flame-resist- 
ant finish (no extra cost) open up big, new opportunities 
for interior remodeling sales—both in the home and com- 
mercial buildings. The J-M Glazecoat finish is smoother, 
harder and more durable than ever before. The famous J-M 
Lightning Joint which speeds application and conceals 
fasteners gives you additional advantages—see diagram. 


J-M Wall Plank comes in Ivory, Antique Green, Dust Rose 


anc Buckskin Tan—J-M Ceiling Panels in White and Ivory. 
_Johns-Manville, 22 E. 40th St., New York 16, N. Y. 


JOHNS -MANVILLE 
PRODUCTS 
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Flame-resistant finish at no extra cost! 
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Cross section of J-M Lightning Joint. Notice the spaces at 
A and B to provide for expansion and contraction... the 
tapered edge of the tongue C to facilitate joining . . . the 
square-corner edge D to make alignment easier . . . the 
large nailing area E for concealed nailing or stapling. 
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Johns-Manville 
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a 
GENERAL VIEW of store interior from entrance. Cutlery ture manufacturer, in contrast to those in rear of store ab 
case ih foreground center was purchased new—from fix- built at more expense by the Wykers. 
b 


EXPANSION-- 
With an Eye 
To The Future 


Alabamians take sev: | 
eral months off, visit stores |’ 
in different states before” , 
remodeling their own. 


Ro ADRs aseT ie ae 


ia Hi ia 





Sabet nal 


On the old-town end of Bank 
Street in Decatur, Ala., the 63-) > § 
vear-old firm of John D. Wyker 
& Sons recently completed the) To 
remodeling and expansion of its} '“ 
store. Not content to satisfy} ¢)\° 
the needs of the moment, the} wa); 
Wykers were careful to plan} do. 
for the future. _— 

They modernized their store 
front, but they also acquired) ge, 
new space on both sides of thei!) ab. 
old store. They now have 4] buii 


Was 





show room in use for bathroom} ***" 
fixtures on one side, and 800) > j,°\) 
square feet (now being rented! | dar 
to a credit concern) on the| 7 col 


HA} 


PLATE GLASS FRONT and block © light 
lettered aluminum marquee are stant ~ both 
out characteristics of John D. Wykel 9 si 
& Son store. Large electric sign (20) bly w. 
shown) and arrow flashes _ store’ jj tile 





ae cirin. 








name from opposite side of streé — 
atop two-story building. . 
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ther. This space can be con- 
rted easily when necessary. 
\ A basement warehouse, plus 
; warehouse on the _ second 
foor are also new additions. 
Part of the second floor is given 
over to office space. 

After all remodeling work 
was completed, including the 
installation of a new heating 
and air conditioning system, 
the interior was completely re- 
decorated. So satisfied were the 
Wykers with the results, they 
soon intend to remodel the old 
warehouse in back of their 

_ store. This will house roofing 
oa and heavy building materials 
and will help make their firm 
the largest hardware and build- 
ing supply concern in the area. 





STRONG, ONE-LINE paint and var- 
nish display is featured on right side 
of store. Brushes are behind dust- 
proof sliding glass doors in center of 
section. Plywood shelves are adjust- 
store able to various container heights. 
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4 
SeV- 
ores | 
fore ral 
oy 
7 = 
awe 
Bank | 
1e 63> | 
V yker } 
d the’ TO MAKE ROOM for bathroom fix- 
of its) ‘°° department, Wykers acquired 
atisty area next door (formerly occupied by 
4) h calc) and removed section of brick 
t, the Wa Ceiling, walls, and front win- 
plan dows were made to match rest of 
stove. Biggest part of remodeling job 
storeta ™ this area. 
juired REAR VIEW of store, shown at right 
f their above, with floor displays that Wykers 
ave 4 built themselves. “Wouldn’t build ’em 
hroom again—cheaper to buy them ready 
1 800 Made,” says Wyker. Key color in store 
P 4 is sreen, with light shade on walls, 
rente darker on counters, still darker on 


n the columns, 


HARDWARE SECTION is cove 

: plock | | lighted, with tools being hung from 

. stand both metal brackets and wood dowels 

_ Wyker 9) ~@#saimst a block pattern of striated 

jen (not blywood. Part of the store has asphalt 

store? me ‘lle floors; part, wood floors. Non- 

» treet ae ‘MPulse items such as nuts and bolts 

are kept at upper. shelf levels, as 
they are selected by clerk anyway. 
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THE LUMBER MARKET 











Lumber Survey 
Committee's Report 






The lumber market continued to 
show a lack of strength during the 
second quarter of 1952, but a note 
of optimism was evident that the 
last half of the year would see a 
pick up in demand for lumber. 
The Lumber Survey Committee in 
its 85th Quarterly Report to the 
Secretary of Commerce pointed out 
that the output of lumber in the 
second quarter increased seasonally 
over the first quarter, and prelimi- 
nary estimates indicate that lum- 
ber production during the first half 
of 1952 was about 7 percent below 
the first six months of 1951. 

30th lumber shipments and new 
orders booked during the second 
quarter of 1952 were slightly less 
than the quarter’s production ac- 
cording to the Committee’s re- 
port. Gross mill stocks of lumber 
on June 30, 1952, were estimated 
to be 17 percent above the levels 









































American Forest Products Industries photo 


SELF-LOADING TRUCKS made it possible for tree farmers to salvage much 
valuable timber that would otherwise decay in the woods. Logs were cut from 








ing up to 61,752 acres were desig- 
nated officially as a Tree Farm re- 
cently at McArthur, Ohio, before 
a crowd of nearly 400 persons. The 
giant Tree Farm is managed and 
partly owned by The Baker Wood 
Preserving Company, a subsidiary 
Company, a subsidiary ofrrhewAtfl 
of D. B. Frampton and Company, 
Columbus. 

D. B. Frampton, in accepting 
the certificate awarded by the Ohio 
Forestry Association, sponsor of 
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lumber to the Atlantic Coast plus 
a weak demand from consuming 
centers are all seen as weakening 
the price structure here. On the 
optimistic side the West Coast re- 
port shows that rail orders ad- 
vanced 21 million feet on the last 
summary. 


Fir prices are hard to pin point 
but are apparently steady to $2.00 
lower on green dimension. Hem- 
lock is unchanged and Shingles are 





operating weather and a lessene 
demand for logs. There are large 
supplies of sawmill logs but peelers 
are in greatest demand. 

The input of Douglas fir logs 0 
Columbia river was particularly 
strong as revealed by 


logs reached the highest inventoly 
in years with 346 million feet. 4 
year ago the total stood at 227 mil | 
lion feet. 
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figures ] 
which show that supplies of these | 





at the end of June 1951. Retail windfall pine at right. This picture, made on a Western Pine Tree Farm, shows s 
yard lumber stocks declined 6 per- a “triplex” unit in operation. The truck yards logs, hoists them aboard and 1] 
cent during the second quarter. hauls them away to the mill. n 
Unfilled order files at the mills se 
at the close of the second quarter li 
of 1952 were equivalent to 30 per- the state’s six-year-old tree grow- holding their own except for a 
cent of gross stocks, compared ing program, echoed the need for’ slight drop in the price of No. 1 
with 38 percent a year ago. Aver- permanence in the industry. “We . perfections. No. 1 XXXXX are bl 
age lumber prices as reflected in can’t survive jumping around,” he strong where quick shipments is 
the Wholesale Price Index of the said. “We must grow trees.” desired. Royals are rather scarce. 8 
3ureau of Labor Statistics showed Mr. Frampton said tree farming Pines are weaker in all grades due nf 
little variation during the second is a “sound business venture!’ to availability of air dried_ stocks. ™ 
quarter. Four full-time foresters manage Englemann spruce is plentiful be- - 
The Committee reported that The Baker Wood Preserving Com- cause of government efforts to in- ay 
current output of lumber is about pany Tree Farm. crease cuttinng in the fight against pr 
2 percent above the third quarter the spruce bud worm. si 
of 1951, aided by favorable operat- Log inventory as of September 
ing weather in most producing Log Inventory lst proves surprisingly good. On| = w 
areas. High stumpage prices and that date Puget Sound reported 472 | ss» 
increasing production costs are Grows at Seattle million feet or 65 million more | a 
causing many small mills in the : , , than on August Ist. A year ago] to; 
South to close down operations. Two views predominate in as- the total was 422 million feet. All| y. 
Most active mills are working a essing the state of the market species gained. On Columbia river 
40-hour week. here. Most commonly expressed is the news is even more significant . 
Little improvement in the de- that it is still declining; that the ith 647 million feet on hand which te 
mand for hardwoods was experi- are no emergencies or brisk de- jj, 75 million feet more than the p! 
enced during the second quarter of mand to push the market higher. Ayoust first figures. A year ago fe 
1952. The other view sees a market that (ojumbia river had 434 million feet. ah 
a os ge _ ger en may stay he input advanced also for Grays . 
at present levels or advance some Harbor district which reported 128 % 
se | — — a position at which it will million feet or 29 million cai than dri 
i . the previous month. A year ago 
“ io Tree Farms A large log inventory, bettering Gene Harbor had 95 million feet. Aci 
Twenty tracts of forestland add- of the car situation, lower charter This very strong inventory 1 tag 
rates and available shipping for the three districts is due to good | 
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Hazelwood 
Plankweld... 


a new Weldwood product 
with a new, fat profit margin 





is headed your way... fast 


Heavy consumer magazine advertising plus a whole 
kit full of point-of-sale promotion material is aimed 
at helping you latch on to fast, full-profit sales! 


Smart merchandisers in the build- 
ing supply field are backing the 
newest number in the fast-selling, 
sensationally successful Plankweld 
line—Hazelwood Plankweld! 


Here’s an eye-catching honey- 
blonde plywood panel that’s the ’52 
“Miss America” among building 
supply products ...a panel that has 
a tough, long-lasting, factory-ap- 
plied finish and remarkable grain 
uniformity. The Plankweld idea of 
an easy to install, do-it-yourself, 
pre-finished hardwood panei has al- 
ready swept the country. 


Now thisnewest high-style Plank- 
weld panel — Hazelwood — with a 
sensational new low price — threat- 
ens to run away with the field. And 
topple all previous records for big 
volume retail sales and profits. 


_ Yes, that’s the winning combina- 
tion for you — an eye-catching new 
product, new low prices and a new 
tat profit margin that you can turn 
in.o big money. Provided you move 
ist to latch on to this high power, 
( 


| n speed, high pressure sales 
vive! 


Acivertised . . . and How! 


‘caders of the largest homemaker 
mogazines are getting the story of 











= 


Branches in Principal Cities ° 


this factory-finished, Plankweld 
plank-type panel. 


Look at the magazines that are 
carrying this first, full-page, full- 
color announcement: 

AMERICAN HOME 

BETTER HOMES & GARDENS 

HOUSE BEAUTIFUL 

LIVING FOR YOUNG HOMEMAKERS 

SMALL HOMES GUIDE 

SUNSET 

plus 

HOUSEHOLD (24P.) 

COUNTRY GENTLEMAN (14P.) 

POPULAR MECHANICS (B.andW.) 


That means you want to be prepared 
with stocks — stocks of Hazelwood 
Plankweld and stocks of Hazelwood 
Plankweld PROMOTION. Sales- 
building material that will reach 
out and catch hungry-to-see, anx- 
ious-to-buy readers. Readers who 
scan the magazines and say, “That’s 
for us! Where do we get it?” 


Pre-stock, prepare, promote 


Use the Hazelwood newspaper ad- 
vertising mats we have waiting for 
your order, free. Use the radio spot 
announcements. Display the counter 
cards, use the envelope stuffers and 
send out the direct mail pieces. 


Tell every possible buyer, “I am 


WELDWOOD Plywood 


Manufactured and distributed by 








SO ——————— 





Kamae KeKa KKK KKK KKK KK 
* $4750 Packaged * 
+ 4]* Pre-finished * 
* RETAIL PROFITABLE * 
KKK KKK KKK Kh Kaka 


ready to sell you packaged Hazel- 
wood Plankweld walls for $47.50. 
How many packages do you want?” 


And do this telling right when the 
first full-page, full-color ads are 
breaking in the magazines. Your 
well-timed push in all parts of your 
trading area will gauge your profit 
at a good, fat $12.46 per package, 
or $115. per M. sq. ft. 


And, don’t forget, in addition to the 
Plankweld package, prefinished Hazel- 
wood panels, 4’ x 8’, hold out interest- 
ing sales possibilities, too. 


Hazelwood is another Weldwood 
“first.” ... Another sales winner 
you can ride to high profits . . . pro- 
vided you get away to a fast start. 











UNITED STATES PLYWOOD CORPORATION new York 18,'N. ¥. 


and U.S.-MENGEL PLYWOODS, INC., Louisville 1, Ky. 
Distributing Units in Chief Trading Areas 





BuiLpiInc Propucts MERCHANDISER 


115 





UNIVEKSILY UF BMIILRIGAN LIDRANICO 
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Mills Building Douglas fir plywood from about 


1,000,000 feet to 1,471,000 feet 
Inventory at Tacoma monthly. Two shifts are being op- 


er ' erated at the plant, which also is 

Business generally continues to processing knotty pine plywood 
be fairly good, although the market paneling ; 
admittedly is somewhat off. Most # 
dealing is in immediate orders, with The Standard Lumber and Man- 
both buyers and sellers somewhat ufacturing Co., of Carlsborg, was 
reluctant to commit themselves too the successful bidder for the pur 
heavily on futures. Production is chase of 49,600,000 feet of timber 
maintaining a high volume, with 1” the Olympic National Forest. 
operators building up inventories Sale price was $891,250. The tim- 
and preparing for possible im- ber, mostly Douglas fir and western 
provement in the situation later hemlock, was damaged in_ last 
in the Fall. year’s Forks fire and was sold as 

Officials of Centralia Plywood, salvage. This was the last big sale 
Inc., have increased production of of fire damaged timber in the Forks 





#9 ~=MODERN 
ders’ “EAT: 


SLIDING DOOR UNITS 
ARE PACKAGED 
KNOCKED DOWN! 


Less Inventory 


- 





Less Freight 
Ease of Assembly 





\ 


Modern Glide pocket units or wardrobe headers 

can be sent right to the job site in the pack- 
age—or from the shelf to job in package. 
4 Packaging knocked down means easy handling, 
more shelf space, reduced costs. 





On the job site they're all ready to place in 
position. Just nail in—no special carpentry 
needed. Plaster and wallboard can be af- 
fixed immediately. No time lost by building 
up pockets on the site. 








and MODERN GUIDE has 
these advantages too! _— 


The new Sliding Door Wardrobe pictured above answers homeowner f al 
demands for more wall space, more usable floor area. This unit, 


featuring overhead storage space, comes complete with sliding doors tl 
top and bottom—and, like Modern Glide's ‘'In-the-Wall" Rolling Wt—M#@@7 1] 
Doors and By-Passing Doors, is perfect for New Home building and L_lh 
the big Remodeling Market. (_e— 


All Modern Glide units and wardrobe headers are designed to carry 
any type or style of door. This enables the homeowner to match or harmonize doors with 
his other woodwork. Finish trim, too, may be matched. 
Savings in space and material (therefore money) are well-known advantages of sliding doors. 
With Modern Glide units your customers get perfect installation and operation for a life- 
time of satisfaction—and Modern Glide packaging gives both builder and dealer a new, 
valuable approach to simplified stocking and construction. 

SOLD DIRECT ONLY! Dealers and Builders — write today for complete information. 


MODERN GLIDE supine pook FRAME COMPANY 


11690 Cloverdale Ave., Detroit 4, Mich. 
TExas 4-8298 





area, according to federal officials, 
who said that less than a million 
board feet of timber in that area 
remain to be auctioned. 

The American-Hawaiian line ves- 
sel Hawaiian last week lojded 
500,000 feet of lumber here fo: the 
east coast. Recent hardwood ship- 
ments received here have included 
16,000 feet of Australian iron)ark, 
183,000 feet of Philippine mahog- 
any lumber and 60,000 feet of ma- 
hogany logs and 25,000 fee: of 
apitong, destined to be used for 
guides in mine elevator shafis in 
Montana and Idaho. 


Fewer Mills in 
Kansas City Area 


The Southwestern lumber mar- 
ket continued to exhibit strength, 
this development being due more tu 
fewer operators in the business 
rather than any concerted demand 
for the product. ~ 

Reports from the production cen- 
ters show that hundreds of little 
mills have closed up shop in recent 
years, being unable to realize a 
profit on the prices charged for 


timber. The larger mills are not | 
building up inventory and are cut- | 


ting against order files, for the 
most part. This imparts strength 
to the market. For a change, mill 
heads assert, mills are not carrying 
the inventory for the retailer; that 
is, instead of overstocking in hope 
the retailer comes in with an order, 
the mills generally have to cut the 
lumber for the order. 

Then, too, the bulk of the busi- 
ness placed with mills is for imme- 
diate delivery. Many retailers are 
ordering the lumber to be sent di- 
rectly to the job, thus by passing 
the yard itself. 

Ceiling prices exist for a wide 
assortment of lumber and in in- 
stances mills are getting additonal 
prices on restricted lengths. For 
instances, shiplap is bringing the 
ceiling $90 for kiln-dryed stock, but 
air-dryed in restricted lengths— 
8-foot and larger—is commanding 
$89, or $4 over the ceiling. 

The market for common board: 
is very strong and there still } 
a shortage for this grade, especial: 
ly in 6- and 8-inch. Prices are abou! 
unchanged in dimension, wil 
prices ranging from $85 to $90 fo! 
2 by 6’s; $87 to $90 for 2 by 85 
and $95 to $100 for 2 by 10’s. 

Some strength was manifest 1 
the gum market, The furniture au 
box industry is seeing some I 


ventory again. Industrial aid res!) 7 


—_ 








paper weled dese 


dential building has been fairly q 


tive in the Southwest and with 


more government restrictions & 5 
pected to be lifted in the near f' | 
ture, lumber interests expects '§ 


better movement of building su? 
plies. Any sizable pickup in & 


mand will find mills unable to me'§ 


116 October 6, 1952, AMERICAN LUMBEEMAN © 





eee ees ue 


—_— es =, 


CT SL mm 


t 
t 


ni 
cd 
al 


a} 
bt 
to 
di 
ta 
ti) 
su 
be 

in 

tir 


ahd 


and 


New 
beau 
style 


P Buy 








la- 
of 


in 


jar- 
rth, 
2 TU 
1eSs 
and 


cel- 


ittle 








cent 


ea | 
for | 
not 


cut- 
the 
ngth 
mill 
‘ying 
that 
hope 
rder, 
t the 


busi- 
mme- 
S are 
nt di- 


issing 


wide 


in ine 


itonal 

For 
g the 
k, but 
xths— 
nding 


boards 
till 18 
pecial- 
about 
with 
<90 for 
by 83 


fest il 
ure and 


me itt 
’ d resi 


rly ac 
| with 


ons eX 4 
ear flr 4 
ects “a 


ng sup 


in dee 


to mee! 


2 MAN ¢ 

















NEWS OF INTEREST TO DEALERS 


PUBLISHED BY The RUBEROID Co., 500 FIFTH AVE., NEW YORK 36, 


N. Y. 





COLOR-GRAINED SIDING, SMASH HIT 
FIRST YEAR, ADDS NEW SALES FEATURE 


New Duroc® Finish Promises 
Even Greater Demand From 
Home-Owners and Builders 


Little more than a year has passed 
since The Ruberoid Co. introduced 
Color-Grained Siding.* Dealers 
everywhere were quick to discover 
the magic selling features of this 
new sidewall material with its smart 
decorator-designed duo-tone colors 
and rich “shake” texture. Color, 
style and beauty won the immediate 
approval of architects, decorators, 
builders and home-owners. Asbes- 
tos-cement siding, long noted for 
durability, economy and fire-resis- 
tance, acquired exciting new decora- 
tive possibilities. Never before had 
such striking and enduring beauty 
been available for homes of all types 
in the remodeling and new-construc- 
tion fields. 


Exclusive Duroc Protection 
Adds Important Features 


Now, Ruberoid has added a new 
improvement to make Color-Grained 
Siding even more attractive and 
vive your customers greater value. 
lt's Duroc, the exclusive Ruberoid 
surfacing. Duroc adds a lustrous 
hiiish that brings out the full beauty 
he warm, distinctive colors and 
hivhlights the rich texture. It pro- 
‘es an armor-hard protective coat- 
ing that resists dirt, stain, wear 
wid Weather. Duroc repells water 
ali resists moisture absorption. 

or-Grained Sidewalls keep their 


New Duro 
b 


¢ finish gives a more lustrous 
eauty to the rich colors and distinctive 
style of Color-Grained Siding. 


§ Buitbing Propucts MERCHANDISER 











& 3 


‘Seetttconce am Sealibiees. soe, 


More homes every day testify to the growing popularity of Color-Grained Siding. 


luxurious colors and fresh beauty 
for years longer with Duroc’s extra 
protection. 


..-and that’s not all 


To give Color-Grained Siding even 
greater luxury, Ruberoid has devel- 
oped ShadoWedge,+ an asphalt un- 
dercoursing strip that adds rich, 
deep shadowlines to sidewalls. This 
tapered strip is 14” thicker at the 
vase and thrusts the lower edge of 
the siding shingle forward. The re- 
sult is a pleasing thick butt appear- 
ance. Essentially a weather strip, 
ShadoWedge makes a tighter, 
stronger sidewall and is easy to 
apply in 36” lengths over any sheath- 
ing material. 

With Color-Grained Siding and 
ShadoWedge you have the perfect 
sales-winning combination. 


Ruberoid helps you sell 


When you sell Color-Grained Siding, 
you can count on Ruberoid to back 
you up with powerful national ad- 
vertising. Full-color ads appear in 
leading magazines like the Saturday 
Evening Post and Good Housekeep- 
ing. Hard-hitting promotion mate- 
rial helps you build sales-winning 
displays in your store. Colorful and 
informative literature carries the 





story to customers and prospects on 
your mailing lists. Your Ruberoid 
representative will help you organ- 
ize a sales drive in your area. Call 
him today and start planning to 
build your siding profits to a new 
high with Ruberoid Color-Grained 
Siding. 





*Patent Nos. 2307733 ; 2307734, others pending 
*Patent No. 2394379, others pending 





Laboratory tests prove Duroc’s remark- 
able resistance to wear, weather, water 
and dirt. 
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the orders, because they are busy as 
it is now keeping abreast with 
orders. Also, the rainy season is 
about to start in the South and 
mills do not, as yet, have a big 
supply of rough lumber for milling. 


Nationally 


Lumber shipments of 485 mills 
reporting to the National Lumber 
Trade Barometer were 3.6 percent 
above production for the week end- 
ing September 13, 1952. In the 
same week new orders of these mills 
were 6.8 percent below production. 
Unfilled orders of the reporting 


mills amounted to 39 percent of 


stocks. For the reporting softwood 
mills, unfilled orders were equiva- 
lent to 21 days’ production at the 
current rate and gross stocks were 
equivalent to 52 days’ production. 

For the year-to-date, shipments 
of reporting identical mills were 
4.8 percent above production; or- 
ders were 3.4 percent above pro- 
duction. 

Compared to the average corre- 
sponding week of 1935-1939, pro- 
duction of reporting mills was 51.5 
percent above; shipments were 66.5 
percent above; new orders were 
43.5 percent above. Compared to 





HEAVY-DUTY FORK 


| LneT RU 








TAKES A BIGGER SHARE OF THE LOAD! 

















From sawmill to 
stacking yards... 
and ultimate loading 
out... the heavy-duty 
Fork LIFTRUK 
produces savings of 
from 50 to 75%. 

By skiliful stacking, more 
efficient utilization of existing 


: HEAVY DUTY 
storage space—by reducing LIFTRUK 
handling operations, with 5-72-10 
fewer hands—the Fork wan GED. ry sg 
LIFTRUK creates a speed-up price of the 
popular 


that produces a PROFIT 
where expenses come the 


















“Silent Hoist”’ 
Fork LIFTRUK, 


“DEAD” AXLE carries the load 
Full Weight of Truck and Fork Load rides 
on the Stationary Alloy-Steel Forged 
Axle. No weight carried on Differential 
Housing or Power Axle! Differential Axle 
cradled safely in the chassis. The LIFTRUK 
Traction Axle, on which the Wheels are 
mounted, never fails. 


SILENT HOIST & CRANE CO. 


Pioneers of Heavy Duty Materials Handling Equipment 
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the corresponding week in 1951, 
production of reporting mills was 
3.7 percent above; shipments were 
18.4 percent above; and new orders 
were 0.1 percent above. 


Douglas Fir 


Douglas fir sawmills at the end 
of August were still maintaining 
second highest production, orders 
and shipment records in the indus- 
try’s history, according to Harris 
E. Smith, secretary West Coast 
Lumbermen’s Association. 


Smith said eight months of pro- 
duction totaled 6,827,755,000 board 
feet, just 240 million below last 
year’s all time highest output. Or- 
ders at 6,812,327,000 board feet 
were just 100 million off last year, 
and shipments of 6,795,542,000 feet 
were only 142 million feet below 
last year. 

Smith said the freight car short- 
age, which hit hard in July and 
early August, had greatly improved 
and shipments of 222,474,000 per 
week for August were 37 percent 
above July shipments. 

The weekly average of West 
Coast Lumber production in Av- 
gust was 223,184,000 b.f. or 119.2% 


of the 1947-1951 average. Orders 
averaged 205,947,000 b.f.; Ship- 
ments 222,474,000 b.f.; Weekly 


averages for July were: Produc- 
tion 171,992,000 b.f. (91.9% of the 
1947-1951 average); Orders 195,- 
731,000 b.f.; Shipments 160,544,000 
b.f. 


Southern Pine 


The production of Southern Pine 
by the 122 mills reporting to the 


Southern Pine Association for the | 


week ending Sept. 13, 1952, 
amounted to 20,396,000 feet, or 
1.74% above the three year aver- 


age. Orders for the week ran to | 
19,596,000 feet, 2.25% below the | 
three year average. Shipments for | 


the week were 20,071,000 feet, 
1.59% below production. Unfilled 
orders totalled 55,085,000 feet. 


Western Pine 


Production of Western Pine and 
Associated Woods by the 112 mills 


reporting to the Western Pine As | 


sociation for the week ending Sept. 
13, 1952, 81,821,000 feet. This com- 
pares to 78,348,000 feet for the 
same period a year ago. Shipments 
for the week ran to 75,010,000 feet, 
8.3% below production. Fo: the 
same week last year shipments 
were 80,070,000 feet. 


end totalled 213,448,000 feet. 
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Order: for 7 
the week were 70,440,000 fect, a © 
compared to 82,694,000 feet « yea! — 
ago. Unfilled orders at the weeks 7 
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OFFICES OR WAREHOUSES IN: Au 
Los Angeles « Louisville « 


Let’s talk shop 
about 

G-P Hardwood 
Plywoods 










Do your customers think of hardwoods as a luxury 
material? Do they know that Georgia-Pacific Hard- 
wood Plywood—genuine hardwood paneling—can 
be used at prices comparable to any other types of 
decorative paneling? 


For example, G-P Crownply, the decorative hard- 
wood paneling, is a finished wall—no wallboard 
needed! And it’s guaranteed for the life of the house. 
The first cost is the last. 


Hardwood plywood, used as exterior sheathing, roof 
decking and sub-flooring, is comparable in cost to 
any competitive materials . . . but you get the added 
strength and ruggedness of hardwoods. 


G-P Crownply, for decorative use in Red Gum, 
Sap Gum, Poplar, Tupelo, Magnolia, Oak, Ma- 
hogany, etc. 


G-P Crown-bord, is for cut-ups and shop work. 


G-P Plysheet, general utility grade for sheathing, 
sub-flooring and shop work. 


Georgia-Pacific Hardwood Plywoods, manufactured 
at our big, new Savannah plant, are checked for 
quality at every stage of production . . . bonded with 
resin glues on hot plate presses . . . and specially 
processed for greater stability. 


See your Georgia-Pacific representative, or write 
Georgia-Pacific Plywood Company, 611-10F 
Southern Finance Bldg., Augusta, Ga. 


GEORGIA — PACIFIC 
PLYWOoOOD COMPANY 


gusta + Birmingham + Boston « Chicago + Cleveland « Columbia + Detroit + Houston + Lancaster 
Memphis + Nashville + Newark « New Hyde Park * NewOrleans « Olympia ¢ Orlando « Philadelphia 


Pittsburgh + Providence + Raleigh « Richmond + Savannah « Vineland 


re 
BUILDING Propucts MERCHANDISER 
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Lumber Prices at Presstime 


The following index is intended merely as a check on buying practices. It is 
a compilation and average of mill prices at press time and should not be con- 
sidered as current on the day the magazine is received. The prices should be 
useful in following market trends and as a check on purchases made approxi- 


mately ten days before receipt of the magazine. 
market price changes since the last issue—the Editors. 


DOUGLAS FIR 


Vertical Grain Flooring 


B&Btr Cc D 

Be ciivckwedeens 155. 00 150.00 105.00 
Flat Grain Flooring 

BEE cv vccctensee 130.00 125.00 93.00 

ne ee 155.00 150.00 105.00 
Drop Siding 

1x6 (Pat. #106).150.00 145.00 110.00 

ix6 (Pat. #116).155.00 145.00 105.00 
Ceiling 

J. eee ee 125.00 123.00 80.00 

BES nccceeenen 115-125 120.00 80.00 
Boards and Shiplap and 2” (Green) 

1x6 1x8 1x10 1x12 

7k 2 «teeen 69.00 72.00 70.00 77.00 

Ms D sence 64.00 63.00 62.00 70.00 

eee 54.00 57.00 54.00 62.00 


No. 1 Dimension 
2’ 14’ 16’ 18’ 20’ 


2x 4 80.00 80.00 81.00 80.00 80.00 
2x 6 78.00 78.00 78.00 81.00 79.00 
2x S F600 76.00 76.00 78.00 78.00 
2x10 78.00 79.00 78.00 78.00 78.00 
2x12 78.00 76.00 76.00 78.00 78.00 
No. 2 Dimension 
2x 4 70.00 70.00 73.00 72.00 72.00 
2x 6 71.00 68.00 72.00 70.00 74.00 
as § 71.00 71.00 71.00 71.00 70.00 
2x10 71.00 71.00 71.00 71.00 71.00 
2x12 71.00 71.00 71.00 71.00 71.00 
No. 3 Dimension R/L Only 
SS Sr ee rr er ee eee 53.00 
Pe Ga nwawale wale eke Fe eae sa aa kee 50.00 
a ee eee ae a 47.00 
ME bab ae es sceee + whines ae eee 42.00 
BEE Si ce veacea trees element seek aN 40.00 


(Add 10-15 dollars for dry lumber.) 





RED CEDAR SHINGLES 


Royals 
No. 1 24” 4/2 13.75 
No. 2 24” 4/2 8.00 
No. 3 24” 4/2 5.00 
Perfections 
No. 1 ES” 5/2% 10.50-10.75 
No. 2 13” 5/2% 5.25 
No. 3 18” 5/2% 4.25 
XXXxXxX 
No. 1 16” 5/2 9.00 
No. 2 1¢” 5/2 3.20 
No. 3 16” 5/2 4.25 





WESTERN RED CEDAR 


Prices for red cedar siding in mixed 
cars, new bundling, 6’ to 16’ are: 
Beveled Siding, % Inch 


Clear “_ “_B” 
eons Imch .....; 80.00 75.00 50.00 
EG IMCR ...c<e 85.00 80.00 60.00 
16 S26 IMCR .icees 105.00 100.00 85.00 
, a eee 130.00 25.00 95.00 
Clear Bungalow Siding, % Inch 
S PROM ccc ceewn 170.00 165.00 125.00 
10 inch .190.00 185.00 145.00 
5) rrr 210.00 205.00 150.00 
Finish B and Btr, S2 or 4S, 
6’ to 16’ or Rough 
Se aaa) aca ror ste ak die a ane 240.00 
OS Se ore ree ee 240.00 
DD ddececuededs canes pases 250.00 
Ceiling or Flooring, B and Btr, 9-16’ 
B&Btr. C D 
DEE ios vacwunwee 105.00 100.00 90.00 
SE ccetessnwuen 120.00 115.00 95.00 
Discount on mouldings 620’ -20’ odd 


lengths. 
Series 8,000 - 
Listing under 4.00—list plus 35 per 
cent. 
Listing 4.00 
per cent. 
Clear Lattice, 5-16”, 
100 Lin. Ft. 


and over—list plus 35 


6-16’ 


| Er ne ee ee ee 1.50 
BPE sdCcatereucce camera nes eens 1.75 
120 


Bold face listings denote 


WESTERN PINES 


Ponderosa Pine 








: 6/4 RW 
Selects and 
S2 or 48 4/4RW 6/4 RW 8/4 RW 
C&Btr RL 250.00 255.00 265.00 
Shop, S28 No. 1 No. 2 
, RE re ene 135.00 110.00 
Le PECTS SF Paap re Parte 35.00 110.00 
Commons, S2 or 48 
2&Btr. No. 3 No. 4 
= 8 Bh .. .. 118.00 78.00 64.00 
BMEG WOEt bedava 118.00 78.00 64.00 
Idaho White Pine 
Selects S2 or 48 
; 1x4 1x6 1x8 1x10 
C&Btr. RL 270.00 271.00 271.00 278.00 
D RL . .239.00 239.00 239.00 250.00 
Commons, S2 or 48 No. 1 No. 2 No. 3 
Sk Sees error 157.50 146.00 118.00 
| -188.00 151.00 118.00 
Sugar Pine 
Selects 
2 or 48 4/4 RW 5/4 RW 8/4RW 
B&Btr. RL ..270.00 280.00 (3 a8. Go 
i. Sears 265.00 275.00 280.00 
D Hee .....2+ 888,00 245.00 245.00 
Shop, S2S No. 1 No. 2 No. 3 
, Sera 157.00 125.00 85.00 
a ty 157.00 125.00 85.00 
OAK FLOORING 
Clear Pin @§x2% $§x1% %x2 %x1% 
White ..180.00 155.00 177.00 162.00 
Red .185.00 160.00 177.00 162.00 
Sel. Plain 
White ..160.00 135.00 167.00 152.00 
Red -168.00 140.00 167.00 152.00 
#1 Com. 
White ..142.00 115.00 125.00 115.00 
Red 80.00 115.00 82.00 77.00 
#1 Com. & 
Btr. Shorts. 
14%” .100.00 75.00 97.00 97.00 
SOUTHERN PINE 
Vertical Grain Flooring 
B&Btr. Cc D 
ERG cccccccccccckeaee 165.00 1465.00 
Flat Grain Flooring 
1x4 ............160.00 150.00 110.00 
1x6 ..........--190.00 180.00 140.00 
Drop Siding 
1x6 (Pat. #106).170.00 160.00 130.00 
1x6 (Pat. #116)'170.00 160.00 130.00 
Boards & Shiplap 
. 1x6 1x8 1x10 1x12 
No. 1 ...110.00 115.00 125.00 150.00 
No. 2 ... 85.00 87.00 87.00 90.00 
No. 3 -. 70.00 75.00 75.00 80.00 


No, 1 Dimension 
12’ 14’ 16’ 18’ 20’ 


2x 4 91.00 92.00 94.00 104.00 104.00 
2x 6 87.00 87.00 88.00 98.00 98.00 
2x 8 90.00 90.00 92.00 98.00 100.00 


2x10 100.v0 101.00 101.00 109.00 112.00 
2x12 106.00 106.00 106.00 117.00 122.00 
No. 2 Dimension 


2x 4 84.00 85.00 87.00 97.00 97.00 
2x 6 80.00 81.00 82.00 91.00 93.00 
2x 8 80.00 81.00 82.00 91.00 93.00 
2x10 84.00 85.00 85.00 91.00 93.00 
2x12 84.00 85.00 85.00 91.00 93.00 
No. 3 Dimension R/L Only 
2x 4 63.00. .... ales aeie boanace 
sx 6 632.00 .... miatecd her lees 
2x 8 61.00. .... eet eins eves 
tt iO! a presi 
2x12 61.00 


REDWOOD 

Bevel Siding 
x 4 V.G. Clear All Heart....... 90.00 
= 6 V.G. Clear All FRORTt.... soc 117 0 
x 8 V.G. Clear All Heart.......13%.00 
Sax 6 V. G. Clear All Heart....... 117 00 
5x 8 V.G. Clear All Heart....... 144.00 
5e¢x10 V.G. Clear All Heart....... 155.00 
%x 6 V.G. Clear All Heart....... 154.00 
%x 8 V.G. Clear All Heart...... -184.00 
% x10 V.G. Clear All Heart.......207.00 
% x12 V.G. Clear All Heart....... 211.00 
Note: A grade V.G. Redwood Sicing 


approx. $4.00 less for % and % in 
above sizes. $5.00 less for %& inch in 
above sizes. 


Anzac Siding 


1x10 V.G. Clear All Heart........ 226.00 
ix1l3 V.G.. Clear Al Heart... ...... 241.00 
Note: Deduct $8.00 for A Grade. 
Finish 
<< 6 ABBY. SIGNET... .....0cccae 120.00 
x § AGB. BiGiNs..... cis ccccce 140.00 
Ss S ABE. BIGIAS. «os cccicvcss 165.00 
eo Serer rrr re 155.00 
ee | CA ere een 165.00 
Se I, esc c ese ceensareornes 195.00 
2 eee ee eee 200.00 
SEES Be wc kissic ss ceecncwswans 205.00 
ME S$ ASECr.. SIGN... cc ccccve 165.00 
%xl0 ABBtr: SIGNS... ..cccccene 180.00 





WESTERN HEMLOCK 


Vertical Grain Flooring 


B&Btr. C D 
USE cecicvcccccesdeO.00 240.00 100.08 
Flat Grain Flooring 
TSE cicccccsscccdeee Tae 93.00 
TE6 nccccccersescd e008 160.00 10000 
Drop Siding 
1x6 (Pat. #106).145.00 135.00 105.00 


1x6 (Pat. #116).145.00 140.00 105.00 





Ceiling 
5x4 ....-.+-.. 105.00 100.00 70.00 
IE4 .nccccecsklO-120 166-115 90.00 
Boards and Shiplap and 
2” (Dry) 
1x6 1x8 1x10 1x12 
No. 1... 82.00 84.00 84.00 84.00 
No. 2 ... 79.00 79.00 79.00 79.00 
No. 3 ... 66.00 68.00 68.00 68.00 
No. 1 Dimension 
12’ 14° 16’ 18’ 0’ 
2x 4 79.00 79.00 82.00 82.00 82.00 
2x 6 79.00 79.00 79.00 84.00 84.00 
2x 8 81.00 81.00 81.00 81.00 84.00 
2x10 79.00 81.00 79.00 79.00 84.00 
2x12 79.00 79.00 79.00 79.00 84.00 
No. 2 Dimension 
2x 4 78.00 78.00 80.00 79.00 79.00 
2x 6 77.00 77.00 78.00 79.00 79.00 
2x 8 74.00 74.00 75.00 75.00 75.00 
2x10 74.00 74.00 74.00 74.00 74.00 
2x12 72.00 72.00 72.00 72.00 72.00 
No. 3 Dimension R/L Only 
ME wade es mata se are baler eheine 60.00 
BM oecreca om 'ecietienieiere seamen 57.00 
Se See ay pare etme ee 56.00 
PN Sard cvahciaiucactiel er auavetaie nce on eared 55.00 
RMR ogee occa Rrra nesses oe rahe ae rei 55.00 
ENGELMANN SPRUCE 
Boards and Shiplap 
(dry) 1x6 1x8 1x10 1212 
No. 2&Btr...105.00 105.00 114.00 120.00 
No. 3&Btr... 75.00 80.00 84.00 85.00 


No. 1 Dimension 
12 14° 16’ 18’ 20’ 


2x 4 80.50 80.50 80.50 87.50 87.50 
2x 6 78.00 78.00 78.00 78.00 78.00 
2x 8 78.00 78.00 78.00 82.00 82.00 
2x10 78.00 78.00 78.00 85.00 86.00 
2x12 81.00 81.00 81.00 85.00 85.00 
No. 2 Dimension 
2x 4 75.00 75.00 75.00 75.00 75.00 
2x 6 75.00 75.00 75.00 75.00 75.90 
2x 8 75.00 75.00 75.00 75.00 75.00 
2x10 a6. 00 75.00 75.00 75.00 75.00 
2x12 75.00 75. 00 75.00 75.00 75.00 


(Boards graded No. 1, 2, 3, at flat 
price; no price for straight No. 
do not grade out No. 3 dimension s¢P* 
rately as in fir.) 


on 
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of DRAWER KNOBS 
DRAWER PULLS 
and BACK PLATES 


Every size and style —for every 
job need concave and con- 
vex drawer knobs, ranging from 
1” through 212” in diameter... 
drawer pulls in popular curved 
and streamlined models... back 
plates from 144” round to 6” oval. 
Available in all standard finishes. 
AJAX display board showing all 
: knobs, pulls and back plates, in 
# . all finishes, is now available. AJAX 
‘es products are famous for top qual- 
ity and top value. 
It's yours for the asking! . .. Want 


additional AJAX product information? 


Write for our interesting brochure. 


#530 
with #053 backplate 


HARDWARE OF PRESTIGE 


Ajax Hardware Manufacturing Corporation 
4351 Valley Blvd. ¢ Los Angeles 32, Calif. 





OUILDING Propucts MERCHANDISER 


DEALERS! 





* Sheed up deliveries 

* Check credit 

+ Spend more fime selling 
—with the NEW 





Nu 





Progressive lumber and building material 














dealers everywhere are installing Executone YARDS 
Intercom Systems to get more work done 

faster. 1 

With the flick of a finger you give orders ‘ 
to men in the Yard, get their reply, check STORE | 
credit or deliveries . . . and no one need ji 








leave their work! Your entire organization 
. . . indoors and out... is in reach of 
your voice! Inside phone calls . . . ex- 








pensive "call-backs” are eliminated. Time 
lost locating roving employees is saved. 





TRACKSIDE} 





Trips from office to yard held to a 
minimum! 


M 





Low cost EXECUTONE quickly pays for 
itself. Up to 100-station systems available. 





CASHIER | 





UNCONDITIONALLY GUARANTEED. Over 150,000 
guaranteed installations are your assurance of trou- 
ble-free performance and dependability. EXECUTONE 
Systems are individually engineered to your require- 
ments. Installed and serviced by factory-trained spe- 
cialists in principal cities. 


XCCUIOME 


COMMUNICATION & SOUND SYSTEMS 


Mail Coupon for Further Information 








EXECUTONE, INC., Dept. K-14 

415 Lexington Ave., New York 17, N. Y. 
| am interested in data on EXECUTONE. 
[] Please send literature. 


(C Have representative call. No obligation. 
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“PLUS FEATURES” THAT SPEED 


SALES OF ‘'GREENLEE 22”’’ 
SOLID-CENTER AUGER BITS 








What's YOUR Answer? 


UNIFORM HIGH 
QUALITY for day-in, 
day-out dependability. 
For each ‘‘Greenwee 22” 
is produced with un- 
usual care... 
cutting parts are ac- 
curately sized to 
indicated diameters 
... twist is ground 
for sure clearance 

. . Spurs are cor- 
rectly shaped and pro- 








HEAT-TREATED for 
absolute uniformity, de- 
pendability and long life. 
Under this most 

modern method of heat 
treatment, ‘“GREENLEE 
22° Solid-Center 

Auger Bits take and hold 6 
perfect cutting edges. ; 
Means fast, clean 
boring for perfect ¢ 
woodworking jobs... 


INDUCTION 





Test your product knowledge as 
well as your knowledge of what other | ( 
dealers are doing by taking this quiz. 

Rate yourself 12 points for each 
correct answer. 100-90%—excellent; 
80-70%, good; 70-60%, fair; 60-50%, 
passing. 


228 dn 








1. What new sales kit is now 
available to help you boost your } 
fall business? 


portioned. And cutting and means you can depend 2. Who is Hoo-Hoo’s new Snark | 
edges are carefully finished on this for a long, of the Universe? 
for clean, fast action! long time. 





3. What percentage—38%, 48%, 
58%—of homeowners have attics 
that can be remodeled? 








— 4. Now that Reg. X is off, 
— down payments have been cut on 
new-house construction  under- 
written by FHA. What is the 
average reduction in down pay- 
ments in the $10,000 to $20,000 


When you sell Greenieez, you bracket—$400, $600 or $800? 
can be sure you're selling top 





PLASTIC-SEALED 
FOR PROTECTION 


From factory to 5. New-home starts for August, AF 


1952, were 5% below July of this | 
year. How does the August figure | 
; compare with the same month in | 
other high-quality tools: 1951? 


your customers, this quality always. Write today for 
heavy protective 
coating shields 
“GREENLEE 22"' Solid- 
Center Auger Bits 

... protects them 

from shipping and 


handling damage, 


complete information on 


Green.ee Auger Bits and these 





Chisels, Gouges, Expansive Bits, 6. Lodge pole pine is one of 


Car Bits, Draw Knives, Turning how many woods from the Western 















seashore and other Tools, Spiral Screw Drivers, Pine region? 
humid conditions. Elimin- Automatic Push Drills, and 
. ’ © is y * res 
ates costly stock main- = 7. What is one way to stop fi 
. * =-. many more. Ask for 
tenance for you... SS y ; fast? 
keeps your stock in new Hand Tool Quick 


8. This advertiser says he has 
a way to beat rising costs. What 
is it? 


9. What piece of equipment, | 
TOOLS FOR CRAFTSMEN says the advertiser, will enable | 


you to “speed up deliveries, check 
GREENLEE 5 S.S 
ing.” , 


10. One manufacturer says ® a 
has three machines which off! 7 
“profit insurance” at no extra pre 


STOCKED BY LEADING WHOLESALERS mium. What are these machines: i 
GREENLEE TOOL COMPANY, 2270 TWELFTH STREET, ROCKFORD, ILLINOIS Answers on page 158 a B R 


perfect shape! Reference File. 
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1. SUPER.stTpe 


Full-wids AMLINE Sop; 
Steel en Fvice Statio 


: oreed’ far IS with two j ~ Door 
Service. With standard. wae dovlight oat 
ey igh- a 









U] 


HOW-ELL-DOR Sectional Upsweep 


Garage Doors are distributed 
exclusively through dealers, and are 





















































> available in 38 stock sizes for 
Ps residential, commercial and service 
~ station installation. Custom-built 
her doors of unusual design or size 
iz. | are a specialty. 3 
h . 
oe Styled, constructed and priced y) 
1%, to SELL, the HOW-ELL-DOR offers - 
vast opportunities in today’s expanding ;' ‘ y 
garage market. As an added feature, The “Picture” Residential < 5 
HOW-ELL-DOR hardware is now avail- New sturdy quality door im = — 4 
10W able to meet 914”, 7”, 6” and 3” low design; two Co geen open for glass. od 
our headroom requirements. high witves 8” wide, x high and ” 
Write f wide x 7 high, oo 2 's 5 
ark nine eae “WUippeg ; or ly to ] neered door, va 
FREE econ, thee, “Seed 
9 0) Catalogs THE HOWELL MANUFACTURING C0., 7200 Hasbrook Avenue, Philadelphia 11, Penna. 2 
ties x 
5 
off, 
tr on oO 
der- od 
the ") / 
pay- dal 
),000 ‘ ed 
offers you a complete promotional program 5 
3 
gust that’s PRE-TESTED to assure you MORE SALES! 
this Here is a power-packed store promotion that will substantially increase your sales 
igure | volume! It’s Inner-Seal’s new 1952 Selling Campaign — built around a new, different 
th im | merchandising idea that has been fested and re-tested in the field, with wonderful results. 
Tie in your store with this PRE-TESTED promotion! Contact your Inner-Seal jobber, 
' or write to us direct. 
~" = Features of Inner-Seal’s 1952 Selling Campaign include... 
ster Ren NE cee 
A NEW DISPLAY IDEA... LIVE-WIRE MERCHANDISING ... INTENSIVE NATIONAL ADVERTISING 
ee ee 
OST * 
e has | LOOK! we a . 
What =a es iS be 
; aang . \\ \ we) Taf. 
INNER-SEAL . \y") . caer: i 
yment, | = YN my cs, ise NY 
snow 
enable mo 
check ; 
» gell- : a 
se _, You weather-strip your store door Inner -Seal’s big 1952 advertising 
with Inner-Seal! This weather stripping Sales-making promotional aids are campaign in leading national magazines 
a ®t installation commands attention ready to go to work for you. You get builds store traffic for you. Inner-Seal ads 
ys ft and dramatizes Inner-Seal’s many impor- a complete new store merchandising kit, send customers into your store for copies 
offe! 3 tant advantages. Your Inner-Seal door plus FREE copies of the new 16-page of Inner-Seal’s information-packed 
a pre installation is bound to excite customer booklet, “Why & How to Weather-Strip,” 16-page booklet. This extra store traffic 
hines’ fam interest and make sales. Try it and see! to give to your customers. means extra sales for you! 








/ BRIDGEPORT FABRICS, INC., BRIDGEPORT 1, CONNECTICUT 
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YOUR PROFIT-MAKING FORUM 


Real salesmanship 


In today’s scramble for consumer dollars there is a 
much greater need to do a real selling job! First, 
because people are no longer buying out of panic or 
from any. pent-up desire to buy. Second, because 
living costs are still increasing. Third, because there 
is no relief in sight from exorbitant taxes and living 
costs despite campaign promises. 

From now on, competition is going to be a lot 
tougher not only from building suppliers of all kinds 
but from retail stores of all kinds. Car agencies, 
furniture stores, department stores, TV dealers ... 
everyone who has expensive products to sell. For 
these reasons, it is extremely important to take a 
closer look at today’s customers and revise your 
selling strategy for the months ahead. 


. . . why people don't buy 


Millions of families with higher incomes than ever 
before never spend one cent for modernization or build- 
ing for this reason. They keep tying up the major 
part of their income in food, clothing, home equip- 
ment and furnishings—all products purchased pri- 
marily by women. 

It is also worth noting that with the exception of 
food, most purchases controlled by women are some- 
what flexible—can be bought for more or less—de- 
pending on the lady herself. Whereas most expendi- 
tures controlled by men, like taxes, insurance, com- 
mutation tickets and fuel, offer little or no chance for 
savings and substitute choices. 

The smartest strategy any dealer can use today, 
is to wage an all-out campaign to sell women on 
using a share of the family budget for home improve- 
ments or building. Consider the billions of dollars 
spent on retail sales per year, for a moment. Each 
year women make 85 percent of all retail purchases 
in’ this country. 

A look through the advertising pages of any national 
magazine on homes, shows that manufacturers are 
bending over backwards to appeal to women. Not 
only in the design, color and convenience of their 
products, but in their advertising artwork and copy. 
Yet few lumber dealers slant their advertising, dis- 
plays and promotions directly toward women! 


. . . how to win them 


Why is it women keep blowing in most of the family 
budget on new clothes, new furnishings and house- 
wares instead of lasting improvements or a new 
home? New hats, dresses, rugs, chairs, towels and 
draperies are a constant temptation to her because she 
knows this type of merchandise, is continually posted 
on it through almost daily advertising. The kind that 
talks her language—appeals to her as a wife, mother, 
hostess. And above all as a human being! 


by Norm Advertising, Inc 
New York, N. Y. 
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Lumber yards offer little temptation to women in 
comparison to clothing, furniture, decorating «nd 
department stores. First because they rarely see 
lumber advertising—and what little they do see is 
either too general to be helpful or slanted entirely 
toward men. 

Can you imagine tearing your wife loose from a 
fur coat ad with a lumber ad that reads, “Caulking 


strips cover 16 lin. ft. box...... 29c; Rock wool bats, 
50 ft. carton...... $4; Asbestos-cement lumber 4’ x 8’ 
sheets, 144” thick...... 1015¢ per sq. ft.”? Or can 


you see her becoming dreamy-eyed over an ad that 
says, “See us about a Title I F.H.A. Loan.”? 

Women go overboard for three kinds of advertising. 
Ads that glamorize your products—paint vivid word 
pictures that make them see and feel those lovely 
textures, delightful colors and handsome designs. Ads 
that place strong emphasis on personal service of all 
kinds; for example copy that promises, “Planning 
service to fit your individual needs and budget.” And 
ads that are jam-packed with new ideas and factual 
information of the most specific kinds. 


. . . what women want 


Unlike men who often buy the first thing they see, 
or give up on the first try, women are comparison 
shoppers; they constantly study ads to learn how 
and where they can make the best buy. Often they 
may see exactly what they want at the first store they 
visit—but visit four or five other stores to satisfy 
themselves they can’t do better—then return to the 
first store and complete their purchase. 

For these reasons, the dealer who rarely adver- 
tises or uses threadbare-copy appeals and generalities 
like “Beauty and Economy” can’t get to first base with 
women. They are interested in only one thing... 


specifically what your products and services can do | 


for them! 


Here are some recent examples that show why |— 


women keep blowing in billions of dollars on house- 
wares and equipment instead of lumber yard products. 
“Your savings on a Hardwick Gas Range will pay 
the grocer for months.” Do your ads merely offer 
economy, or do they dramatize it like this copy in 
a way that has tremendous appeal for women? Note 
the vast amount of difference in talking about ‘your 
savings” instead of “our economical products.” 

Refrigerators also offer stiff competition for wom- 
en’s purchasing power. Note how much information 
this copy gets across in a small space to guide women 
in their buying. “Special insulated compartment keeps 
all frozen foods safe for months. Has no defrosting 
heating devices to melt, thaw or ‘mush’ ice cream OF 
any of your precious frozen foods.” 

Here’s another example of the kind of copy womel 
constantly look for as guides to buying. An example 
that explains why they keep pouring millions of dd- 
lars into department stores each year, “Revolutionary 
new sheet—cuts bedmaking time in half! Four pre 


shaped corners tailored so they can’t pull out, rumple | ~ 


’ 


or bunch up even with ‘toss-and-turn’ sleepers.’ 


Do your ads tell women as much about your products 
and services; do they give them the strongest possible 7 
Stari now § 
angling more and more of your advertising di rectly 7 


reasons for shopping at your yard? 


toward women and watch your profits increas«! 


October 0, 1052, AMERICAN LUMRERMAN © 
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2) Its installed cost is equal to or 
lower a iatla that of laste Wirdows |! 


3 oo plus selling advartages galore! 




















GLASS +* SCREEN 

BUILT-IN WEATHERSTRIPPING 
INSULATING SASH (optional) 
ATTACHED HARDWARE 


; woop OR METAL CASING OR STEEL FINS 


‘VILDING PRopucts MERCHANDISER 


RUSCO 


HOT-DIPPED GALVANIZED 


COMES FACTORY- PAINTED, FULLY ASSEMBLED, READY TO INSTALL 


Get the facts about the truly exceptional sales 
and profit opportunities offered by the 
RUSCO Fully Pre-Assembled Prime Window 


No, we’re not selling blue sky—just plain, hard facts. Dealers in every part of 
the country have found this to be true, much to their profit. 


YOU MAKE MORE MONEY ON RUSCO PRIME WINDOWS because 
your profit is figured against a complete job. The Rusco Prime Window is 
pre-glazed, pre-painted, completely fitted with hardware and surround. The profit 
for glazing, painting, attaching hardware and the surround goes to you instead 
of somebody else. When you sell conventional windows, you miss out on some 
or all of these profits. 


YOU SELL COMPETITIVELY against the cheapest windows on the market 
because on an installed cost basis—which is what the builder is interested in— 
Rusco can more than hold its own. You can prove this to any builder with our 
“show me” cost comparison charts! 







We’ll be glad to have a personal representative give you the full 
facts. Just mail the coupon . . . now. 


MAIL THIS COUPON FOR FULL DETAILS 


THE F. C. RUSSELL COMPANY, Department 7-AL-102 
Cleveland 1, Ohio 
In Canada: Toronto 13, Ontario 
Gentlemen: 

| want to know more about the Rusco Prime Window. 
Please have your representative call. 


ALLW WE wi / 


Name 
Address 
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MERCHANDISING CLINIC 


Nothing Equals 
a Created Sale 


There is a big difference in sales. 
Often it is claimed that a “sale is a 
sale” and that’s all there is to it. 
But this isn’t true. Some are better 
than others, and a created sale tops 
them all. 


The total volume at year’s end often 
is responsible for the remark “where 
did the business all come from?” Pick- 
up trade adds up impressively. It’s 
important. Highly essential, too, to 
the profitable operation of a lumber 
yard. It should be cultivated and 
stimulated in every possible way. How 
to increase traffic in the lumber yard 
always has been a problem. Today it 
is more so than ever. So don’t get us 
wrong when we put created sales 
ahead of all others. We recognize the 
value of any and all kinds of profitable 
sales. It just so happens that we have 
a strong leaning towards creative sell- 
ing. It is something far and above 
any other kind of salesmanship. 


... The need for more and bet- 
ter creative selling is now being 
felt in many a lumber yard. 


''Two-Blades-of-Grass'' 
Selling 


Making a sale grow where none 
would grow without the help of the 
lumber dealer is a merchandising 
achievement. It is the answer to 
survival in the highly competitive fu- 
ture .. . the “two-blades-of-grass” 
idea. 


For a good many years, sales have 
been coming of their own free will 
and accord. Today there are unmis- 
takable signs to indicate that exces- 
sive demand may eventually come to 
an end, or at least taper off to the 
point where there will be more com- 
petition for such business that springs 
up without any particular stimulation 
—the kind where the need is so great 
it drives the prospect into the lumber 
yard. We’ve seen a lot of such busi- 
ness in the past decade .. . far more 
than we'll see in the next 10 years 
unless, perchance, we are about to 
become eye witness to the operation 
of a new set of economic laws. No- 
body believes that. 


. . - When business stops com- 
ing, it’s time for the lumber 
dealer to start going ... after 
it. 
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Where to Go? 


Here is an example of what we 
mean. This particular lumber dealer 
read an advertisement in a farm 
paper which set him to thinking. 
Theme “Why does the same combine 
cost. one farmer $150 more a year 
than his neighbor?” 

It’s a good question. Both machines 
are the same. Investment several 
thousand dollars each. Yet one is far 
more expensive than the other. Rea- 
son? One is well protected. The other 
isn’t. The difference in upkeep is $150 
annually. The figures were taken from 
a university survey. 

Obviously a farmer who is able to 
buy such a machine could afford the 
extra $150 if he had to. Trouble was, 
this needless loss applied only to a 
single machine. He had many others 
on which the increased depreciation 
was in proportion. 


Chain Reaction 


It was the ad that set the lumber 
dealer to thinking. He began to do a 
bit of mental arithmetic—to figure up 
a farmer’s investment in power equip- 
ment and tools of various kinds. Once 
upon a time this investment was 
made up largely of horses, harness, 
wagons, and such. Today it is differ- 
ent ... so much so that the horse 
barn has lost much of its usefulness. 
Stalls were not intended for tractors, 
combines, trucks, automobiles. Con- 
sequently there is machinery all over 
the farm lot. 


. . . $20,000 worth of equipment 
with no place to go. 


Thinking Plus Action 


It wouldn’t be true to say that the 
subject of our brief sketch sprang into 
immediate action. He didn’t. But he 
did begin to appreciate more fully 
than ever that farmers were throwing 
away some perfectly good money kLe- 
cause they were not protecting their 
property. He had heard complaints 
about “the high cost of farm produc- 
tion.” Farm prices were too low. It 
didn’t seem to make sense to demand 
higher and higher prices for farm 
products and then turn around and 
throw money away buying new ma- 
chines every few years simply because 
old ones hadn’t been protected. One 
week end he took a drive through part 
of his trade territory. He sized up 
farms as he drove by. In many cases 
he knew the owners. He was surprised 
at what he saw. He could spot their 
needs from the highway. 


. .. Prospects everywhere, ‘ut 
no one to make them think. 


Action Begins 


Most farms were alike as far as 
machinery was concerned. But the 
lumber dealer selected only the best. 
He came home with half a dozen 
names on his list. All needed machine 
sheds and needed them badly. His 
next move was intended to cause the 
six farmers to do some thinking, too, 
So he prepared a simple letter. He 
addressed it “To Our Farm Trade.” 
Didn’t want to make it appear as 
though he had been out looking things 


over or that he was criticizing the| : 


farmers who received it. So he made 
it sort of impersonal. 


... Every dime saved is a dime 
earned. 





‘Our Common Problem" 


“In all the years I’ve been in the) 
lumber business, I’ve never given as 
much thought to operating costs 4 
today,” said the letter. “I’m finding 
ways to reduce them, too. No doubt 
the same thing is true of our farm 
trade . . . especially when it comes 
to the protection of today’s high” 
priced machinery. 
on my desk that will surprise you, ~ 


because they show that the average) 


farmer is paying for this fine machin) | 


aS 


shed although he isn’t enjoying it)” 
economies.” 

Enclosed was a picture of a mot 
ern, post free machine shed. 


... Selling is serving. 


Happy Ending 


It would make a good story to 84 
that the lumber dealer sold six ™ 
chine sheds. However, it didn’t tu" 
out that way. But he did seli one.: 
a beauty, too. 

A week after the letter liad bet! 
sent out, one of the farmers drop? 
in the yard to look at the figure) = 
Half a dozen follow-ups by tiie dealé) ~ 
and one by the manufacturer’s Te) © 
resentative finally got the name on the 3 
dotted line . . . a created non-col ‘ 
petitive sale which has alreacly inte 
ested a neighbor. Now the dealer has 
another good prospect that h:’s wo] 
ing on. “He’ll build this fall” was 7 
latest report. 5 
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Manufacturers of MIRR-O-NETTE Bathroom Cabinets 
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figure of MANY SIZES 
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a mot} ~ Model 802 Illustrated 
; @ ONE PIECE DEEP DRAWN 
SEAMLESS BODIES. 
@ COMPLETELY RUST-PROOFED 
BEFORE ENAMELING. 
All lighted models have underwriter’s 
laboratories label. 
| All mirrors guaranteed against spoilage 
Vv Ms ie for five years. 
$l 
in’t tur! WE MANUFACTURE THE MOST COMPLETE 
| one -: “!NE of BATHROOM CABINETS in the WORLD! 
ad bee WRITE for complete catalog display units 
droppel and sales aids available 
na 
dealt 
me on te > 
non-o STEEL 
yO CABINET COMPANY 
oe x 2415 NORTH CRAWFORD AVE. 
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LEADING ARCHITECTS AND 
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SLIDING 
DOOR 
HARDWARE 
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Saves Time! Saves Money! 
Easy to Install and Adjust! 


USE STANDARD DOOR FRAME. No 
special header construction 
needed. No grooving! 


GUIDE STRIPS eliminate trouble- 
some grooving of doors. Not 
visible from the outside. 


APRON CONCEALS HANGERS AND DOOR GUIDES can be installed 
TRACK. May be painted if desir- O rite: doors are hung. Slotted 
ed. No extra trim necessary. screw holes permit easy ad- 


justment. 


ONLY ONE INCH HEADROOM RE- NO TRACK ON THE FLOOR to 
QUIRED. No need for extra © rich dust and dirt . . . floor 
headroom for hardware. is clear and clean at all times. 


© ADJUSTABLE HANGERS. Slotted 
screw holes make it easy to 
plumb door with jamb. 


DOOR STOP keeps flush pull on 
rear door always accessible. 
Fingers can’t get pinched. 


Write for Catalog on Sterling line of Sliding Door 
Hardware for wardrobes, pocket doors, side doors 
in home garages and other Sterling products. 


(Seerting) re go 





* See our Catalog in SWEET’S 
Architectural File 18d/ST and Builders’ File 4e/ST 






* Visit our Display at... 
The Architects Samples Corp., New York City 


STERLING HARDWARE MANUFACTURING CO. 


2345 W. Nelsan Street 
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the incentive industry its bigest 





WHAT’S NEW 


Products.... Sales Aids... . Literature 


© MEW DESIGN 
ra 
AMALYSES... 


= | ijldiwight 


ROOF DECKS | 





Six Roof-Deck Designs 

Actual comparative costs and 
weight analyses of 6 roof-deck’ de- 
signs are found in this new 4-page 
booklet. Prepared under the super- 
vision of Levon Seron, A. I, A., it 
should be particularly helpful when 
designing or considering insulating 
roof-decks. In addition to the six 


descriptive design illustrations, the 
booklet also provides an itemized 
comparative 


cost breakdown and 


year,” stated Elton F. MacDonald 
president of Cappel, MacDonild ¢ } 
Company, the merchandise prix § 
incentive firm celebrating its 30th | 
anniversary this year. According @ 
to the incentive company, more 
companies are using merch: ndigse 
prize incentive campaigns in 1952 7 
than in any previous year. Cage 
history reports outlining the com. 
plete plans of some of the most 
successful of these campaign: have 
been published and are available in| 7 
a portfolio entitled “Suc ol 
4 
¢ 
ei 








weight per square foot for each 
design. For copy write F. E. 
Schundler & Co., Inc., Dept. AL, 
Joliet, Il. 





Sales Campaigns.” For copy write|) 
Cappell, MacDonald & Company,|) 
Dept. AL, Dayton 1, Ohio. 
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Successful Sales Campaigns 
A portfolio of case history re- 





tion, makers of Spacemaster Mer 7 





ports discloses outstanding pro- 

motions of 1952. “The need for chandising Equipment, is market-7~ 
more efficient sales methods and ing a new metal fixture to increase) 
reduced selling costs are giving the versatility of perforated dis ~ 





INQUIRE TODAY! Write, wire or phone 
(JOrdan 4-5944) for further information to 
Dept. 1-12. 
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PRODUCTS COMPANY 


MILE RD. BERKLEY, MICH 
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Iutroducing . » » THE NEW 


SENSATIONAL RANCH TYPE 
Aluminum Combination 
Storm Window and Screen 
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2 


GIVES MAXIMUM CONVENIENCE AND PROTECTION a] 
By -—- AT LOW COSTI a ‘A Bic 
: my of i 
Reap the advantages of selling the newest, most skillfully designed combination sash = 


and screen on the market! The Compo RANCH TYPE combination windows enhance the 
beauty of any ranch type home or bungalow—at a price that has homeowners every- 
where exclaiming, “How could anything so good cost so little!” 
Here's why Compo RANCH TYPE means big sales and profits, and lasting E 
customer satisfaction— z 
@ PERMANENT CONSTRUCTION: The Compo RANCH TYPE has rolled aluminum con- f 
struction throughout for greater strength and flexibility. . 
@ UNIQUE FEATURES: Only the RANCH TYPE has extra deep channels at top and bottom 
which hold it firmly in place, yet provide for instant removal for quick cleaning. B 
@ ABSOLUTELY SELF-STORING STORM SASH: 
real protection from inclement weather. 
@ EASE OF OPERATION: Lower sash quickly raised or lowered in 
easy-slide channels without use of gimmicks or gadgets. Nothing 


to get out of order; never requires painting, repairs or replacement. 
And it’s GUARANTEED! 


Instant ventilation when required, plu: 




























ADDITIONAL COMPO PROFIT-MAKERS 


For outstanding value, investigate the Compo line 
of patented combination doors and screens—featur- 
ing Ponderosa Pine cores and choice of Aluminum 
or Stainless Steel surfaces. Also custom-made 
models on your specifications. 
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LUMBER PRODUCTS 


Nothing is overlooked in the manu- 
facture of Rosboro Douglas Fir and 
West Coast Hemlock lumber prod- 
ucts which will add to their quality. 
Careful kiln drying. Accurately run 
to pattern. Double end trimmed. Re- 
liably graded. The name Rosboro on 
every piece is your assurance of 
satisfaction. 


ROSBORO 


Lumber Company 


Springfield, Oregon 
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FLUSH WOOD DOORS 


Finest materials . . . sturdy construction . . . 
enduring beauty — all at low cost! 


These are the features that make Shore- 
line a better flush door to sell, a door that 
satisfies in every respect to give you con- 
sistent high profits. 


Whether for interior or exterior use, 
Shoreline’s beauty and quality comple- 
ment any room motif or architectural style 
—and always at a price that assures quick 
, customer interest and sales! 
a 
“Phas att “Mesamcar* 


popes : 


Tithater ie Se 
EAD! 


eas Pee RADE . Powe 
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® All-wood, 
struction 


7-ply con- 


® Attractive 3-ply Birch 
faces, reinforced 
with a strong core 
of wood rails and 
stiles 


@®Bonded with a 
proved, waterproof 
glue to resist warp- 
age 


@ Built-in air vents for 
free air circulation 


@ Easily installed — 2 
lock blocks permit 
8-way hanging 











DISTRIBUTORS! Write today for complete information about profitable 


Shoreline Flush Doors! 


RETAILERS! Ask us for location of your nearest distributor. 


FLUSHWOOD DOOR COMPANY 


Suttons Bay, Michigan « Phone 71 
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play panels. This new fixture, 
known as “Space-Klips”’, is de- 
signed to provide a maximum of 
efficiency on 14” and 1” perfor- 


for kiln, remanufacturing or mill- 
ing can also be easily selected and 
put into production. For samples 
write Eastman Tag & Label Co., 











comes in a variety of colors. Write 
American Sta-Dri Company, Pept. 
AL, Brentwood, Md. 









































ated panels. It is the only fixture Dept. AL, 548 Fourth St., San — fF 
on the market that can be used Francisco 7, Calif. 
in both horizontal and_ vertical ; 
positions. Space-Klips are availa- : 
ble for many different jobs and are 
- ide in an English silver finish. 
‘or illustrated literature write Re- -_ 
sled Corp., Dept. AL, 
22nd Place at Western Ave., Chi- 
cago 8, Il. 
- 9d-< : 
age 1 BRA MN — : 
} 15004 LU 
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New Tally Cards 0 ILITY 
Both retail and wholesale lumber 
vards will be interested in these " 
new Tally Cards designed to speed i New Solid Core Flush Doors 
up operation. The _ two - section Sells for Dealers “Inbuilt Stability” has a very | 


perforated card shows a tally rec- 
ord by kind, size, grade and foot- 
age of lumber. The top-section is 
stapled to the lumber-unit for stor- 
age in the yard and the lower- 
section is used for office records, 
shipping information, as an inven- 
tory control and is also practicable 


In this booklet is a varied, sure- 
fire series of sales-aids. They are 
free to Sta-Dri dealers and distrib- 
utors. These mats are the result 
of careful planning and are pre- 
pared for use in newspapers, mag- 
azines, direct-mail pieces, trade pa- 
pers, business publications, _blot- 


definite meaning in Ipik Solid Core | 
Flush Doors. “It means solid core 
construction that will prevent warp- 
ing or delamination, due to indoor 
heat and outdoor weather.” Ipik’s 
new principle of solid core construc- 
tion is said to produce an excep- 
tionally rigid product . . . featuring 











for labor and production costing. ters, local entertainment programs long, quartered, uniform verticle 
The cards are printed in a vari- —wherever the Sta-Dri dealer ad- staves with a horizontal rail cutting 
ety of sizes and styles on weather- vertises. Each mat, whether it be through the staves at the center 
proof card stock with non-fading one column, two column or three of the door. The omission of 4 | 
inks. They are also printed in a columns, is planned so that the glue line between the verticle core | 
wide range of color stocks to iden- dealer’s own name, business ad- staves in Ipik Doors provides in- 
tify various operations around dress and telephone number can be ternal expansion control, due to 
yards, or to identify different spe- run with the advertisement. Merely atmospheric moisture absorption. | 
cies of lumber. When an order to order the mats you want by the The Ipik floating core construction 
ship is made out the cards are numbers which appear adjacent to allows each stave to act indepet- 
pulled from the inventory to make them in this booklet. These posi- dently; thereby reducing the If | 7 
up the order. The part of the card tive volume-getters sell the. dealer ternal stress from an over-all action ; 
with large numbers stapled to the and distributor to his community to a single stave action. The long 
lumber-unit enables the carrier- along with the product. Sta-Dri, core staves maintain maximum rig-| 
driver to pick out the lumber by the paint for masonry, stops leaks idity and stiffness necessary to} | A 
specific number without getting above or below grade. It does not meet exterior door conditions. Use} | , 
off his machine. Lumber designed spot, stays white when wet, and of a special boil-proof, waterproof} | : 
a” or 
y 4 y a N 
More and more dealers are stocking’VIKON METAL TILE h 
because more and more custémers are demandirg the in 
plus values Vikon provides . . . economy of installation— 5 
durability —wide color selection—permanence—beauty — se 
ease of maintenance. ss 
f VIKON METAL TILE is nationallyddVértised, and 93 
backed by an aggressive sales promotion campaign. . 
P aL counter displays, dealer helps. Be 
Ne AVAILABLE IN 30 FADE-RESISTANT COLORS 
STEEL- ALUMINUM- STAINLESS STEEL 





FOR INCREASED SALES 
and Assured Customer 
Satisfaction : ! 


VHKO 


“Weaury- economy 















TILE 


| OUR ABILITY 





»»SEND FOR VIKON'S 
“FREESGOLOR Bi BROCHURE 





VIRON TILE CORPORATION, WASHINGTON, N. J. 
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BASEMENT WINDOW 











Real Window Quality 
Makes People Like Them 


STURDY, true fabrication from heavy, hot rolled 
members assures dealers that they will not warp 
or become distorted in handling or storage. Once 
sold they stay sold. 


MODULAR DIMENSIONS please the architect and 
builder, saving installation costs. 


TRUE manufacture means correct seating of panes 
and minimum breakage. 


ADJUSTABILITY of ventilator pleases owners, as 
does secure locking, also easy removal from inside 
when complete opening is desired. 


Made in three sizes. 








; No. of Glass Masonry Shipping 
No. Lights Size Opening Weight 
5 I 2 15x12 32x1434 18 Ibs. 
02 2 15x16 32x183, 21 Ibs. 
53 2 15x20 32x223, 24 Ibs. 





Se sure your Donley Catalog is the latest issue. 


The Donley Brothers Co. 


13928 Miles Avenue, Cleveland 5, Ohio 








since 1795 


Even before Alexander Hamilton met Aaron Burr in 
1804 in the most famous duel in American history, BIRD 
had started on the long and rewarding journey toward 
the successful American enterprise it represents today. 
And today, Bird offers you the high quality and massive 
wear of the finest asphalt shingles at any price! 

* Thick butt construction, with extra layers of asphalt 
and firmly embedded mineral granules give added 
years of wear where it counts . . . on exposed tabs. 

* New pastel colors! 


* Fire-resistant, of course — certified by Underwriters’ 
Laboratories. 


* 215 lbs. of working weight protect every 100 square 
feet of roof. 


For more information, write Bird & Son, inc., Dept. AL-10, East Walpole, Mass. 





ste) Roofings & Sidings 


& SON inc. 
ene 


ASPHALT SHINGLES & INSULATING SIDINGS 
WATERPROOF PAPERS @ ROLL ROOFINGS 
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East Walpole, Mass, « New York, N. Y. © Chicago, Ill. © Shreveport, La. 
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vlue in all Ipik Doors eliminates 
any danger of delamination. Write 
Ipik Plywood Company, Dept. 
AL-2, Kenner, La. 


Peg-Board Hook Rack 

This versatile hook rack puts 
often-used items within easy reach, 
and keeps them neatly arranged. 
Twenty-four hooks are easily inter- 
changeable in the over 400 holes 
in the 20x23 inch Peg-Board, allow- 
ing an infinite number of arrange- 
ments to accommodate various- 
sized items. Especially useful in 
the kitchen, the Peg-Board hook 
rack serves as a convenient “‘file” 
for the dozens of small utensils 
that are usually jumbled together 
in kitchen drawers. Four spring 
clips are included for holding pa- 
per, recipes, notes, etc., to the rack. 





The Peg-Board hook rack has doz- 
ens of uses throughout the home. 
In the workshop or garage it or- 
ganizes and stores tools. On the 
closet doors, in utility closets or 
sewing rooms it puts needed items 
in easy reach. Write B. B. Butler 
Manufacturing Co., Inc., Dept. AL, 
Bellwood, III. 











New Floor Finish 

This floor finish, containing spe- 
cial ingredients for all wood floors 
and linoleum, is said to produce a 
lasting lustre combined with en- 
during wearability. It’s the twin 
of a famous bowling alley finish, 
produced by a firm in business 
since 1884. Over old floors or new, 
Fabulon’s clear, tough coating gives 
long wear and a pleasing appear- 
ance in any home. It never needs 


waxing or scrubbing. Write Pierce 
& Stevens, Inc., Dept. AL, 710 Ohiy 
St., Buffalo 3, N. Y. : 

























Hazelwood Plankweld 7 


Another big step in_ bringing 
decorative hardwood plywood t 
the homeowner at lower costs wa: 
announced by United States Ply- 
wood Corporation. Hazelwood 
Plankweld, a pre-finished, pre-cut, 
install-it-yourself plywood _ panel— 
that comes in a package has been 
added to the existing Plankwell 
line of oak, Philippine mahogany 
and birch. The new _ honey-blond 
veneer is being introduced in a 





D. M. McCuintock LumBEr Co. 


Terminal Sales Building, 
PORTLAND 5, OREGON 
Telephone: Atwater 9355 
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Douglas Fir @ Red Cedar 








THE NEW Sitka Spruce & Hemlock Lumber 
DOOR AND FRAME Shinales 
© PACKAGED UNIT 9 


T-6 READY HUNG DOOR CORP., DEPT. B 
FORT WORTH 2, TEXAS 


Exclusive Mill Agents 


Avoid embarrassing work-overs’ READY 
HUNG DOORS eliminate rework time. 
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Spacemacter 

— standards 

° 7 _ designed for eve | 

_ nd for the free Sioiatne 
talog. Write Dept. AL-10 


REFLECT 
OR-HA 
CORPORATION RDWARE 


A&F TILEBOARD CO., INC 


225 We 
st 
34th Street © New York 1 
tk 1, New Yo 
rk 
ALEXANDRIA. LA. 
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ADVANTAGES 
THAT SELL 


VENTO 


Steel Aman 
Windows 











REMOVABLE 
SASH 


@ Adjustable Ventilation 
Effortless operation gives any 
of three openings, or remov- 
able sash. 


© Weathertight Construction 
Double contact with leak- 
proof watershed sill stops 
wind and rain. 


@ Maximum Strength and Rigidity 
Sturdy 14 gauge frame, elec- 
trically welded throughout. 
Fins welded to jambs for easy 
installation in block or poured 
concrete walls. 


Also casement, utility and barn win- 
dows, Vento steel lintels for cost- 
saving block construction. Write for 
full information. 


VENTO Stee Products 


249 COLORADO AVE. * BUFFALO 15, N. Y. 
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$50,000 promotion to retail at a 
price for the ten-panel package, 
which is a new low for pre-finished 
hardwood plywood, according to 
the company. Backing up the giant 
promotion, the company is offering 
retail lumber dealers an unusual 
counter display which is nearly 
full scale and clearly demonstrates 
the ease with which Plankweld can 
be erected over new studs or old 
plaster walls. The display is offered 
free to dealers making a limited 
purchase of Plankweld packages. 
It is available in a variety of woods 
and measures only 21-inches in 
length by 9-inches in height. Write 
United States Plywood Corpora- 
tion, Dept. AL, 55 W. 44th St., 
New York 18, N. Y. 








New Utilitruc Models 


For ruggedness and high service- 
ability in the 6,000-to-7,000-pound 
range, the new model Utilitruc, gas 
or electric powered, announced by 
the Clark Equipment Company fea- 
tures major improvements. De- 
signed for endurance, efficiency and 
ease of maintenance and repairs, 
the new fork-lift trucks are now 
available for domestic and export 
markets. Compact in every respect, 
these new trucks have a turning 
radius well within the limitations 
of practical aisle widths, and are 
highly maneuverable in close quar- 
ters. The center-pivoted steering 
axles, with rubber-mounted bush- 
ings and angularly-placed tie-rods 
to absorb road shocks, are standard 
on both power-types. A new fork 
mounting, approved and _ recom- 
mended by the Industrial Truck 
Association, is standard on both 
Utilitrue models. Write Clark 
Equipment Company, Industrial 
ang Division AL, Battle Creek, 

ich. 


a IT, 
October 6, 1952, AMERICAN LUMBERMAN © 





Light Plates, Cabinet Knobs 


For beauty and utility, at Christ- 
mas time and any time, suggest 
McLellan’s ceramic, hand-decorated 


light switch plates and_ Boston 
Juttys. These attractive gift items 
come in 12 different designs. Switch 
covers are either single or double 
with motifs suitable for every de- 
cor. The Boston Jutty knobs for 
dressing up cupboard drawers and 
spice cabinets will greatly please 
the housewife; they come in three 
sizes. A decorative push plate to 
beautify the swinging door is also 
available. Write McLellan (Co. 
Dept. AL, 488 W. Atlanta, Alta- 
dena, Calif. 

















New Size in Midget Louvers 


As the result of numerous I) 
quests, the Midget Louver Cott 
pany has added a 114” size to if 
line of all-aluminum Midget Lo 
vers. The line now includes ! 
114”, . 21,4”, 3” and 47" SIZ 
Designed to correct moisture-bl* 
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Both in cost of purchase and in cost of laying, Dargan 
end matched pine flooring is economical. 


Manufactured in lengths of two to seven feet, it is 
offered at substantially lower prices, grade for grade, 
than plain end standard lengths. 


And because it fits so perfectly, it can be laid at 
lower cost and with less waste to make handsome, 
serviceable and thoroughly satisfactory floors. 


Quotations gladly furnished. Write Box 406C. 


DARGAN LUMBER MFG. CO. 


Gang Mill — Dry Kilns — Planing Mill 
CONWAY, SOUTH CAROLINA 


FINISH * CEILING »* FLOORING + SIDING » BOARDS 





Facilities to Serve You 


DRY KILNS—20 Tracks of Latest Moore De- 
sign. Capacity 1 million feet per 
charge. . 


DRY SHEDS—Ample Storage Adjacent to Car- 
line Means Dry Lumber for you. 


DRY LOADING DOCK—Can Load 19 Cars 


Under Roof. Assures you quick 
Shipment Regardless of Weather. 


THERE IS NEVER A LET DOWN 
IN OUR QUALITY- 
PRECISION MANUFACTURE 





Mills at Anderson & Canby, California 
Sales Office: Anderson, California 
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Whute for details 


about the sales stimulat- 
ing Merchandising Plan 
for selling Wolmanized 
Pressure- : 

Treated 
Lumber. 










Stops Rot 





CLEAN, 


easy-to-handle, 
profitable 


and Term it 


: 
i 





s 
American Lumber 
a 
& Treating Co. 
1673 Mc Cormick Bidg., Chicago 4, Ill. 
Branch Offices in Boston, New York, Baltimore, 
Jacksonville, Fla., Little Rock, Ark., Los Angeles, 
San Francisco and Portland, Ore. 


Wolmanized is a registered trademark of 
American Lumber & Treating Co. 
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tering of house paint and to con- 
trol dry-rot fungus by providing 
ventilation for sidewalls and other 
structural areas, Midget Louvers 
are installed merely by drilling a 
hole and inserting. No nails or 
screws are needed. Midget Louvers 
are made in two styles, one for 
exterior use and the other for in- 
terior use. Both are fitted with 
built-in insect screens. Over a mil- 
lion Midget Louvers have already 
been installed in above the sill 
gable ends, eaves, soffits, unexca- 
vated cellar areas, and between 
studs in the outside sidewalls, ac- 
cording to Frank J. Scallon, presi- 
dent of the company. Write Midget 


Louver Company, Dept. 
Wall St., Norwalk, Conn. 


Econ-O-Tile 

Wilson Plastics, Inc., Sandusky, 
Ohio, announces a complete separa- 
tion of Midland Plastic Molding 
Company, producers of Econ-O-Tile 
Plastic Wall Tile, from the original 
Wilson plant. Larry K. Peabody 
will head the new company as presi- 
dent. Jack Sampson, who formerly 
handled both Wilson Plastic Wall 
Tile and Econ-O-Tile will now de- 
vote full time as sales manager of 
The Midland Plastic Molding Com- 





Make friends 
as you make sales! 






















ome CRA 


You're bound to make friends where you 


sell CRA Redwood —the grade-marked, 
trade-marked, Certified Dry Redwood 


from California’s coastal counties. For this 
is Redwood at its best — uniform in quality 


— dependable in performance — ideal 
for any job that calls for Redwood’s 
durability, stability and paintability. 
That’s why you should feature grade- 


marked, trade-marked CRA Certified Dry 


Redwood —the Redwood you can be 


sure of—the Redwood processed by the 


reputable member firms of the 


CALIFORNIA REDWOOD ASSOCIATION 


576 Sacramento St., San Francisco 11 


WILLITS REDWOOD PRODUCTS CO. * ARCATA REDWOOD CO. * COASTAL PLYWOOD & LUMBER CO. * HAMMOND 
LUMBER CO. * HOLMES EUREKA LUMBER CO. * NORTHERN REDWOOD LUMBER CO. © THE PACIFIC LUMBER CO. 
ROCKPORT REDWOOD CO. * SIMPSON LOGGING CO. * UNION LUMBER CO. * WARM SPRINGS REDWOOD CO. 
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pany. Facilities are being installed 
in the new plant to quadruple ocut- 
put of Econ-O-Tile to accommodate 
the increased demand. Midland 
also announces a 20% price cut in 
Econ-O-Tile. This has been made 
possible by the lower manufaciur- 
ing cost due to the increased vol- 
ume. The same rigid standards 
will be maintained and the same 
full line of colors, shapes and sizes 
will be manufactured. Write Mid- 
land Plastic Molding Company, 
39 AL, 310 Boalt St., Sandusky, 
io. 











in National’s 


Several products 
cabinet Hardware line are shown 


Included are cab- 
inet door sets, solid-brass pulls, 
cabinet door latches, ornamental 
and semi-concealed hinges. Na- 
tional’s line is manufactured to 
exacting quality standards assur- 
ing smooth, free hinge and catch 
actions. Rich chromium-plated fin- 
ishes provide lasting beauty. Any 
room in the home can be supplied 
with just the proper style and type 
of cabinet hardware to best serve 
the purpose. Cabinet door sets ac- 
commodate either flush or rabbeted 
doors. Sets are carefully packed 
complete with screws. Write the 
National Manufacturing Co., Dept. 
AL, Sterling, III. 


in a new folder. 











Galvanized Basement Window 


Home owners, builders and «rchi- 
tects will welcome the news that 
Fenestra steel basement widows 
can now be ordered with a heavy 
galvanizing coating that completely 
protects the windows. Wit! this 
coating, applied by the cont:nuous 
Hot-Dip process, after manufac: 
ture, protective maintenance is 2? 
longer a problem .. . painting }§ 
not necessary, except for <ecora 
tive purposes. Fenestra’s Hot-Dip 
galvanizing of steel windows is done 


' . of 
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id he only plant in America espe- 
- ly designed for that purpose. 
e is plant, at Detroit, Mich., was 
d ecially built to handle the com- 
n ; e process of cleaning, bonderiz- 
le j and galvanizing steel windows 
r-  | der careful controls. Special 
- nks permit dipping of the entire 
ls | eel window, after assembly, so 
1e at all exposed metal receives a 
eS otective coating. Experience has 
d- wwn that windows that are prop- 
y, rly galvanized can withstand 
y; eather, even salt sea spray, for 
more than 30 years without de- 
riorating. Write Detroit Steel 








Products Co., Dept. AL, 2244 E. 
Grand Blvd., Detroit 11, Mich. 
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pal Ornamental Mail Box Stand d 
slied This new, popular-priced Mail at /// ? 
type Box Stand was designed to add ay « 
ovue race se charm to any home. 7 : er < 
ae: Smartly styled with expert work- Uy % A 
eted manship, the unit assures perma- Le ‘. “ “ * ‘ E 
cked nent — and durability. It is °"*Yyy eas , . J 
the planned for city as well as rural e 
Jept. route use, and the ornamentation Manufacturers of 7 
is made of the finest cast orna- ee = 
mental iron, This Mail Box Stand B. C. Red Cedar Siding 7 
Was designed by one of the nation’s 
foremost Ornamental Iron Engi- ° 
neers, It complies with all U. S. an S ing es 
Postal i and can be used 
with standard or parcel post mail 
o'ner patterns are available. Write 
| | et ~~ pont Company, 
' rept. J iby 490-150 rl 5 wou H 
Memphis, Tenn. salle iin W. R. Wrape Stave Company — Industrial Lumber Company 
\ Little Rock, Arkansas 
dow 
archi- 
that 
ri dows 
1eavy 
nletely | 
» this 
iuo0Us . 
iufac- " S * 
-* = Rancher" Mail Box Xe 
| S ‘ad m * 8 " in 4 ss e : e e 
ecora” ie ae Engineering Company Dixie Brand Oak Flooring — Oak Dimension Stair Treads 
‘ot-Div PR pe umces, a brand-new Ranch- Oak Trim and Moulding 
«done fe Pe mail box called the “Rancher.” 
ane i Buitpinc Propucrs MERCHANDISER 137 
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constructed of hand-ham- 
mered, one-piece, rust-proof cast 
aluminum (antique finish) and 
features a top-shelter for weather 
protection, special lid for mail re- 
moval, and attractive padlock- 
latch. The “Rancher” is ample for 
the largest mail, being 12” x 714” 
x 3” in size; has two safety-de- 
signed magazine and newspaper 
clips. Write Federal Engineering 
Co., Dept. AL, 37 Murray St., New 
York 7, N. Y. 


It is 








Kills Odors Instantly 


This new Standard Steel Ozan- 
deoderizing medicine cabinet, de- 
odorizes up to 1,000 cubic feet 
whether cabinet door is open or 
closed. Ultra-violet rays insure a 
constant curb on odors in the bath- 
room. High-grade plate glass mir- 
ror gives long lasting service, and 
two 15-watt fluorescent lighting fix- 


tures, with high gloss chrome 
background, conform with every 
bathroom fixture. Baked-on enamel 
gives extra long life. The two 
spacious shelves are adjustable to 
different heights for convenience. 
Write Standard Steel Cabinet Com- 
pany, Dept. AL, 3701 Milwaukee 
Ave., Chicago 41, IIl. 


Portable Roller Conveyors 


A new line of lightweight port- 
able roller conveyors has _ been 
added to the list of MHS Pre-Engi- 
neered materials handling equip- 
ment. This new series carries the 
Number 2520 which indicates a 
214” channel and 2” diameter roll- 
ers. The frame is composed of a 
2%” channel of 12 gauge material 
secured by four cross braces, of 
1% x 1% x 3/16 angle iron. The 
rollers are 2” diameter, 12 gauge, 
with formed ends and receive a 
machine bearing. This type bear- 
ing is said to give superior service 
over the stamped bearing which is 
usually associated with lightweight 
roller conveyor. The Number 2520 
series of MHS roller gravity con- 
veyor is available in 12, 16, 18, 20 
and 28” widths with rollers on mul- 
tiples of 3” or 4” centers. The 
frame capacity of a 10’ section is 
500 lbs. with the individual roller 
capacity 125 lbs. Write Mechanical 
Handling Systems, Inc., Dept. AL, 
4601 Nancy Ave., Detroit 12, Mich. 





New Adjustable Tub Enclosure 
With a list price less than half 


the usual cost of custom enclosures, | 


the new Shower Maid promises to 


be one of the fastest-moving bath- | 


room items in years, according to 
officials of American Shower Door 
Co. Shower Maid is a packaged 
item that can easily be installed 
by the homeowner himself. Special 
tools are not required. Dealers with 
a heavy over-the-counter trade will 
be happy that Shower Maid in- 
volves no installation or service 
problems. But there is an extra 
profit in it for dealers set up to 


supply installation service. Shower | 





We take on the Toughest jobs 


in the Easiest way 
We’re the Weldwood° Hardboard Twins _& 


Tell your customers how easy they can saw 
us...trimus... plane us... chisel us... nail 
us. They’ll be rewarded by finished jobs that show 


smooth, clean lines. 


And strong jobs, too. For we’re rugged and we’re tough. 


Yes, and good-looking to boot. 


For we’re light in color, so even pastel paint takes readily 
to our surfaces. This ready paintability is one of the things 
about Weldwood Hardboard that keeps users happy. 


Happy when they use it. Happy to come back for more. And 
still more. We’re popular with folks who take pride in results 


that are ’way above average. 


We’re STAN ... for Weldwood STANdard Hardboard. And 
TEMP... for Weldwood TEMPered Hardboard; which is a per- 
manently weather-resistant, oil-treated, plastic-resin hard- 


board. 


Be sure not to miss the extra profits that Weldwood Hard- 
board brings. Place an order today with your Weldwood 


WELDWOOD’ Hardboard 


Manufactured by Abitibi Power and Paper Company 
Distributed Exclusively By 
UNITED STATES PLYWOOD CORPORATION 
World’s Largest Plywood Organization 
55 West 44th Street, New York 36, N. Y. 
Branches in Principal Cities * Distributing Units in Chief Trading Areas 


supplier. 
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To meet all your requirements: 
both Standard and Tempered 
Grades of Weldwood Hardboard 
come in three popular thick- 
nesses: 1/8”, 3/16”, and 1/4”. In 
sizes: 4’x6’, 4’x8’, 4’x10’, 4’x12’ 
and 4’x16’. Panels up to 4’x12’ are 
wrapped six to a package. Weld- 
wood Tempered Tile Board is 
available only in 1/8” thickness 
and sizes 4’x4’, 4’x8’, 4’x12’. 
Call your Weldwood salesman for 
Weldwood Hardboard or Tile 
Board today. 
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Trim and Mouldings 


Old Story at 
Gate City...” 


and the big 

; savings in time and 

labor costs mean 

Nilsen isllatey NYielTitey more to dealers and 

builders today than 

i fefeyalai g when we first intro- 
duced... 
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Gate City 


WOOD AWNING WINDOWS 


PERMA-TREATED FOR LONG LIFE 


RSauR Sea sinvae a are 


a Il | 
Boards, Shiplop, eh (Pally 


Dimension 









































OUTHERN LUMBER CO. Write today for big dealer offer! 


GATE CITY SASH & DOOR CO. 


“Wood Window Craftsmen Since 1910” AL-40 
P.O. Box 901, Fort Lauderdale, Florida 


Gentlemen: Send complete information on dealership 
Here to serve you always because for Gate City Wood Awning Windows. 


NAME 


WE GROW OUR OWN TREES ileus 


CITY 
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Maid is packaged in one unit to 
a carton about 8 inches square and 
five feet long. The enclosure ad- 
justs to fit any recessed tub that 
goes from wall to wall. Frame 
members are corosion-free ex- 
truded aluminum. Styrene plastic 
panels come in a choice of colors. 
Panels are color-fast, shatterproof 
and non-transparent. For litera- 
ture write American Shower Door 
Co., Dept. AL, 1028 N. La Brea 
Ave., Hollywood, Calif. 
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New Door Closer 


A new door closer for storm and 
screen doors up to 114” thick has 
been announced by the Ideal Brass 
Works, Inc. Descriptive folder is 
available on request. New feature 
is a protector chain and spring that 
prevents damage to closer, door and 
door jamb when the door is caught 
by a violent gust of wind. A sealed- 
in oil cartridge lubricates internal 
parts for 10 years or more. The air 
cylinder contains an extra long, oil- 
tempered spring which provides 
maximum closing power. The clos- 


er’s jamb bracket has an offset 
shape to increase strength without 
added strain on the door jamb. Com- 
plete units are packed in individual 
display boxes with instructions 
printed on the box. Write Ideal 
Brass Works, Inc., Dept. AL, 250 
East 5th St., St. Paul 1, Minn. 


closet bars are sturdily constructed & 


of two telescoping steel tubes fin. | 


ished in durable nickel plate. The 
outside tube is 1” in diameter and 
a rosette with three screw holes js 


securely fastened to each end. A ° 


center support bracket, recommend- 
ed for the longest bar when fully 


Lo 4 ae eee < 


extended is available on order, 
Bars are packed one in a box with 
screws; half a dozen in a Carton, 
Write The Stanley Works, Dept. 
AL, New Britain, Conn. 














THE STANLEY WORKS, KEW BRITAIN, COMM. 








Adjustable Closet Bars 


A new permanent-type metal dis- 
play of No. 7020 nickel plated ad- 
justable closet bars is offered free 
by The Stanley Works when speci- 
fied with an order for one dozen 
bars of one size or 1% dozen bars 
each of two sizes. Printed in bril- 
liant blue and yellow, display meas- in 
ures 9°34” x 144%”, mounts an 
actual closet bar, and lists the four 
adjustable sizes in which bar is 
available: 18’ extends to 30”, 30” 
extends to 48”, 48” extends to 72’, 
and 72” extends to 96”. No. 7020 





Keeps Out Drafts, Insects 


Sentry Stop-A-Drafts are used 

thousands of homes, stores, 
hotels, office buildings, hospitals 
and factories, Available in a size 
to fit every standard door, there is 
also an adjustable model for odd- 
sized doors. The Stop-A-Draft 
keeps out under-door drafts, in- 











Trade Mark 


High 








PONDEROSA PINE | 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE 


Altitude, Soft Textured Growth 


Modern Moore Design Dry Kilns 





Manufacturer and Distributor 


CALIFORNIA 














Avoid jamb sessions with crooked walls — 
READY HUNG DOORS are adjustable for 
wall thickness and combensate for wall ir- 
regularities. 





DOOR AND FRAME 


READY HUNG DOOR CORP., DEPT. B 


FOR SALE — FORK LIFTS 


I—HT ROSS. 15,000 Ib. capacity, 16 foot lift. Completely 
rebuilt like new and ready to operate. $3,750.00 F.O.B. 
Salt Lake City. 


I—Fork Lift West Coast Loader. 8,000 Ib. capacity, !2 foot 
lift. Completely rebuilt like new and ready to operate. 
$2,500.00 F.O.B. Salt Lake City. 





WRITE — WIRE — PHONE 


HAYDEN-FRIEDMAN COMPANY 
514 Atlas Bldg. — Salt Lake City, Utah 3 
Phone 9-7775 


THE NEW 


Seer seaos: 


PACKAGED UNIT 


cl 


FORT WORTH 2, TEXAS 


ae ate 








140 


——e 


October 6, 1952, AMERICAN LUMBERMAN © 


Ser 


be 
a 
be 
a 

2 











cted 
fin. @ 
The 
and 
2s is 


BEET 


end- 
fully 
rder, 
with 
rton, | 
Jept. 














lustre indefinitely. 


._ dust and dampness, reduces 
e, saves on heating costs, and 
eps rooms at an even tempera- 
Anyone can install a Sentry. 
Simply attach it across bottom of 
wor. Only a screwdriver is needed 
the six matching screws fur- 
shed; installation can be made 
doors opening in either direc- 
n. The Sentry Stop-A-Draft fits 
eht to rug or floor when door is 
losed and automatically lifts clear 
loor opens. Made of heavy gauge 
eel body, finished in “TwinCoat” 
-itin brass enamel, it retains its 
Write Sentry 
Stop-A-Draft Co., Dept. AL, 20-22 
Wacker Drive, Chicago 6, II]. 





Ready-Made Termite Shield 

A Termite Shield designed for 
F. H. A. and V. A. construction, is 
made of galvanized metal, and has 


an expanded metal edge which 
bonds to the beam with cement 
mortar. This makes the shield an 
integral part of the beam and a 
permanent installation. It is said 
to be impossible for a termite to 
pass between the beam and the 
shield due to the shield pulling 

ay from the beam. The termite 
shield consists of ready-cut corner 
miters for inside and outside cor- 
ner, runner strips in 8-foot lengths, 
t clips, and pier shields. It is 

to install. The shield is fitted 
‘ nailed to the beam which holds 
n place until the cement mortar 
ipplied. The components join 
together easily with metal clips. 
Average installation time is less 

n two hours. Write Blue Dia- 
mond Company, Dept. AL, 2722 
Logan St., Dallas 15, Tex. 


1s 


Selected Homes" Plan Book 

_ Home builders and contractors 
looking for new home plans that 
will give families ample room for 
‘ving, minimize the housekeeping, 
be easy to decorate, and still offer 
economy in construction, will be 
interested in a new illustrated home 
plan book compiled by the Home 
Building Plan Service. The new 
Selected Homes” plan book in- 
cludes 200 designs for frame con- 


Br 
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structed homes featuring smart 
exteriors, houses of compact sim- 
plicity, ideal plans for city and 
suburb, all sizes of homes, starter 
homes and duplex designs. There 
are also plans for unusual shaped 
lots and unusual advantages for 
hillside sites. Many of the plans 
include uniquely designed fireplaces, 
glass brick walls in entranceways, 
private patios, and broad. breeze- 
ways. The plans also provide for 
variations for baseemnt or utility 
room, and with or without attached 
garages. Plan books are available 
at $1 acopy. Write Home Building 
Plan Service, Dept. AL, 2454 N.E. 
Sandy Blvd., Portland 12, Ore. 


Pure White Roofing 


Roofing that is true white and 
hints of no gray has been added 
to two lines by The Philip Carey 
Mfg. Company. Carey 210+ Thick 
Butt shingles and 90+ Lastile roof- 
ing are now available in this new 
pure white. Carey produces both 
roofings in a wide range of colors 
for selection by architects, builders 
and home-owners. Roll roofing 
offers Tile Red, Royal Red, Velvet 
Black, Midnight Black, Dixie Green, 
Atlantic Green and Slate Green in 
addition to the new bright white. 
Thick butt roof blends providing 
harmony with the natural surround- 
ings of a home are available in 








6 PANEL 


3 





4 PANEL | 


Make up to 25°, MORE PROFIT 


with each UNITED Garage Door 
sale! You'll sell more UNITED doors 
because they’re quality made — 
you'll make more because you buy 


at factory prices! 


WRITE FOR FULL DETAILS 
“TODAY. START GETTING 
YOUR UNITED PROFITS 


NOW! 


ALL UNITED Doors 
are made of finest 
select kiln-dried 
Western Fir 1%” 
rails and stiles, and 
%" 3-ply AB exte- 
rior grade Douglas 
Fir panels. Nine 
sales-tested styles 
to choose from! 


Uatted PRODUCTS COMPANY 


900 N. 43rd St. 





Overhead Door Division 


Milwaukee 8, Wis. 
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Forest Green, Red Blend, Canyon 
Blend, New Harvest Blend, Gray- 
tone, Greentone and White. Write 
The Philip Carey Mfg. Company, 
Dept. AL, Cincinnati 15, Ohio. 





Steel Basement Sash Forms 


Steeleraft Manufacturing Com- 
pany is now in full production on 
a new product, Steel Basement 
Sash Forms, for use when instal- 
ling sash in poured concrete base- 
ments. This form operates in the 
following manner: The basement 
sash is locked in the steel form. 
The loaded form is then nailed to 
the wood foundation forms and is 
ready for the pouring of concrete. 
After the wall is set up and the 
wood forms are removed, the steel 
forms will easily come out and are 
ready for re-use; the window re- 
maining in place in the poured 
wall. This method speeds construc- 


tion, is easy to use, and the forms 
can be used over and over again. 
The result is much lower installa- 
tion cost. Forms are made of heavy 
gauge steel, bonderized with a 
baked-on coat of paint. They are 
available for all three standard 
sizes of basement sash. A 2” or 4” 
extension may be attached to the 
standard 8” wall for use in 10” 
and 12” walls. Write Steelcraft 
Manufacturing Company, Dept. 
AL, 9017 Blue Ash Road, Ross- 
moyne, Ohio. 


New Envelope Stuffers 


Recognizing that many lumber 
dealers can sell Presdwood for fac- 
tory applications, Masonite Corpo- 
ration has made available envelope 
stuffers entitled, “28 Reasons Why 
Masonite Presdwood Improves Fac- 
tory Maintenance.” There is space 
for a dealer imprint. The stuffer 
suggests use of the proper types 
of Presdwood for easier mainte- 
nance, faster materials handling 
and better processing. Suggested 
uses include doors and kick plates, 
partitions, walls and ceilings, time 
card racks, bulletin boards, aisle 
runners, chute linings, conveyor 
equipment, push trucks, floor mats, 
bench tops, separator trays, biny 
and shelving, tool cabinets and 
lockers, vat tank covers. Write 
Masonite Corporation, Dept. AL 
47, Box 777, Chicago 90, Ill. 





DeWalt Announces 5!/,"" Cut 


DeWalt Inc., subsidiary of Amer- 
ican Machine and Foundry Co., re- 
cently tested its standard GRR 
Model radial arm machine with a 
newly-installed 16” saw blade which 
increases the depth of cut on this 
machine from 4144” to 51%”. The 
firm reports the machine performed 
excellently on all operations with 
the larger size blade (14” blade 
had previously been recommend- 
ed). The GRR is a 5 HP., 3 phase 
radial arm saw. Many are currently 
in operation throughout the wood- 
and metal-working industries. With 
the installation of the new 16’ 
blade, it is expected that present 
users as well as new owners of 
the GRR will be able to increase 
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This compact, lightweight, reversible-belt conveyo: 
unit handles and elevates bundled and sacked com: 
modities — flooring, lath, cement — to proper heigh 
for loading materials into car or truck. Two types: 
No. 11 elevates to 7 ft. 6 ins.; No. 16 elevates to 10 ft 
6 ins. Write for HANDIBELT Bulletin No. AL-102 


STANDARD CONVEYOR CO. 
General Offices: 
North St. Paul, Minnesota 
Sales and Service in 
Principal Cities 


SAVE TIME—MONEY—MANPOWER 
Investigate THE HANDIBELT 
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RAVITY & POWER 
CONVEYORS 
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their cutting depths by 1”—thus 
increasing the size of the material 
they can handle in their machines 
by over 20%. For information on 
per{ormance or simple change-over 
instructions for the DeWalt Model 
GRR, write DeWalt Inc., Dept. AL, 
51 Fountain Ave., Lancaster, Pa. 








New Rotary Snow Plow 


A new rotary snow plow, de- 
signed to appeal to the home- 
owner, is now in production at 
the Jacobsen Manufacturing Com- 
pany. Several new design features 
have provided the answer to the 
problem of developing sufficient 
power to handle all but the most 
extreme snow conditions in a light- 
weight, modestly-priced unit. A 
large diameter rotor unit and wide 
discharge chute accounts for a 
great saving in power require- 
ment since snow need not be fun- 
neled into and forced through a 
smal! opening. Further efficiency 
Is attained by the fact that snow 
is thrown, not blown; thus power 
is fully utilized for moving snow— 
none is diverted for blowing air. 
The new Snow Plow weighs only 
82 pounds, clears a 16-inch path 
and throws snow as far as 30 feet 
to the side. Adjustable hood regu- 
lates distance snow is_ thrown. 
Write Jacobsen Manufacturing 
Company, Dept. AL, Racine, Wis. 


New Labels Identify Glass 


A new system of labels for glass 
leaving the factories of Libbey- 
Owens-Ford Glass Company which 
uses color to identify the basic 
types of glass, thicknesses and 
qualities, all incorporating the new 
LOF Glass trade mark, has been 
developed and is now in use. The 
basic LOF colors are blue, white 
and red and they have been selected 
to identify the basic products— 
polished plate glass, sheet or win- 
dow glass, and Vitrolite. Take win- 
dow glass or sheet glass labels with 
white background, for example.. 
Now the packer, the glazier or the 


| ‘customer can tell at a glance the 


thickness by the color of the print- 


Buitpinc Propucts MERCHANDISER 


ing on the white label. Gray means 
thin picture glass, red is single 
strength, blue is double strength, 
brown labels ;*;-inch sheet, orange 
means ,-inch sheet, purple is for 
14-inch sheet, and green marks the 
new heat-absorbing sheet glass. 
Thermopane is identified by back- 
ground color to indicate type of 
glass, and color of printing to indi- 
cate thickness of sheet glass. A 
special light blue label is designed 
to cover special combinations of 
glass. Large labels for picture 
windows carry the complete glazing 
instruction on the reverse side. 
Write Libbey-Owens-Ford Glass 
Company, Dept. AL, 6592 Nicholas 
Building, Toledo 3, Ohio. 





Combination Windows 
Aluminum combination windows 
are now being offered by the Kauf- 
mann Corporation. The firm offers 
a wide selection of varied window 
designs plus a basic aluminum win- 





AETNA Plywood Service 


} 


Gives ALL 3 





a ©: 


1 Widest Selection in the Middle West 














2 Uniform Quality in All Grades 
3 24-hour Shipping Service 


PLYWOOD PANELS — over 50 species 
Fir, Pine, Gum, Birch, Oak, Walnut, Maple, Mahogany, Limba, African 
Cherry, Prima Vera, Redwood, Philippine. All sizes up to 48”x192” — 


all thicknesses, 1/16” up. 
PLYWOOD SPECIALTIES... 


Plytex — wire-brushed decorative plywood 

Plypreg and Welchboard — Plastic surfaced plywood 

Die Blox — Superstrong, even-ply die stock 

P. V. Hardboard — Low cost wallboard, 4’ x 8’ 
Mouldings — Pine and Philippine Mahogany — 80 patterns 
Tileboards — Wal-lite, Satin-lite, Grani-lite 

Plyron — Hardboard faced Fir plywood 

Plyweave — embossed decorative plywood — Fir & Redwood 
GLUES, REZ wood sealers, INLAY PICTURES 


DOORS — House and Cabinet... 

Birch, Oak, Fir, Philippine Mahogany — over 80 sizes 
Cabinet doors, 3/4” Birch and Vertical Grain Fir 
PLASTIC DECORATIVE SHEETS... 


Consoweld and Parkwood Plastic—over 75 colors and designs, plus 
real wood veneers, wood pattern designs. 1/16” and 13/16” — for tables, 


sink tops, furniture etc. 








AETNA PLYWOOD & VENEER CO. 


1732 N. Elston Avenue e Chicago 22, Illinois 
ARmitage 6-7100 


Branch Warehouses: Grand Rapids, Indianapolis, Rockford 
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dow and quality door. To the re- 
tailer, Kaufmann will supply any 
one of its five types of double hung 
combination windows, basement 
combinations, screens, doors, etc. 
For the K.D. operator Kaufmann 
has made it possible for him to do 
part of the fabricating work in 
his own shop. For many who have 
undertaken to distribute and also 
manufacture the complete line of 
windows a retailer, manufacturer 
and distributor's profit is avail- 
able. In these instances the com- 
pany has available a wide selection 
of extrusions, roll) sections and 
hardware with which to manufae- 
ture the windows and also allows 
the manufacturer to apply these 
Various sections and hardware to 
special installations and the = out- 
of-the-ordinary job where competi- 
tion is not present. A small amount 
of machinery is necessary to start 
up such an operation and this ma- 
chinery can be purchased from the 
Kaufmann Company. Write Kauf- 
mann Corporation, Dept. AL, 17212 
Gable St.. Detroit 12, Mich. 


‘Chem-Set'’ 


The potential use of rubber tile 
for flooring has been increased sub- 
stantially by a new development 
Which now makes it possible to in- 
stall rubber tile on grade concrete. 
Heretofore rubver tile could not 


be recommended for on-grade or 
below-grade installations where the 
tile was laid on conerete slabs in 
contact with the ground for fear 
that moisture would affect the ad- 
hesive and loosen the tiles. That 
problem has now been successfully 
overcome by a new chemically-set 
adhesive, called “Chem-Set”’, which 
will not deteriorate when exposed 
to moisture and which can now 
be used to cement tiles to on-grade 
vonerete. Write Pioneer Latex & 
Chemical Co., Dept. AL, Middlesex, 
N. J. 











New Curved Track 


To further increase dealer sales 
volume of its popular line of Ra- 


Tox Folding Doors, The Hough 
Shade Corporation announces a 
new curved wood track. Curved 


track makes possible such unusual 





— Comes completely assembled 


— Adjustable spring tension 
— Meets all F.H.A. requirements 
— Pre-tested for poundage pull 








folder. 





METAL HIDE-A-STAIR & 


New — Lightweight — Compact 2 aaa 
FOLDING ATTIC STAIR 


All-steel, precision built for safety and durability, 
the HAWKINS METAL HIDE-A-STAIR is simple and fast 
to operate, weighs less than 25 pounds, takes a mini- 

mum of space. 


| — ye By making valuable attic 
\ ae | storage space available, it 
; adds sales value to any home. 
Can double for 
fan opening. 


— Packaged ready for quick and easy installation 


ADJUSTABLE 
WINDOW GUARDS 


Attractive, simply-designed, 


wrought steel, fit any window. 
removed quickly with special key. 


Also — PREFABRICATED ADJUSTABLE RAILINGS 


Guaranteed to fit any normal porch or step arrangement. Fill orders from stock 


319 NORTH FOURTH STREET 


use as attic 


Installed or 
Send for 


and save customers up to , * 
Write for Details \ 
HAWKINS IRON COMPANY, INC. 









BIRMINGHAM 4, ALABAMA 4 


installations as full dinette enclo- 
sure along a wall... or full corner 
wardrobe enclosure ... using only 
the Ra-Tox Folding Door or Room 
Divider. This new track is avyail- 
able, in both 12” and 18”. radii, 
in one-quarter circle sections (90 
turns). Ends of each cection are 
carefully finished to make a smooth 
butt joint with the regular straight 
track section. Hanger glides car- 
rying the folding door, move freely 
through all degrees of curvature 
on the new track. The Hough line 
of Ra-Tox Folding Doors is com- 
plete with all standard door and 
room divider sizes. Special sizes 
are also available. A complete 
range of colors, as well as a natural 
finish, provide selection for all 
decorating purposes. Write the 
Hough Shade Corporation, Ra-Tox 
Division AL, 1026 Jackson St. 
Janesville, Wis. 











| 7 TWROUGH YouR 


| COMMUNITY CHEST 
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ARKANSAS 
SOFT PINE 


@ Bright Clean Appearance @ Precision Manufacture 
© Perfect Kiln Drying @ Nice Soft Texture 
@ Accurate Grades @ 100‘/, Stored and Loaded 


Under Cover 


For complete satisfaction make your 
next car Ozan Arkansas Soft Pine. 





OZAN LUMBER CO. 


Prescott, Arkansas 





Oak Flooring, Southern Pine 
and Southern Hardwoods 































MIXED CARS 
FOR YARD BUYERS 


Urania is an organization you can depend on 
to ship well-manufactured, properly seasoned 
and accurately graded timber. 









Urania’s giant tree-farm—source of the logs 
that produce Urania's fine Oak Flooring, South- 
ern Pine and Southern Hardwoods—assures a 
continuous timber supply. All manufacturing 
facilities are complete and modern throughout. 










For utmost in satisfaction put your lumber needs 
up to Urania—where dependable service is 
backed by a modern mill with a permanent lum- 
ber supply. Let us know your needs today. 


Posts, poles, piling and creosote timbers pressure 
treated. 


Urania Lumber Co. 


Urania, Louisiana 


Members 
$.P.A. — $.P.1.8. — $.H.P.1. 
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Something*“to sell 


every day in the year— 
PHENIX A/'Season 


Building © 
Products _. 






You'll find a positive selling edge 
in everything that Phenix makes — 
special exclusive features in con- 
struction or operation that register 
with your market, both contractors 
and home owners. When this brand 
of quality appeal is reinforced by 
price appeal — and Phenix has it — 
you’ve got a business-building com- 
bination that spells out PROFIT for 
you. Write for full information. 


PHENIX ~£0- Season 
Combination Doors 


Sell Phenix and you sell the only 
fully guaranteed combination door 
on the market. Exclusive Wedge- 
lock construction makes it possible 
to guarantee this door against break- @ There are 

a 7 four All-Season 
age, provides you with a potent mer- Com bina- 


chandising package at a popular tion Door 
styles from 
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——: Overhead-type 
ter sectional door for 
tor in your market. 

Here’s the hardest-hitting combina- 
en unit that fits into a permanent 


price. Cash in on this sales oppor- ich to 
| a8 aa ie | % (Garage Doors 
‘ is * Phenix makes two over- 
4 | | | - head-type garage doors— 
. ' ; i 
| i oncom 
® | i 
those who have more to 
i . spend. Both doors are 
, Power-packed with selling 
coe | | features, both carry a 
@ This is the Phenix No. 700 Wedgelock door— 
less than 4 inches of headroom required,and no 
premium in price. 
tion window on the market. It offers 
bedrock price, quality construction, 
easy operation — all of the conven- 
wood frame complements the finest 
homes, yet it costs no more to install 
than ordinary screen and storm sash. 


tunity, as thousands already have. choose. 
| a good one-piece door for 
price tag that will make 
PHENIX +40- Season 
ience features important to home own- 
‘ No wonder it is making sales for deal- 


) —_—— _PHENIX stl - Season 
the budget market, a bet- 
you a big competitive fac- 
Combination Window 
ers. This time-tested, one-piece wood- 
| ers from coast to coast. A 





























4129 N. Port 


Milwaukee 12, 
Washington Rd. 


Wisconsin 
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NAMES IN THE NEWS 








YOUTHFUL visi- 
tors at the Cali- 
fornia State Ex- 
position in Los 
Angeles are 
shown trying the 
Kwikset lock 
which is featured 
in a display in- 
stalled for _ per- 
manent exhibition 
by Kwikset Locks 
Inc... Anaheim, 
Calif. The lock 
they are turning 
has already been 
operated for over 
8,500,000 times on 
Kwikset’s testing 
machine. 


Kwikset Locks on Display at Museum 


Locks, 
Calif., has just announced the instal- 
lation of a permanent exhibit in the 


Kwikset Inc., Anaheim, 


California State Exposition at Ex- 
position Park in Los Angeles. 

The Kwikset display is featured in 
the industry section of the State Ex- 
position as a representative of the 
residential lock manufacturers of 
California. 

Louis Venator, 
ager said “this 


Man- 
first 


Exposition 
is one of the 


times that a residential lock manu- 
facturer has had an exhibit on dis- 
play in a museum. It contains an 
informative and interesting manufac- 
turing story that all Exposition visi- 
tors will be interested in seeing.” 

Featuring three dimensional parts 
and photographs, the exhibit illus- 
trates various procedures in the man- 
ufacturing of Kwikset Locks. 

A special feature of the display is 
a lockset that has. been tested on 


Kwikset’s accelerated test stand. The 
test stand has operated the lock for 
over 8,500,000 turns, which is equi- 
valent to 550 years of service in an 
average American home. Visitors to 
the California State Exposition have 
the opportunity to test the door lock 
themselves to see that it still func- 
tions perfectly. 

A full color sound movie dramatiz- 
ing modern lock manufacturing by 
Kwikset is on view every weekend 
with continuous showings in the mo- 
tion picture hall. 


Expansion of Facilities 
at Southern Pine Lumber 


One of the nation’s most modern dry 
lumber storage sheds has recently 
been completed by Southern Pine 
Lumber Company, Diboll, Tex. This 
giant structure occupies 100 by 600 
feet of floor space and is typical! of 
the “controlled quality” production 
methods now being utilized by this 
far-sighted lumber manufacturing 
firm. 

Under the guidance of Arthur 
Temple, Jr., president of the company, 
the dry storage shed is another step 
in the long-range plan of moderniza- 
tion which starts with log handling 
and goes all the way through finished 
products. Recent years have seen new 
kilns built, power plants installed, 
modern handling and processing ma- 
chines put in place. All this has come 
about as a result of careful coopera- 
tion between Southern Pine Lumber 
Company and the firm of H. E. Bovay, 
Jr., Consulting Engineers, which is 





Why it's good 
business to deal 
with us — 


Buyers who have dealt with us over 40 years, 
know that TW&J products are honestly 


represented. They also know the 


practical value of our policy — prompt, 


courteous, efficient service. 


Ten large saw mills, augmented by an 
extensive wholesale distributing organization. 
You are assured a dependable supply of 
West Coast lumber and lumber products in 
a wide choice of sizes and grades. 


White Fir, Douglas Fir, Incense 
Cedar, Sugar Pine, Ponderosa Pine; 
also Pine doors, K.D. sash, Pine 

and Fir mouldings, Pine plywood. 








TARTER, WEBSTER & JOHNSON, INC. 


1 Montgomery Street 
SAN FRANCISCO 4, CALIF. 
DOuglas 2-2060 « Teletype SF 531 





P. O. Box 1731 
STOCKTON, CALIF. 
Stockton 4-8361 + Teletype SK2 
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Larger Sales! LODGEPOLE 
|WATERLOX PINE 
-|}/PRODUCTS 


Greater Profits! one of 
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An excellent general-purpose softwood, 


lled, which is as beautiful as it is durable! 

ma- 

ome 

era- 

nber 

vay, ‘ 
h is 4 

straight-grained and easy to work. Its fine 


nailing properties, ability to take and to hold 
SATIN FINISH paint, and small, non-bleeding knots make it 


ideal for top-quality siding, paneling, and all 
architectural woodwork. 





~~ 





A natural wood Finish with a wax-like luster, 
This is but one of ten fine softwoods from member 


mills of the Western Pine Association. All are 
toughness and ability to seal out moisture. manufactured, seasoned and graded to exacting 
Association standards. Lumber dealers, builders, 
architects and wood users have found them 
dependable and best for many construction uses. 
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and satiny appearance. Its tung oil base adds 











THESE ARE THE WESTERN PINES 


IDAHO WHITE PINE 
PONDEROSA PINE * SUGAR PINE 


WATERLOX 


Cement Floor Stain 





THESE ARE THE ASSOCIATED WOODS 


LARCH * DOUGLAS FIR 

WHITE FIR * ENGELMANN SPRUCE 
INCENSE CEDAR * RED CEDAR 
LODGEPOLE PINE 








Water Repellent 














Write for free illustrated 
Facts Folder 

about Lodgepole Pine. 
Address: 

Western Pine Association, 
Yeon Building, 

Portland 4, Oregon. 


_ WATERLOX _— 





‘The Empire Varnish Co. 
2636 E. 76th St, Cleveland 4, Ohio 





: = 
an @& @ Buttptnc Propucts MERCHANDISER 





planning all the changes. 

With 60,000 square feet of floo 
space, the new storage shed provides 
10,000,000 board feet of storage ca- 
pacity for re-manufactured, rough, 
kiln dried lumber sorted for grade, 
length, width, and thickness between 
the dry sorter and the planing mill. 

The building is situated adjacent to 
the dry sorter building so that lum- 
ber packages, formed by pullers at 
the sorting chain, will now be picked 
up and taken to storage or planer by 
the overhead bridge crane with a 100- 
foot span and equipped with a remote 
operated lumber grapple. 

The crane man riding the cab of 
this fast bridge crane, with the as- 
sistance of one floor man will now be 
able to do the work of 18 men, once 


needed to stack and transport lumber 
in the old rough storage buildings. 

While the expansion of facilities at 
Southern Pine Lumber Company is by 
no means ended, the completion of the 
rough storage shed marks another 
milestone in the progress story of 
Texas lumber mills. 


Skil Corporation 


Skil Corporation is the new name 
of Skilsaw, Inc., Chicago manufac- 
turer of portable electric and pneu- 
matic tools. The change became effec- 
tive October 1. 

In announcing the change, company 
president Bolton Sullivan explained, 
“We have simply outgrown the name 
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priced right — built right! Sell fast — stay sold! 








Mohawk Flush Doors are distinctive 
because they are built by conscien- 
tious Mennonites, who are famous 
for pride in their work. This feature, 
plus Mohawk’s carefully selected gum 
and birch panels...large,thoroughly 
seasoned, white pine stiles and rails 
... double lock blocks and com- 
pletely vented core add up toa 
warp-free door that’s guaranteed— 
a door that builds volume sales and 
satisfied customers for you. A com- 
plete range of sizes. End your door 
problems zow— send coupon today! 


RAILS—clear 3” 
Ponderosa pine 
—or equal 


cross-banded, 2” 


—spaced 2” apart 


Ponderosa pine 
—or equal 


ees 63563 HAMMOND AVENUE 


ba 





148 


CORE—fully-vented, 


wide wood members 


DOUBLE LOCK BLOCKS 
STILES—clear 1%” 


FACES—fully-sanded, 
six-ply birch or gum 


MOHAWK’S NEW EXTERIOR DESIGNS — 


O [ : 


Mohawk FLUSH DOORS, 


ELKHART INDIANA 





y 


Send Coupon Today! 


| Mohawk Flush Doors, Inc. 

| 3383 Hammond Street, Elkhart, Indiana 
Rush details on Mohawk [] Interior Flush 

| Doors Exterior Doors [) Hiawatha Birch 

| Trimmed Flush Doors. 

| 

| 


| 


Company Name 
Address — oupinemity 
City_ , State_ 


hes sentenenenremenedd 


Skilsaw. During our 28 years’ history, 
the Skil prodyct line has expanded 
from one portable electric saw to over 
150 different Skil tools. This enor- 
mous expansion has left the name 
Skilsaw limiting in its descriptive 
value since we manufacture not only 
saws, but also many other types of 
portable power tools including drills, 
grinders, drivers and polishers.” 

The name Skil Corporation ties in 
directly with the Skil trademark used 
on the company’s construction, indus- 
trial, automotive and home shop tools. 


Warehouse Stock Continued 
in New Stanley Offices 


Referring to the recent announce- 
ment on the moving of its New York 
offices and salesrooms from 100 Laf- 
ayette St. to new quarters at 40 Worth 
St., Frederick O. Fuller, sales manager 
of Stanley Electric Tools, a division 
of The Stanley Works, stated that the 
announcement erroneously noted that 
“no products will be warehoused at 
the new offices.” Mr. Fuller pointed 
out that both warehouse stock and a 
service department for electric tools 
are continued in the new offices at 40 
Worth. 

The Stanley Works has leased seven 
large offices in a modern building at 
40 Worth St., New York, N. Y., where 
it has re-established offices and sales- 
rooms for its domestic business. The 
need for the old building on Lafayette 
St. was eliminated when the export 
divisions was transferred to New 
Britain, Conn., in May of this year. 

Now re-established in their new 
offices are the following divisions: 
hardware, hand tools, electric tools, 
steel strapping, and steel. 


At Homefurnishings Show 


Built-in gas cooking equipment pro- 
duced by the Chambers corporation, 
Shelbyville, Ind., on display at the Na- 
tional Homefurnishings show, Septem- 
ber 18-28, Grand Central Palace, NeW 


York City. Illustrated is Chambers 
In-a-Top cooking unit backed up by 4 
snack bar. Chambers waist-high In- 
a-Wall oven is across an aisle from the 
In-a-Top unit. Steel kitchen display 
was created by Geneva (Ill.) Moder? 
Kitchens, Inc. 


. 
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For Better Value, Feature 
GABRIEL 
BASEMENT WINDOWS 


The quality and convenience of Gabriel Basement 
Windows, their easy operation, their top and bottom 
opening features and exclusive side-arm locking detail 
assure satisfied customers and greater profits for you. 
Available in 2-light sash of modular dimension. 


National Sales Representatives: HARRIS, Inc. 
200 E. Long St., Columbus 15, Ohio 





GABRIEL STEEL COMPANY 


13700 Sherwood, Detroit /2, Mitch. 








THE ECONOMICAL 
ANSWER TO BUILDERS’ 


WINDOW PROBLEMS 






Sash balances for double- 
hung windows... Schools, 
hospitals and industrial, 
commercial, residential 
construction. 


With Pullman Sash Balances builders can use 
prefabricated windows made without allowance 
for weight boxes or special type-balances. In- 
stallation is quick. On-the-job carpentry work a 
minimum. Thus labor costs are low. Offer pre- 
fabricated windows with genuine Pullman Bal- 
ances — or install Pullman Balances in stock 
frames in your own shop. 


THE BALANCE WITH 
A LIFETIME GUARANTEE 


Guaranteed against imperfect workmanship 
or materials for the lifetime of the building in 
which they are installed. 


WRITE FOR LITERATURE 














The Gulder's 
Right Hand Wan! 


STEEL BRIDGING 
aa o_ 
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Saves Hours 
of 
Time and Labor 


Pa 


No measuring, sawing or fitting 

with Met-Cro Steel Bridging! Opens * 

like a scissor, is quickly, efficient} 

nailed into place. Builders fin re 

they save time and labor costs — 5 Quick Steps 
you will find that Met-Cro, once from Carton to 
tried, is fast becoming the only Finished Application 
bridging many builders will use. 

So profit today—write for complete 

information about Met-Cro nowl ie 





Code-Approved. 
Unexcelled for 
durability. 


* 
Takes up less space — 


pipes, etc., installed 
with minimum obstruction. 


Approx. 50 per box 00 
LIST PRICE $16.00 per 100, F.O.B. 
Factory 


— Pat. No. 2,455,904 











Met-Cro Specialties Company, Inc. 


56 Boerum Street — Brooklyn 6, N. Y. 








Available Now! 
“~<... METAL CRAFTERS 


Ornamental Railings 


e Attractive Designs 
e Moderate Prices 
e Generous Discounts 






ve 


Platform List Price 


Number Length Size Per Pair 

Ta a ee 

61.44” 328” 4°20" 22°04 been - —, this ig _ 

Model GI is a simple, yet graceful de- een Seneca sere ar Sunny 

sign which meets the demand for a low- for Ornamental Railings. We have 

priced railing. successfully met all the needs of our 
wrk? Dealers and we hope to take good 


care of them again in 1953 
always featuring attractive designs, 
top quality, moderate prices and gen- 
erous discounts. Send today for cata- 
log and price list. Al!l prices are 
delivered prices. 


Distributors: 
we Leen ene ° In Canada: Ramson-Metal Crafters, 
Platform 


List Price Ltd., 1558 Howard Avenue, Windsor, 
Number Length Size Per Pair i 
MC-32” 2-8” 3’-0" $20.26 on 
MC-38” 3’-2” 3’-6” 21.91 In Central and South America, West 
MC-44” 3’-8” 4’-0” 23.56 


Indies and Middle East Countries: 
Joseph R. Awad Co., Inc., 99 Wall 
Street, New York 5, N. Y. 


Model MC is a moderately decorative 
railing which meets the approval of the 
mass market. 








METAL CRAFTERS 
P. O. Box 830 
Cedar Rapids, lowa 


METAL CRAFTERS 


Phone 3-9639 NIN lnsiaiayoiers/eigisieinn en emieainnie 

1756 E Avenue N. E., MET alata passe Sawa hues amalat 
Cedar Rapids, lowa CRN ies erro eee es 
MN a isce%alewe siersidieeis State...... ° 








Send for Catalog to:smamnmmm: 
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Dexter Lock Records 30 Years of Proaress 


This aerial 
view of the Dex- 
ter Lock Com- 
pany, subsidiary 
of National Brass 
Company, Grand 
Rapids, Mich., 
shows the plant 
before the latest 
addition, which is 
now under con- 
struction and 
scheduled to be 
completed this 
fall. The plant 
covers an area of 
about a city block 
in length and 
nearly one-half 
block in width. 
The latest addi- 
tion will add 
around 25,000 
square feet of 
manufacturing 
floor space. This 
is the fourteenth 
plant expansion 
since the start 
of manufacturing 
operations of the 
parent company 
in 1922. 

The pen draw- 
ing of the picture 


dates and outlines each addition and 
graphically illustrates the rapid 
growth since 1936. 
report their company was the pioneer 
of the tubular lock, this growth pat- 
tern serves to chart the history of 





As Dexter officials 


the increasing popular acceptance of 
the tubular type of lock. 

In 1940 Dexter introduced the Life- 
time Warranted lock designed to stand 
up for as long as the building. To 
further identify the Dexter as a qual- 


ity product, the Lifetime Warranty, 
which is a bonafide, written guarantee 
packed with each lock, has been an 
intangible feature, the acceptance of 
which is reflected in the growth chart 
from 1940 to the present year. 

In addition, the Canadian plant at 
Guelph, Ontario, which started opera- 
tions in 1948, should be included in 
this Dexter 30 years of progress. 


Pressed Steel Car to Purchase 
Umpqua Plywood Corp. 


Pressed Steel Car Company an- 
nounced that it had virtually com- 
pleted arrangements to acquire within 
the next 60 days the Umpqua Ply- 
wood Corp. of Eugene, Ore., one of the 
west coast’s foremost plywood and 
lumber companies. 


This fully-integrated plywood and 
lumber company has a capacity of 
between eight and nine million square 
feet of exterior and interior grades 
of plywood per month. It has access 
to extensive timber reserves over 


-which Pressed Steel Car Company is 


acquiring control; it operates plywood 
and lumber manufacturing facilities 
at Roseburg and Myrtle Creek, Ore.; 
and its products are distributed na- 
tionally. | 

Umpqua’s sales in 1951 were ap- 
proximately $12,000,000, with earn- 
ings of around $1,400,000 before taxes. 
In the first six months of 1952, the 
company’s sales amounted to about 
$6,500,000, with earnings of over 
$700,000 before taxes. 











J.W.AWELLS #22ci**" 


IN VAN LOADS 


OR 


| 
| STRAIGHT OR 
} 

MIXED CARS 








Montgomery, Ala. 
Sales Office 








“THE FLOOR’ LAYER’S 
CHOICE”—Quality Appa- 
lachian Hardwood Fioor- 
ing (Oak, Hard Maple 
or Beech) delivered in 
mixed cars with South- 
ern Yellow Pine. Or Van 
Loads to include oak 
treads, risers, thresholds 
and trim. 


For prompt service on 
your needs, place your 
order today with — 


Harriman, Tenn. 
Sales Office and Plant 








MIXED CARS 
A SPECIALTY. 
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Adler's Builders' Supplies ev 
: Damaged by Fire N POPULAR PRICED 
f Adler’s Builders’ Supplies, Altoona, 
t Pa.. was swept by fire which followed 
an explosion August 4. Four persons 
t were injured during the $75,000 fire 
\- which just about demolished the two- 
story frame structure. ° ° 
. Robert C. Adler, head of the firm, A. L. M. 13 Maintenance Machine 
said he estimated damage at or a / 
for material and equipment an ke E ¢ R t / P fit 
$35,000, on the building. The firm, or x Ta CH A {{/) 1 Si 
he said, will tear down the a 
and rebuild immediately. He empha- _ : 
sized that the company will continue Now—a sensational _ profit-maker to add ” 
oven for business. your All-American line-up of rental machines! 
\- This new popular-priced American Model 
a A.L.M. 13 Floor Maintenance Machine does a 
‘ Celotex Announces Fall professional and economical job of scrubbing, 
1e +: ° lishi i i i . 
e Advertising Campaign po —— — practi ae! apt +. 
The Celotex Corporation has an- pe {a we ee ee en eee See 
, nounced & fall advertising caameian | TOU> On Ome alt, concrete, rubber, terrazzo or 
if directed at continued stimulation of | marble. Rent to home owners, stores, shops 
re the urge to build and modernize | small offices and others! 
2 homes. “This fall program,” accord- Many plus features! Powerful G. E. heavy 
33 ing to Henry W. Collins, Celotex vice- duty motor. 13 inch brush spread. Brush speed 
oy president and director, “using two- 172 E bili 
is color, full pages in the Saturday Eve- r.p.m. Lasy to operate ... easy portability. 
* ning Post and four-color, half pages | Removable handle. Safety-type switch. Attach- 
es in Better ee and a - the | ments can be put on or taken off in seconds— 
5 American Home, in addition to our | no tools necessary. Built for long life! 
a- regular list of architectural, builder y & 
and building material dealer publica- 
p- tions, will tend to maintain a mo- 
i. mentum which will help to carry pres- 
7 ent building activity into and through 
si 1953. | 
he “There are conflicting opinions 
ut among government and private au- : 
er thorities, as to whether or not the d 
supply of homes is catching up with 
_ demand, but a survey of any city and 
most towns will prove that there still ‘ 
are millions of people living in slums ) 
and sub-standard housing. Saves labor in steel wooling, buffing I 
“In fact, the so-called saturation | polishing, scrubbing, disc sanding. } 
point for homes in all cost brackets, ‘ 
particularly in the 10 to 20 thousand } 
dollar range, is far from being reached ‘ 
or even approached.” 
‘ 
) 
Gartner Succeeds Wurtele, 
Heads Minnesota Paints, Inc. 
Valentine Wurtele, president of 
Minnesota Paints, Inc., Minneapolis, 
since 1931 and director since 1923, 
retired October 1 to the newly-created 
office of chairman of the board. He 
is succeeded by Lawrence T. Gartner, é 
—— vice-president and treasurer oe 
of the paint company. 
\ The Winaessin gaint commas don SANDERS ABRASIVES FINISHES 
+ \ factories located in Minneapolis, Fort Make 3-way profits—rent Always furnish new im- Always sell and recom- 
Wayne, Ind., Atlanta, Ga., and Dallas, | American Floor Sanders! proved American Abrasive mend American Floor Fin- 
Tex. Its products are distributed in You profit with rental fees Papers with sanders and ishes! American Finishes 
$8 states. -.-.extra sales of abrasives, edgers—for best results are finest quality—com- 
A native of Fergus Falls, Minn., floor finishes, wax and and profits! American plete line for all floors— 
Mr. Wurtele is also vice-president and other supplies...and you Black Demon and Ameri- seals, finishes, waxes and 
director of the Minnesota Linseed Oil — good-will Seca ee high cleaners. 
%, and a seeeieer of Gis euesslies is service. rite for quality papers give longer 
committee of the National Paint, Var- profit-plan booklet. life, faster cutting. Sead Coupon C2 
nish and Lacquer Association. OS er er a ener ee ares eee 
Mr. Gartner joined Minnesota | The American Floor Surfacing Machine Co. 
* Paints as controller in 1940, and was 521 So. St Clair St., Toledo 3, Ohio 
‘ elected assistant treasurer that same | DP et cma catalog on the following, without { 
' year. In 1941 he was named treasurer. | [JA.L.M.13 Floor Maintenance Machine[}Floor | 
@€ was elected vice-president and | anders ()Floor Edgers DjJAbrasive Papers 
reasurer in 1946 and in 1950 was Loe ype ee | 
5) : : . -pa ow to 
oe executive vice-president and FLOOR MACHIN ES [ make money Ode floor sander seanil backeaes. ! 
reasurer. Mr. Gartner has served as PORTABLE TOOLS | Name i 
. a director since 19438, and is also sec- see j Street, i 
retary and treasurer of Minnesota 4g City State 
(oe BuitpiInc Propucts MERCHANDISER 151 











MIXES IN COLD WATER! 


CONSUMERS 
PATCHING 
PLASTER 


- + + for cracks, holes 


Patching | = 


and general repair 





cad 





 Seebes for 
QUICK SALES 
because it... 
Needs no sizing. 

Mixes white in cold water. 
Knits quickly to old plaster. 
Will not check or shrink. 

. Does not peel or crack. 


wk On > 


@ Available in 1, 2% and 5 ib. cartons; 


2, 5, 10, 15 and 50 Ib. paper bags; 100 
and 300 Ib. drums. 


| 
ORDER FROM YOUR WHOLESALER 
OR DIRECT FROM US 


CONSUMERS GLUE CO. 


1515 N. HADLEY ST. ST. LOUIS 6, MO. 











me HASSALL 
es. annular 
~~ threads have 


GREATER ~ HOLDING POWER! 









Proven in in- 
» dustries like 
* shoe making, as- 
_ bestos siding, 
~~ underlay flooring for 
_ linoleum, pallet manu- 

“o> oe facturing, boat building, 
ESTABLISHED 1850  ¢tc. The stronger grip of 
annular threads should solve 
many a wood fastening 
problem, maybe yours! 
Write for samples. 


y G EVJOWN HASSALL INC. 


154 CLAY STREET, 
BROOKLYN 22, N. Y. 





SPECIAL NAILS RIVETS SCREWS, 


JAIS SUWN WWID3dS 


PECIAL NAILS RIVETS SCREWS, 


fete || 
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New Barn-Saving Technique 


Even though they seem hopelessly 
dilapidated, old farm buildings often 
can be given new life by the use of 
modern materials. These pictures 
tell the story of the rejuvenation of 
a 70-year-old barn on a farm near 
Monica, Ill. Before remodeling, it 
appeared ready to fall to pieces. The 
framing lumber was still sound, how- 
ever, so the owner had the building 
straightened. He then covered the 
sidewalls with large sheets of as- 
bestos-cement board. Because asbes- 
tos board is fireproof, rotproof and 
termite-proof, the barn is ready for 
another lifetime of service—and this 
time no painting will be needed for 
preservation. Instructions for this 
kind of barn re-siding can be ob- 
tained free by writing the Asbestos- 
Cement Products Association, 509 
Madison Ave., New York 22, N. Y. 


West Coast Loggers 


Have a New Champion 


West Coast loggers have a new 
champion—a woman. All along the 
Oregon and Washington coast and 
back up in the British Columbia 
mountains, and into Alaska, loggers 
know and love this fabulous protago- 
nist and single-handed defender of 
the he-men gang who get out the 
round stuff off tree farms. 

You’ll be hearing a lot about Olive 
Barber in.the next few months. For 
30 years a logger’s wife, this amazing 
63-year-old, gusty, hearty, lovable 
woman, as big as a logger herself and 
just as cat-footed, has been breaking 
precedent, shoving aside convention 
and living a life of excitement and 
adventure denied to less imaginative 
females. 

From her home along a Coos 
county, Oregon slough, for 15 years 
the world learned about her, husband 
Curly, the cows, pigs and chickens 
who inhabited her special hillside 
farm, through her writings. A news- 
paper column in the Coos Bay Times 
grew into a syndicated newspaper 
feature. Her fame spread and she 
starred on a Seattle radio station. 
She’s ready for TV next. 

Matching stride-for-stride Husband 
Curly’s restlessness, off to Alaska 
they went for four summers to make 
a better-than-average living deep sea 
fishing. But always they came back 














DO YOU HAVE 
A REDWOOD 
ACCOUNT? 


HOBBS WALL, Redwood Lumber 
Distributors for the past 86 years 
are inviting inquiries from whole- 
sale lumber distributors and com- 
mission men who also have built 
their business on years of honest 
dependable service. 


HOBBS WALL 
LUMBER CO. 


Wholesale Distributors of 
California Redwood Lumber 


405 Montgomery Street, 


San Francisco4 GArfield 1-7752 
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RED CEDAR CLOSET LINING 


Advertised 








BROWN'S 


CENA 
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SEAL- PACKAGE 
ALL WIDTHS 40° 
TO PKG. 
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& Our national 
a’ advertising is 
wa currently pro- 
ducing thousands 
of customer inquil- 
2 ies which are turne 

© over to our dealers for 
“ follow-up. This interest in 
a cedar closet lining repre- 
Sc sents:'a growing and active 
ae market. Brown's Super-Cedar 
< is a fast-moving, profitable item 
Pas produced by the largest and old- 
est experts in the business. Sold only 
c) ‘ re leading jobbers and millwork 

istributors. 


Write for Builders Folder and Consumer Booklet 





PRODUCT OF 


GEO. C. BROWN & CO., Inc. 


GREENSBORO, N.C. Established 1896 


LARGEST MANUFACTURERS OF 
AROMATIC RED CEDAR IN THE WORLD 
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to first love—logging. Right now, 
Curly is boss logger at Yakutat, 
Aiaska, and Olive sat on the edge 
of 2 glacier this summer while she 
worked on her second book. But, we’d 
better tell about her first book. 

‘ The Lady and the Lumberjack” 
published by Thomas Y. Crowell Com- 
pany, New York, $3, came off the 
press September 15. It is called by 


Stewart Holbrook, a man who knows 
his literary onions, “The best book 
on logging ever written by a woman, 
or most men, for that matter.” It is 


destined to be a best seller. Here is 
a book that makes loggers live and 
breathe and brings a soft, gentle, 
sometimes robust, belly-tickling 
breeze scented with a flavor of 
Douglas fir. 


Lucky Painters Will Win TV Sets 


in a contest restricted exclusively 


to painters and decorators in the 
United States, the United State Ply- 
wood Corporation is offering five 


chances to win a new 21-inch West- 
inghouse Television Set by writing 
a letter on the subject: “Why I Now 
Use Firzite and Satinlac.” 

First prize is a beautiful new ma- 
hogany Westinghouse 21-inch screen 
Television Console valued at $369.95. 
Second, third, fourth and fifth prizes 
are full 21-inch screen Westinghouse 
Table Models, — at $299.95 each. 
Any winner who does not live in a 
television area may have instead a si, oe . a, 
radio - phonograph combination of - Orange, W. J. 
equivalent value. As a reward to 
every contestant, everyone entering 
the contest will receive, free, a fa- 
mous Wearever Ball Point Pen. 


) 
me | Entrants may send in as many let- de nih led 
f. ters as they wish, and no one is F-i 8-2-5 
required to buy anything. Any paint- : 5 
id ing contractor who has not used FAST with P 



































Firzite and Satinlac, and who wishes 
to try the products, can secure a spe- 


. ee * 1 Protect property, guard lives 
cial Firzite and Satinlac Kit (value 


$8.50) for only $1.00 by writing to with these famous pack extin- 





the manufacturer. The kit contains a guishers. Use only clear water. Ve - oy 

coupon which the dealer will redeem 5 gal. rust proof tank. Pump 

for $1.00 upon purchase of $10.00 or throws powerful stream or noz- 

more worth of Firzite or Satinlac. tle adjusts to spray. Don't be 

Painting contractors who wish to nies 
, enter the contest should subeait let- helpless when fire strikes! Just E-Z 5 GAL. 
ters on “Why I Now Use Firzite and grab an INDIAN and KNAPSACK SPRAYER 

2 gga than November put it out in a hurry. — ‘ as. ik , 

0, 1952, to United States Plywood : Finest knapsack sprayer made. Pump lever 
= Corporation, 55 West 44th St., New these: Prapreneesistache develops high pressure easily while spray- 
‘ York 36, N.Y. Inexpensive. Prompt 


ing. 5 gal. zinc-grip steel or copper tank. 
shipment. Tank is air conditioned preventing damp- 
ness reaching the back, Adjustable brass 
nozzle. (Recommended by Extension Services.) 









onal 

tn m American BANNER 
— sup , COMPRESSED 
red ¢/\ AIR SPRAYER 
s for \ ae > a! 

yst in ; Ve. The outstanding com- 
noe pressed air sprayer. 
‘odar Electric seam welded 
item tank. Streamlined dome 
i top. (Open or funnel 
work 


type.) Galvanized or 
solid copper tank.Non- 
wl0g angle nozzle. 





Want to get more women into 
your store? One way is to stage i, “gn 
Special demonstrations aimed to re ee ogg SUIS and our Complete Une of Spvevers 

g areca: 
attract the lady of the house. Read piece opnpliet es 
how the Barr Lumber Co., Denver, D. B. SMITH & CO. [9 main st.- uTica 2,N.Y. 


builds store traffic with kitchen “is : ; a“ 
lectures. Tt’s on Pase ¢. | Originators of Sprayers Since 1888 
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NuTone's Officers 


The election of two new officers was 
recently announced by J. Ralph Cor- 
bett, president of NuTone, Inc., Cin- 
cinnati, manufacturer of electric door 


chimes, kitchen ventilating fans and 
electric ceiling heaters. 


Right to left, NuTone’s new secre- 
tary, Andrew Hopple and new treas- 
urer, Fred G. Miller, are being con- 
gratulated by NuTone’s_ president, 
J. Ralph Corbett, and vice-president, 
Albert H. Winkler. 


NLMA Golden Anniversary 
Proceedings Published 


Just off the press are the proceed- 
ings of the National Lumber Manu- 
facturers Association’s Golden Anni- 
versary meeting held May 8-10 at St. 
Louis, Mo. 

The book is a chronicle of the past 
50 years in the lumber industry and 















THREE 
MODERN 
MILLS: 
Urbana, Ark. 


Calion, Ark. 
Springhill, La. 





for top quality 


HARDWOOD and 
PINE Lumber 


Our motto is—'‘We sell to Serve Again”, and 
we mean it. We appreciate your first order, 
but it’s your repeat business we're really after, 


carries much good advice for the years 
following. Included are all the speeches 
on forestry, production, lumber prod- 
ucts, new products from wood and 
distribution which were presented in 
special sessions by authorities in each 
field. Copies are available from the 


National Lumber Manufacturers As- 
sociation, 1319 Eighteenth St., N.W,, 
Washington 6, D. C., at $2.50 each, 





Georgia-Pacific Executives 


New developments in the plywood 
and lumber industry are discussed 
by Georgia-Pacific Plywood Company 
executives at a recent sales con- 
ference in Princeton, N. J. Pictured 
here are (left to right) Julian N. 
Cheatham, vice-president of the mid- 
western division; Robert T. Giffin, 
Detroit manager; Owen R. Cheatham, 
Georgia-Pacific president and Thom- 
as Ryan, Chicago manager. President 
Cheatham during the meeting re- 
viewed Georgia-Pacific’s spectacular 
growth in the last 25 years and said 
he looked to the future with optim- 
ism. 





Georgia-Pacific Trainees 


Back to college went these college 
graduates who are now Georgia-Pa- 
cific Plywood Company sales trainees. 





Consis- 
Give us a chance 


and that takes quality! 
tent quality! 
to prove it! 








The men have just completed a study- 
work sales training program at the 
Midtown Business Center of The City 
College of New York. Each day, after 
a half day’s study in the fundamentals 
of selling and business administration, 
the men were trained in all phases of 
ANG Georgia-Pacific activities .The pro 
NS —— j AX gram is being conducted by the 
_ naan Georgia-Pacific Educational Founda 
tion, which is now in its 25th yeal. 
The men are (left to right, seated) 
James McDowell, Beacon, N “5 
James Eloff, Gary, Ind.; Bruce F. 
Lang, Grosse Pointe, Mich.; William 
D. Ball, Syracuse, N. Y.; (standing) 
William Shell, Ambridge, Pa.; Edward 
L. Kimball, Rochester, N. Y.; James 
P. Linnane, Boston, Mass.; and Rich- 
ard S. Engle, Kansas City, Mo. 
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TO VOLUME 
SALES! 


It's PRICED 








for & Specially Treated Stain. —" 
clusive Interlock & Ventilat- 
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@5 Quarter Frame. Exclusive 
Territories Available. Price 
«ii List & Sample on Request. 
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@ PAPOOSE — the most 
economical Redwood 
Combination. 


Lis0)) [eo elemae) (|: Pvile).| 


STORM WINDOWS ; 
e PHONE OR WIRE FOR FURTHER INFORMATION 








MANUFACTURING COMPANY 
8205 Lyndon, Detroit 21, Mich. 





















It is the kind of flooring that 
will build repeat business for 
you with carpenters and con- 
tractors. Well manufactured, 
precisely graded in accord- 
ance with NOFMA grading 
rules, carefully bundled. 








Prompt shipment of most 
sizes and grades. 


Send us your inquiries. 


THE OZARK OAK FLOORING CO. 


BISMARCK, 


MISSOURI 
Buitpinc Propucts MERCHANDISER 




















WOOD KNOBS 





Sizes up to 4 inch 


A COMPLETE SELECTION OF 
WOOD KNOBS AND PULLS FOR 
DRAWERS, CLOSETS, CUPBOARDS, 
ETC. 


WADDELL MFG. CO. 


1117 Taylor Ave., N.W. Grand Rapids 2, Mich. 





WOOD PULLS 
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Lumberman Writes 
Entertaining Book 


J. W. Cunningham, formerly of 
Cunningham Lumber Company, To- 
ledo, Ohio, who retired in 1944, has 
productively employed the interim 
years in compiling the results of a 
lifetime of thinking, philosophy and 
wise-cracking into a compact, refresh- 
ing and titillating volume entitled 
“Corn on the Cob.” 

If you can use a lot of wisdom in 
easy doses, if you’d like to savor some 
bon-mots of common sense and horse 
sense, set up in brief concise para- 
graphs with a few clever verses by 
the author thrown in for good meas- 
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New! Hollywood Louvre Windows 


ure, this book is recommended. 

For the bed-time reader, here is a 
book of mental snacks which will di- 
gest easily and bring on pleasant 
dreams. 

Copies priced at $2.50 each may be 
secured from the author. Address, 
J .W. Cunningham, 2401 Robinwood 
Avenue, Toledo 10, Ohio. 


Friesen Box Company 
Sold to New Owners 


The Friesen Box Co., West Salem, 
Ore., established some 30 years ago 
and operated by the founder’s two 
sons, Willard and Ernie, was recently 
taken over by new owners. Negotia- 





HOLLYWOOD 
LOUVRE WINDOWS 








can hike your profits fast! They're 
new, and they have built-in 
superiorities that will be immedi- 
ately evident to your customers. 


% Install with screwdriver, ver- 
tically or horizontally. 


% Maximum opening 4 inches, 
yet view is unobstructed. 


%* Moisture tight, and locks open 
or closed in any position. 


% Both surfaces washable from 
inside of room. 


HOLLYWOOD LOUVRE WINDOWS, Inc. 


357 N. La Brea Ave., Los Angeles 36, Calif. 
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Wash both surfaces 
from inside 








Modern lines add 
beauty to any home 

















~ Angle deflects rain; 
permits ventilation 
~ 

——k 
qi Double controls; 1 
§ one section open, r 
; other closed P 

u 


MAIL TODAY. Get the facts about 
our exclusive, proven merchandis- 
ing plan. 


oT mana eee 


HOLLYWOOD LOUVRE WINDOWS, 
357 N. La Brea Ave., Los Angeles 36 
Tell me about your working model display 
and exclusive territory. 


Inc., 


NAME 





STREET. 





city 





STATE. 
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tions for an exchange of the factory 
for a 27-unit Motel were conducted by 
LeClere & Miller, Salem realtors who 
specialize in the exchange of property 
ownership; H. John Harder is the ofiice 
manager. 

New owners of the firm in West 
Salem are Roy A. Maltby and Elmer 
C. Engvall. The name of the Friesen 
Box Company has been changed to 
the M & E Box & Pallet Company 


Jones Strike Ends 


The R. T. Jones Lumber Co., Inc., 
North Tonawanda, N. Y., announced 
the end of 19 weeks of idleness caused 
by a strike called by the IUE-CIO. 
The strike resulted in the partial sus- 
pension of operations in the company’s 
box and mill division and an almost 
complete shutdown of its yard and 
docks division. The company’s through 
shipment division, however, was not 
effected by the recent strike. 

Subject to the approval by the 
Wage Stabilization Board, the new 
contract calls for a 6c an hour wage 
increase, 1%c for health insurance 
and a union shop with escape privi- 
leges. In addition, a new wage sched- 
ule was devised to equalize rate in- 
equitiés. 

In line with past practices, the R. T. 
Jones Lumber Co., Inc., is now pre- 
paring to receive several million feet 
of Canadian White Pine on its water 
docks. This stock will be placed in 
pile in the yard for truck and carload 
shipments to the trade. 


Wambolt Named Executive 
Editor of Home Maintenance 
& Improvement 


B. H. “Bernie” Wambolt has re- 
joined Vance Publishing Corp., Chi- 
cago, as executive editor of Home 
Maintenance & Improvement. He re- 
cently held a similar post with Ameri- 
can Builder, prior to which he had 
been field editor of American Lumber- 


man & Building Products Merchan- 
diser. 
Mr. Wambolt brings to his new 


position a background of more than 
12 years of editorial experience in the 
construction and retail building prod- 
uct fields. 








Are you after consumer Dus 
ness? It’ll help you make more 
profitable sales oftener. Why nol 


build your profit volume by helping 
people do their own remodeling 
and repairs? Be sure to read the 
details of American Lumbermar’s 
Do-It-Youself Promotion Kit 0 
Pages 77-79. It’s been developed 
especially to help YOU! 
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- THE MEADOW RIVER 
LUMBER CO. 


Manufacturers of 


West Virginia Hardwoods 


Rainelle, W. Va. 











THE NEW 
© DOOR AND FRAME 
m-6 PACKAGED UNIT 


Save the cost of high paid finish carpenters 
—-less skilled, lower paid men can install READY HUNG DOOR CORP., DEPT. B 


READY HUNG DOORS. FORT WORTH 2, TEXAS 

















GILLIES BROS. & CO. Ltd. 


BRAESIDE, ONTARIO, CANADA 


mers of WHITE PINE crus... 


Genuine 
Also some Norway and Spruce 


AIR-SEASONED — WATER-CURED 
Rough or Dressed 


Capacity 28 million feet annually 


Sawmills — Braeside and Temagami, Ontario 
1842 Member N-A.W.L. Assoc. 1952 






TROWELS 
~ FLOATS, DARBIES 
CEMENT TOOLS, HAWKS 


FOR THE TRADE 
AMERICA’S FIRST FOR THE.FARMER 


with FOR THE HOUSEHOLDER 











CRAFTSMEN ee : 
FOR EVERY USE Quality with Economy 


NICHOLLS MANUFACTURING CO., OTTUMWA, IOWA — U.S.A. 





Best of SERVICE 


in West Coast 
“\ Woods 
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ROGUE LUMBER SALES CO. 


P. O. BOX 707, MEDFORD, OREGON 
Phone: Central Point, Oregon 1091 
Exclusive Sales Agents for 


Southern Oregon Planing Mill Co., Inc. 
Jackson Creek Lumber Company, Inc. ° 
Reputable Sales Representatives Throughout the Nation 


H. G. Dowson 








A. W. Lingaas 


a, 


CONNOR 


“LAYTITE” 


Maple and Birch Flooring 
in Cartons 


{or regular lengths in bundles) 


Something new in 
modern flooring 


M. F. M. A. SPECIFICATIONS 


Forest Products Since 1872 
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Confer on Problems at 
Joint Meetings 


L. C. Paisley, president of the Na- 
tional Woodwork Manufacturers As- 
sociation, and F. E. Bissell, Jr., 
president of Ponderosa Pine Wood- 
work, confer on problems of the stock 
woodwork industry at the joint meet- 
ings of their associations held in the 
Mark Hopkins Hotel, San Francisco, 
the week of July 14. It could be that 
Fred Bissell is telling Lew Paisley 
about the new boat of his. During the 
record floods of the past two years in 
Dubuque both might have used boats 
to get to their plants instead of auto- 
mobiles. 





Walter S. Johnson, president of 
Tarter, Webster & Johnson, Inc., and 
president of the Western Pine Asso- 
ciation (second from left), tells his 
sales manager, Harold J. Ford, he 
read so much about the evils of smok- 
ing that he decided to give up reading. 
F. H. Dierks, president, Dierks Lum- 
ber & Coal Co., Kansas City, Mo. 
(left), and Walter S. Kennon, sales 
manager, Pickering Lumber Co., 
Standard, Calif. (right), appear to 
enjoy the joke. Mr. Johnson spoke on 
the problems of the western pine in- 
dustry at the meeting of Ponderosa 
Pine Woodwork in San Francisco on 
July 16. 





COMPANIES ANNOUNCE 


Harold Joseph has joined the Paine 
Lumber Co. Ltd., Oshkosh, Wis., as 
sales representative in the states of 
Arizona, Arkansas, Louisiana, Missis- 
Mexico, 


sippi, New Oklahoma and 































floating action 
door hangers 








for 
RECESSED DOORS 


tne Moder way 


DORFLO is a new concept of 
door function and design. ..a 
simple, fool-proof, scissor-like 
mechanism, cantelevered from 
within the wall. 

DORFLO makes sliding doors 
literally float in and out of their 
pockets with just a gentle pres- 
sure of the finger-tips . . . so 
easy even a child can operate it. 





@ No complicated overhead 
tracks 
@ No noisy floor runners to 
clog and jam 
@ Simple installation 
@ Available in: 
@ K-D wall sections 
@ Packaged hardware 
@ Ready-Unit sections— 
completely assembled 
wall sections including all 
hardware, finished split 
jamb with built in steel 
stiffners. 












Write for name of 
Nearest distributor 















EZ-WAY SALES, INC. 


Dep:. 5, Box 300-3 St. Pour Park, Minn. 
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Texas. Mr. Joseph is well known to 
the industry and has many friends 
among the jobbing fraternity. He will 
now promote the sale of the complete 
Paine line of “Rezo” hollow core and 
standard solid core flush doors. Mr. 
Joseph will maintain offices at 2500 
Pearl St., Austin, Tex. 

Harry Pool, formerly with Weyer- 
haeuser Sales Co., is now associated 
with Somerville-McGinn Lumber Co. 
in the capacity of sales manager. Of- 
fices of the firm are at 308 W. Wash- 
ington St., Chicago 6, IIl. 

E. A. Coate, Dodge City, has been 
named the new general manager of 
The T. M. Deal Lumber Company, 
Wichita, Kan. This executive office of 
The Deal Lumber Company had been 
vacant since the unexpected death of 
J. W. Deal, Jr., last July. Mr. Coate 
joined The T. M. Deal Lumber Com- 
pany in 1927 when he started working 
for Deal’s at Ensign, Kan. He later 
became manager of The Deal Lumber 
yards at Felt, Okla. Manter and Staf- 
ford, Kan. In 1945, Mr. Coate was 
promoted to district manager and au- 
ditor of The Deal Organization. He 
remained in this capacity with Deal’s 
until his recent appointment to gen- 
eral manager. 


Charles J. Huckleberry, who has 
been sales representative for Harbor 
Plywood Corp . in the Atlanta area, 
has bought an interest in the new 
Atlanta (Ga.) Plywood Company, 845 
Berne St., S.E. He will continue in 
the wholesale sales department pro- 
moting plywood, doors, and lumber to 
the retail lumber dealers in that area. 
Mr. Huckleberry has been selling lum- 
ber, plywood, sash and doors for 20 
years, having started with Long-Bell 
Lumber Company in 19382. He is a 
member of Hoo-Hoo, NACLS, and 
other fraternal organizations. 

Michel Pasquier, assistant to the 
president of M and M Wood Working 
Company and former plywood division 
manager of that firm, has resigned 


to take over ownership, with his 
brother, of plant facilities of William 
V. Young Company, fabricators of 
laminated products at Sumner, Wash. 
His resignation was announced with 
“regret” by President Thomas B. Ma. 
larkey. 

Mr. Pasquier was an employe of the 


Young concern back in 1920 and both : 


his father and brother are currently 
employed there. One of the pioneers 
in the development of waterproof 
glues in the plywood industry he ex. 
pects to make his advisory services 
available in addition to running his 
own business. He has been with M 
and M since 1936 when he was as. 
signed to the Portland Plylock division 
in charge of making waterproof ply- 
woods. Later he was sales manager 
of waterproof plywoods and was also 
instrumental in setting up M and M’s 
own glue research laboratory and 
manufacture. He was also a man- 
agerial assistant at Harbor Plywood 
corporation before going to M and M. 


OBITUARIES 


Foster M. Perry, 
55, West Hart- 
ford, Conn., died 
at St. Francis 
Hospital, Septem- 
ber 4. He was 
vice-president of 
G. F. Sweet & 
Co., Ince., adver- 
tising agency. Mr. 
Perry was _ born 
in Indianapolis, 
Ind., and lived in 
West Hartford three years. He at- 
tended several private schools includ- 
ing Hotchkiss School and Harvard 
University. 

After leaving Harvard he worked 
for two years in Brazil as an importer. 
He worked for many years as an 
advertising man, including. several 
years with the Wallace Silver Com- 
pany in Wallingford, where he was 
advertising manager. He joined the 
Charles Brunelle agency in Hartford 
about four years ago and became vice- 
president of the Sweet agency about 
a year ago. Mr. Perry liked to fish, 
and pursued his hobby through 
Europe and South America. During 
his service in South America he wrote 
for the Hartford Times and the Hart- 
ford Courant. 








Answers to What's YOUR 
Answer? 


Stop! Read questions on page 122. 


1—American Lumberman’s Do-It- 
Yourself Sales Promotion Kit. 
Page 77. 

2—Arthur H. Geiger, Tacoma, Wash. 
Page 110. 


3—58%. Page 94. 

4—$600. Page 10. 

5—August 1952 home starts are UP 
11% over August 1951. Page 9% 

6—10. Page 147. 

7—Use Indian fire pumps. Page 153. 

8—Use Kingstrip. Page 159. 

9—Executone Intercom. Page 121. 


10—Sander, edger, polisher. Page 32 |7 
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HOME SHOW SPRINGBOARD 
FOR NEW BUSINESS 


(continued from page 49) 


On the day before the festival, 
the story was finally broken 
with an historical feature on 
the Coutu firm on page one of 
the local paper, plus a large dis- 
play ad. The company ran these 
display ads for the first two 
days of the festival. The final 
ad carried the special bargain 
prices for the Founder’s Day 
Sale. Besides extensive news- 
paper advertising, 5,000 per- 
sonal invitations were sent out 
to property owners whose 
names had appeared on West 
Warwick’s latest voting list. 

Registration was required to 
win the free prizes offered by 
the company. These names, 
which will prove an excellent 
mailing list, showed that the 
open house attracted people in 
a radius of 30-miles, while Cou- 
tu’s normal market area is eight 
to ten miles. 

Of the company’s promotion 
effort, Clarence J. Coutu, presi- 
dent, says, “We feel that it was 
worth it. It not only acquainted 
thousands of people with what 
we have to offer, but it also 


proved to us conclusively that 
new items have to be displayed 
to be sold.” 

“The festival was so success- 
ful,” he concluded, “‘that we are 
planning to hold similar events 
on a smaller scale several times 
a year. That will become our 
method of introducing new 
items in building materials to 
the public. The value of display 
cannot be overemphasized.” 


THESE SHORT CUTS SLICE 
CONSTRUCTION COSTS 


(continued from page 104) 


Concrete Floors 
1. Excavate to 7-6” depth for 

floor and deeper for footings; 

lay drain tile on outside of 
footings. 

Lay drain tiles under foot- 

ings 6’0.C. and connect to 

exterior drain. 

3. Excavate for drainage lines, 
install, test, cover, and tamp 
down. 

4. Spread 3” gravel bed, tamp- 
ing to 2” depth; lay roofing 
strips (15-55 lb.) with 6” 
laps over gravel. 

5. Place 14” x 4” asphalt expan- 
sion strips around perimeter 
and through middle. 


bo 





6. Pour concrete, using 2500 Jb. % 
or 5-sack mix, and level, 

7. Fill in low spots as indicated § 
by water puddles. 

8. Finish with a dry mix of 
14%4 sand to 1 cement; add 
color if desired. 

If done carefully you should haye 
a good floor, free of cracks, ani 
well protected against ground 
water. 

Basements? Well, as I said be. 

fore, where else can you find go 
much space at such a price? 


REMODELING BUSINESS NEXT 


(continued from page 93) 


millwork has played in _ the 
rapid expanse of the company. 
Gooch says many of their good 
contractor customers were first 
attracted by the excellent stock 
and custom millwork which is 
featured. The fact Christian- 
sen formerly worked for a na- 
tional millwork concern, shows 
that product knowledge and in- 
terest will build sales. 

The company started busi- 
ness with Gooch and a truck 
driver. It now employs 18 men. 
In five years the original capi- 
tal investment has been quad- 
rupled out of profits. 








TO CASE AND HANG 
CONVENTIONAL DOORS: 





Go +o , 
A" Jo nails per opening 
10 openings 


SS 
900 nails per 
house 
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Stop splitting profits and making dema'er | 
marks — READY HUNG DOORS reduce 
nailing 72%. 















© DOOR AND FRAME 
PACKAGED UNIT 


READY HUNG DOOR CORP., DEPT. B 
| FORT WORTH 2, TEXAS 


THE NEW 





SEND YOUR ORDERS FOR 
MAPLE FLOORING TO... 


Let J. W. Wells’ Diamond Hard Maple Flooring 
give you the quality you've been looking for. 
Available in unit packages if you so specify. 
it meets all MFMA specifications. For highest 
quality choose Diamond Hard Ist Grade 
Economy, our 2nd & 3rd Grades 
are tops for serviceability. What- 
ever your needs, Diamond Hard 
will more than sa 


Consult us today 


For 


'Y- 





J. W. WELLS LUMBER COMPANY 












Menominee, Michigan 
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""L still think 
buy our lumber already cut! 


it would be better to 










GET YOURSELF MORE 
BUSINESS by using our car- 
toons 
advertising. There are 104 
cartoons on Remodeling, 
Roofing, Additions, 
Homes, etc. 
| and 2 column sizes. Also 
350 tie-in copy suggestions. 
Write today for information 
on EXCLUSIVE for your city. 


LIL-AD FEATURES, 


RFD 3, Santa Ana, Calif. 
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in your newspaper 









New 
Mats come in 











TO 
INDUSTRIALS 
DEFENSE PROJECTS 
RETAIL LUMBER YARDS 


An Experienced Lumber Service 
That Knows the Producer's Prob- 
lems and the Buyer's Needs. 
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